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Other Thursday 


WARP’S GENUINE 


FLEX-O-GLASS 
Guaranteed 2 Full Years 
Lets Thru More Healthful 
Ultra-Violet Rays than other 
glass substitutes.as proved in var- 
ious authentic tests, and holds 

in heat better than glass. 
Absolutely Waterproof—Un- 


M. P. Composition that will not 
run, discolor or melt in a window. 
Extra Heavy—Extra Durable. 
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Glass 








Madeon ', inch mesh 


yed light fast green. 


Pa Plastic Glass Covered Netting 





Net Paid Circulation of this Issue 23,267 


Sworn Windows 
' Rabbit Hutches e Hot Beds 
Cold Frames 
Factory Windows 
Office Partitions 
To Diffuse Light 


Brooder House ‘Fronts 
Porch Enclosures 
Storm Windows 

Storm Doors 

Greenhouses @ Sky Lights 







UNDER 
FLEX.O-GLASS 






UNDER 
GLASS 


SAME HATCH 


ater- 
SAME FEED 


co Cords. Extra strong. 


Every Cord Imbedded in 


June 8 
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WARP’S 


WYR-O-GLASS 
Galvanized Wire Base 
Tough galvanized ' 
4 mesh wire base drawn thin to 
q admit more light. Every Joint 
and Wire Imbedded in a cush- 
ion plastic. 
Plastic Gi 
+ seal 


air pockets to trap moisture. 
Very Transparent— Extra high 


ge in Ultra-Violet Ray transmission. 
Good insulator. 













WARP’S 
SCREEN-GLASS 


Galvanized Screen Base 





applied to both sides. 


Tough, Durable, Layer-Builit } | 
ted Pinette Coating to make it last 


Cushion Plastic to avoid weak- 
ening air ets and moisture. 
Plastic lass Applied over 
Cushion and Cords —_ every- 


Very Transparent, ‘High Ul- 


tra Viole ay transmission— ff 
[7 washable. No cheap rosin, glue 


Cold Frames 
Hot Beds 


Porch Enclosures 


Jt Pays TO HANDLE Warn 
COMPLETE LINE OF WINDOW MATERIALS 


Every product, leader in its class. Backed by 20 years of experience, 
and produced almost entirely under exclusive patents (granted or pend- 
ing). Nothing can take the place of YEARS of product-proving in actual 
use, and constant research and experiment to improve quality. Only 






Dealer's Cost . 27c 
2 "ase Retail HT amb 1 Ay 


WARP’S 


RED Vi1-0-TEX 
Admits Uitra-Violet Rays to 
Mature Chicks Faster— 
es Red Objects Appear 


an 


this NEW Scientific dual-pur- 
pose material. 


Warp's Window Materials offer you all this. Carry the full line—so 
if temporarily out of one you can satisfy your customers with another 
one of Warp's products and always make the sale. 

¢ 











™WAR LOAN 








Lup THs war is not yet won. We at home have 


only begun to feel the weight of our debt 
to our fighting men... .... to the living - 
to the wounded - yes, above all, to the dead. 
Ours is the responsibility to work, to save, to 


buy all the War Bonds we can in order to in- 








sure a better home, in the finest country, for 











le 


the best people on earth. | | 


June 12 to July 8 1944 


Contributed to the Fifth War Loan by 
oy, 
FOSSSET yO 
THE WOOSTER BRUSH CO. © WOOSTER, OHIO % “a 
Brush Manufacturers Since 1851— Thru 4 Wars 44 wor 
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POP AND MOM 
ARE COMING 
YOUR WAY 


Their kids—the ones we read about in the 
newspapers —can be a source of new business 
for you, as your community mobilizes to fight 
wartime juvenile delinquency with more ade- 
quate recreation at home and at school. 

With this advertisement in the June 17th 
SATURDAY EVENING POST, Yale highlights 
another promotion in its “Wartime Progress 
Plan”, designed to help you sell more sports 
and recreation equipment this summer— 
building good will and store traffic for you 
while YALE locks and builders’ hardware have 
gone to war. 


~YALE- 









Yale Puts 3 Big Sales Movers 
into Your Business 


The name YALE helfis make the Fale 


THE YALE & TOWN 
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OUR KIDS WERE 
VICTIMS OF WAR 


Teen-agers in our town 
were running wild. 

Here is how a hardware 
dealer who understands 
children, helped 

reduce our juvenile 
delinquency problem. 








’ 
t the many other products 
local hardware dealer can sul sup 





ply, for home and office, garden of 
workshop 


shop a 
] sy for healthy recresew our 
community . 
THE LOC 
ieanid asin E— LOCKS RECOMMENDED BY THE 
WORLD'S LEADING LOCK EXPERTS 
TME YALE B&B TOWNE MFG CO STAMFORD COWNM., U.S A 
Moters of the fomous Yale line of Locks, Door Closers. Hordwore, Pumps, 


Hoists ond industria! Trucks 


SHOP AT YOUR LOCAL HARDWARE STORE 




















MANUFACTURING CO. 


STAMFORD, CONN., U. S. A. 
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Batting In Profits For You! 
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GILLETTE BROADCASTS 


All-Star Baseball Game 


JULY 112 


ow .*.. another Gillette broadcasting scoop! On 
Tuesday, July 11th*, the Gillette Cavalcade of 
Sports presents the All-Star Baseball Game from 
Forbes Field in Pittsburgh, for the entertainment of 
your customers. 
This annual baseball classic—featuring picked teams 
of the American and National leagues—is played at 
night when the maximum number of men can 
enjoy it. 
The time: 8:55 p. m. EWT. The network, Columbia 
Broadcasting System, coast to coast. At the micro- 
phones, Gillette’s ace baseball reporters, Bill Slater 
and Don Dunphy. 
You turn powerful good-will into profitable busi- 
ness by displaying Gillette Blue Blades and Gillette 
Shaving Creams! 





* If postponed on account of weather, the All-Star game will be played at 
1:15 p.m. EWT, July rath. 





Gillette Safety Razor Company, Boston 6, Mass. 
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Though our efforts these days are 
. centered on the eyaerettua cele 
of vital war materials..... 

we’re keeping our facilities 


intact to start deliveries of our 


\\ . . 
\ \ usual lines of merchandise as soon as 


~ Ae 
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The good old salesmen 
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Wiisstininns 


ES, SIR, those old General Electric refriger- 
;, gence are doing a selling job for you! 

It’s been years since they left your store. But 
day in, day out they keep right on running as 
smoothly as the day you installed them. 

The folks who bought them have got a lot of 
satisfaction from those old boxes. And until 
they can buy new ones those refrigerators will 
be a constant reminder of your store and the 
General Electric products you sell! 


They told us so! 


Literally hundreds of people have written us 
about General Electric appliances . . . praising 
their performance . . . marveling at the extra 
years they have lasted. As a matter of fact 100% 
of General Electric refrigerators examined in a 
recent survey were still at work, with 92.1% in 
excellent condition . . . even though 26.2% were 


FOR VICTORY 


Electric is W ork- 


neral hasten the day 


Today, Ge 
of victory: 
on can help, {00, 


War Bonds _ 


by puying 
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with the Monitor Tops! 





ten years old, or older! 


And all of these appliance owners thank their 
lucky stars that they can depend on their 
General Electric equipment to see them through 
these difficult war days. 

Your repair service came in for praise, too. 
When some adjustment wasrequired,the General 
Electric dealer did the work speedily, efficiently, 
and at a remarkably low cost. 


Fair weather ahead! 


The performance of General Electric appliances 
has made a lot of friends who will be customers 
again when the war is over. That’s why there’s 
a bright future ahead for all of those dealers 
who sell General Electric appliances. 

General Electric Appliance and Merchandise 
Department, Bridgeport, Connecticut. 





TUNE IN:“TheG-E All-Girl Orchestra,”Sunday10P.M.,E.W.T., NBC-“TheWorld Today” news, every weekday, 6:45 P.M.,E.W.T. ,CBS., 














Anvil Tools 
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Awls 
Bars — Ripping 
» , , s , Bit Braces 
o fabricate metal and wood into war structures and fighting equipment Boring Tools 
called for the quickest and greatest concentration of hand tools in history. Breast Drills , 
Stanley met this emergency with a “battle line” of precise and durable Stanley y Chisels — Cold 2 
Tools, many of them simplified in design and finish for mass production. ‘ Chisels — Wood ie, 
. ; é, ; 4 Dolly Blocks : 
But there was no let-down in quality. Stanley hammers, squares, chisels, &. Semmens 
planes, and kindred products earned new honors under intensive, three-shift use. , Hand Drills 
A new era is ahead — when craftsmen will not only convert war develop- : Knife 
ments into peacetime use, but also take up tremendous war-delayed construc- 3 Levels 
. ‘ . , , ‘ : Marking Gauges 
tion projects. War-proved Stanley Tools, in attractive finish, styling and ® 
: « Mitre Boxes 
packaging, will again provide fast turnover and repeated profits for the dealer. . Planes 
Attractive displays and other aids will be ready for you. ; Punches 
Rul : 
STANLEY TOOLS acct : 
111 Elm Street, New Britain, Connecticut : Scrapers t 
al Screw Drivers ‘, 
: Sledges bi 
Me Soldering Irons % 


STANLEY] 9 = | 


THE TOOL BOX OF THE WORLD 
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SELL YOUR CUSTOMERS 


Easier, Faster Cutting and 






Longer Life per Blade 





..- sell SIMONDS RED END HACKSAWS 


These easier, smoother, straighter cutting blades enable workers to do 

more work—with less effort and fatigue. Every Red End Blade is 
precision-made from Simonds electric steel, backed by the know-how 
of the country’s longest-experienced sawmakers—and inspected to 
make sure it’s fit to deliver longest cutting life per blade-cost. 

You can give your customers the plus-performance of Simonds 
“Red End” Blades on their hand jobs with Standard or high speed 
Molybdenum Blades that are made either All Hard or with Hard 
Edge. Sell the All Red Blade—High Speed Molybdenum Steel for 

tough hand cutting. ; 
And Remember This: All Simonds industrial advertising to your 
customers and prospects says: “See your dealer”. So make it a point 
to follow this advertising—tie in with it—and get all the business 
which it is directing straight to you. 


















SHORTEN THE WAR...BUY BONDS! 





BRANCH OFFICES 
1350 Columbia Road, Boston— 
27, Mass.; 127 S.Green St., Chi- 









520 First Ave. So., Seattle—4, 
Wnh.; 31 W. Trent Ave., Spo- 
kane—8, Wn. 






PRODUCTION TOOLS FOR CUTTING METAL, WOOD, PAPER, PLASTICS 
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aS CaS SORS 


We of REX want to thank you for your over- 
whelming response to our first offer of REX 
quality scissors. We could not possibly have 
anticipated anything like it . . . and so, while 
the last orders are being filled, we are reluc- 
tantly forced to hang out the ‘SOLD OUT" sign. 


If we cannot supply you . . . for a while any- 
way ... please understand that Government 
requirements have first call on our plant facili- 
ties. Your Wholesaler will do what he can to 


give you a fair share of his limited REX stock. 


Next month we may be able to release a 
Tov meleloltilelilelmaltiiilel-ic MUM) (4-13 Mola el meliel-1a 3 





Please do not fail to ‘look for our July ad in 
this magazine. 


The REX imprint on scissors and shears is our seal 
of integrity. It means leadership in style, exacting 
quality and consistently superior performance. REX 
INTEGRITY stands for a sound distributor - dealer policy 


and expresses in few words the substance of our aim 


TO ATTAIN AND HOLD FIRST PLACE IN YOUR REGARD 


The REX line of scissors and shears is complete and 
carefully planned waiting for the war to end 
We invite you to participate in a bright, peace-time 


future with REX 


REX CUTLERY CORPORATION 


16-24 CORDIER ST. ° IRVINGTON 11, N. J 


Manufacturers of Surgical Scissors, 
Ladies’ and Sewing Scissors, Shears, 
Manicure Implements and Sets 


iN the Retwur of Raace «.. 
N YOUR STORE 


pp 
KNAPP-MONARCH 
¢ \ | / a 
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To millions of homemakers, that better world 
we're fighting for is simply 
able to buy again 

and homemaking © 


like electric mixers | 


iving 


1 the other modern 


appliances that mak s the most 


comfortable in the world. 

We're getting ready for the returf of peace 
to YOUR store. We have shaped the plans to 
liances quickly, 


begin production of 
rk is finished. 


and in 
We want you and your customers tO have the 
ell and they want to 





appliances ou want to s 
y 
buy, at the earliest possible moment. 


- 4 


formance proved: PROF 

with the sup 
of aggressive iM merchandising 
and promotional plans will help you to stage 


many a victory celebration jn your stores 


KEEP ON BUYING WAR BONDS 
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Our Fighting Men Know 
They Can Depend on 


COLUMBIAN ROPE 


On board, on the fight- 
ing fronts, behind the lines 
— everywhere our boys go, 
rope goes with them. It must 
be good rope, for very often 
lives depend on its strength and 
durability. 

Columbian takes pride in the 
fact that it has been able to sup- 
ply our Armed Forces with both 
the quantity and the quality of 
rope they have asked for. But to 
continue to do so, all of us on the 
home front must conserve the 
rope we have — learn how to use 
it and how to store it properly. 
Some simple and effective rules to 
make rope last longer are ex- 
plained in the WPB-sponsored 
booklet “The Rope You Save 
Fights For You.” Free copies are 
available for distribution to rope 

users everywhere. Write us for 
as many as you need. 


; COLUMBIAN ROPE CO. 
Auburn, N. Y. 


An officer transferring to an air- 
craft carrier from the destroyer 
thet brought him alongside, with 
both vessels steaming at full 
speed. 
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Sowing 
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FOR FUTURE BUSINESS 





1TH fewer men and overworked 
W equipment the farmers you 
serve are now producing more food 
than ever to satisfy wartime needs. 
It’s a tough job. And these farmer- 
customers can use and will appre- 
ciate every bit of aid you can give to 
make the going easier. 

Here’s one way you can help. 
Make your store a “service depot.” 
Help your customers take care of 
their equipment. Show them how to 
keep their buildings tight and dry. 
Stress the necessity of making minor 


repairs right away, before they grow 
into major headaches. And distrib- 
ute your limited supply of U-S-S 
Roofing and Siding where it is most 
needed. Although more is gradually 
becoming available, there is still not 
enough to satisfy the demand. 


In our advertising we tell farmers 
to see you when they need steel sheets 
for repairs . . . that you are doing 
everything possible to fill their 
orders quickly. And we advise them 
to start planning now for the money- 
saving steel buildings they want as 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
United States Steel Export Company, New York 


U°S°S Steel Roofing and Siding 


BUY MORE THAN BEFORE IN THE FIFTH WAR LOAN 


JUNE 8, 1944 


soon as materials are freed for 
civilian use. 
FREE BUILDING PLANS 

We offer farmers free a limited 
selection of farm building plans. We 
recommend that they order these 
plans through you. They include a 
cattle shelter, machinery shed, poul- 
try brooder house and range shelter. 
Send for the complete dealer’s copy 
of the Farm Plan Service Book. Use 
it to build future business. Write: 
Agricultural Extension Bureau, 621 
Carnegie Building, Pittsburgh 30, 
Pennsylvania. 
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WEXAGO, 


POULTRY 
NETTING 





war demands for zinc. 


as war pressure lifts. 








KEYSTONE STEEL & WIRE CO., Peoria 7, lil. 





FARM FENCE 


Keystone’s present fence is the 
highest quality possible under ex- 
isting government regulations. It 
is made of copper-bearing wire, 
well galvanized, for long, satis- 
factory service ... not RED 
BRAND, however, because of 


Look for RED BRAND back as soon 


STEEL POSTS 


Present Studded Tee Posts are 
made from identically the same 
steel as prewar Red Tops—reroll- 
ed from tough resilient railroad 
rails; The finish is a bit different, 
of course—now an all-red baked- 
on enamel replaces the former 
aluminum finish 





KEYSTONE 
Poultry Netting 


Buyers easily see the outstanding points of 
superiority in Keystone Poultry Netting. It 
unrolls FLAT like a rug. . . no buckle, no 
curl. Flawless reverse-twist weave is uniform 
and strong. Special copper-bearing steel wire 
provides longer wear. Galvanized before 
weaving—perfected by 53 vears of fence- 
making experience. This netting has the 
STAND OUT features that get the business. 


RED BRAND FENCE ... RED TOP STEEL POSTS 
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A Message to MYERS Dealers: 


Up in front is the preferred position because that’s 
where the most people see what you sell. Locate 
your pump department in the front half of your store 
— and display pumping equipment in your windows. 
Use Myers decals on your store windows, service 
truck and car. See that prospects get the new book 
on Myers Pumps and Water Systems. Remind people 
constantly that you are in the pump business and 
are an active dealer with the’ know-how to supply 
their needs. Ask your Myers salesman about our 
complete program for local cooperation, or write us. 


THE F. E. MYERS & BRO. COMPANY 
1008 Church St., Ashland, Ohio 
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SIOUX CITY, IOWA 


RAY-O-VAC helped develop small cell 
portable radio batteries before the war. Per- 
formance records during the war have 
proved that these batteries can stand the test 
of toughest military usage. 


MADISON, WISCONSIN 


RAY-O-VAC delivers these, and other 
batteries (including LEAKPROOF flashlight 
batteries) in ever increasing millions. Ray- 
O-Vac’s production efforts have merited 
Army-Navy “E” awards to two of its plants. 
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2 GOVERNMENT OWNED PLANTS ®2v1c 


OPERATED 
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R M R—MADISON, WIS. 





















‘ Right: MILWAUKEE, WIS. 


Batteries, so vital in modern warfare, and 
other important war products pour from these 
7 Ray-O-Vac plants in tremendous quantities. 
On all the battle fronts around the world 


Ray-O-Vac batteries are used in flashlights 


alte DR 


and signal lights, in telephones, handy and 





walkie-talkies, in bazookas and in other im- 
portant equipment. The “know how” we 
have gained in this unprecedented battery 
production will have a far reaching and 
powerful postwar effect for Ray-O-Vac deal- 


ers and distributors. 
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The Sale Of Our Magnificent Line 
Of Wooden Salt & Peppers —- - 


No. 3896 Z. Davenport and Chair. Daven 





No. gua. Duh Sleds. 31, inches has increased to such an extent, that when we port 2% inches long. 1% inch deep, 1% 
ong, inch wide, , Ww s . inch > ide, 1 inc 
beautifully colored pictures, in a variety placed the last contract, we obtained quite a aL 6h 
pl. reduction in price, which we are passing on to 


our customers. Our price is now $4.00 per doz. 
pairs; in gross lots $3.60 per doz. pairs. 


Packed 2 doz. of a number in box, the gross 
may be assorted among all eight numbers. 
Very neatly made, entirely different from any- 





. 3807 Z. uteh Cradles, on rockers. : 
This ‘minieiure being made’ exactly like thing on the market; Works of Art in every 
a real Dutch Cradle as constructed in d t il 
Holland. 2% inches long, 1% inch wide, etal. No. 3727 Z. Books. 2 inches high. Beau- 
1% ineh high. tifully colored pictures on covers. 





NO. 3726 Z. BROWN BOAT 


With white deck and red and blue smokestacks. 
4% inches long, 2% inches high. Smokestacks are 
the salt and pepper shakers, and are removable. 
Boat is made of gumwood with stained sides and 
bottoms, and with painted decks. Smokestacks are 

made of birch wood and painted, one red, the 
No. 37902. Sugar 


and Creamer. 2% 
inches high. With beautifully colored other blue. 


ornaments. 
WE CARRY A LARGE ASSORTMENT 


of beautiful, unique and fast selling GIFT GOODS, 
ranging in price from $1.80 to $90.00 per doz. Com- 
pletely illustrated set Z price lists will be mailed to 
any HARDWARE DEALER on application. 

















LEO KAUL cine ne 


9 
ec Se Ss Ce 115-119 Z. So. Market St., Chicago 6, Ill. . See ae oe Ss ee 





No. 37982. Twin Beds. 2% inches long, 


beautifully colored ornaments. 








41% PROFIT MARGIN... 
‘with Nw TAPERLI TE Streamlined Assortment 



























Candles are a big new hardware-store item— 
especially during these times of war shortages! 
For a quick and continuous response—for real 
profits, order your striking new counter display , 
of Will & Baumer Taperlites. 


Taperlites are the only popular-priced hand- 
dipped candles with the new Firmfit End that 
prevents tipping and dripping . . . and they’re 
made with all the style and fine craftsman- 
ship that are Will & Baumer standards. War- 
time uses and emergencies make fast-selling 
Taperlites a must on your counter. 





Freel! This Handsome Counter Display Stand 


-» « with your order for the new introductory ‘‘ Assortment 1,000" containing: 





8 doz. 10” Taperlites to retail at 15¢ a pair Standard Color Arrangement—2 doz. White; 
8 doz.15” Taperittes to retail at 20c a pair 2 doz. Old Ivory; 1 doz. Blue; 1 doz. Peach; 1! 
TOTAL RETAIL VALUE......... $16.80 doz. Foliage Green; 1 doz. Yellow. 

OST TO DEALER ............ $10.0 Other colors available if desired: Cream, Pink, 


0 
EALER’S PROFIT ...... $6.80 or 41% Red, Dark Blue, Apple Green, Sunshine Yellow. 
Display Dimensions: Length 24", width 17”, height 6”. Six compartments hold four each of 10” and 15” sizes. 
ORDER Your Introductory Assortment from Your Wholesaler TODAY! 


If He Can't Supply You, Mail Your Check for $10.00 Direct—Terms: Less 2%, F.O.8. Factory, Syracuse, N. Y. 


WILL & BAUMER CANDLE CO., INC, Esobiished 1855 


Fancy Candle Sales Office: 15 East 32nd St., New York, N. Y. Factory and General Offices: Syracuse, N. Y. 
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JUNE 14th Flag Day for our own beloved Old Glory! Symbolizing 

thirteen broad stripes and forty-eight bright stars a truly great nation—and a grateful 
we reverently gaze upon its stirring splendor, let us be reminded this day that Our Flag 
strength to fulfill its destiny for all mankind and that the unity of its red, white and 
of America hushed, now, in devout prayer before the Father of Life; seeking the grace 
agment and wisdom; receiving the blessing of His protection and guidance. Our Flag, may 
stain this fir 


] 


e of our faith. and trust 


ENGLISHTOWN CUTLERY, LTD. 


IFT H AV larmaels, Ls 38 _ FACTORY: ENGLISHTOWN, NEW JERSEY 








7 MINATES WITH 
THIS BOOKLET 


WILL BOOST YOUR PYREX WARE SALES ! 



















Send for new 
Pyrex Ware training 
booklet today... 


UST off the press. A new and inter- 
esting way to present the major 
Pyrex ware sales features that will 
help increase your volume. Tells what 
your customers are thinking about 
when they buy cooking utensils today. 
Simple, easy-to-read—takes only seven 
minutes by the clock. Every one in 
your Housewares Department should 
have her own copy. If you haven’t 
received yours from your Pyrex ware 
distributor—write and tell us how 
many you'll need. Address Dept., 
A-6. Ask for new Training Booklet. 





Consumer Products Division 
CORNING GLASS WORKS, CORNING, N.Y. 
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SERVICES 
uv Plan Dealers 








I. is the primary function of the “U” Plan for “V” Day to bring 
the dealer and consumer together. Over ten thousand dealers are 
already well launched on this first phase. Their customers are plan- 
ning post-war appliance purchases with them today! 

Now comes the important second phase! Timed to your needs, 
Universal is making available to ‘“‘U” Planners extra added features 
such as the “Dealer’s Digest” — a monthly information bulletin 
with pertinent facts to help you, do a better job of post-war plan- 
ning. If you want the answers to questions like the following, you 
will want the “Dealer’s Digest”: 


@ What progress is being made toward civilian production of elec- 
trical appliances and housewares? , 

e@ Why should dealers keep a merchandising eye on the local bank? 

@ Why should you be interested in war brides? 

e@ How do estimated post-war sales potentials of electrical appli- 
ances compare with actual ’41 sales? 


If you're not a “U” Plan Dealer, fill out the coupon today! Don't 
delay! It costs you nothing. Universal furnishes the 
“U” Plan, the National Advertising and Free 
Identification Package. You do not have to be a 


; Universal dealer to become a “U” Planner. 
Coerdinated merchandising services geared to 
your needs—released at a time to help you most. 


LANDERS, FRARY & CLARK Dept 
New Britain, Conn. 
Gentlemen: 

a I wish to become a ““U”’ Plan Dealer — please send free 


“U” Plan for “V" Day Plan Book and first issue of j 





“Dealer's Digest’ to 


> be , it, NY ’ Name 
ty) : ty) & — he . comet ) \ Address 


—? 
| ——————EE State 


LANDERS, FRARY & CLARK ¢ WEW BRITAIN, TS 
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IT’S SURPRISING how often this happens 
when you set up a good display of Wear-Ever 
Cleanser with a card, ““As Advertised In” national 
magazines. It helps you get action from Wear- 


Ever’s national advertising. Sells more cleanser. 


WEAR-EVER 
= 
Lalaley 
- 
ALUMINUM 
\elg[e/ 
TRADE MARK 


REG. US PAT OFF. 
ned 



















DISPLAY THIS CARD and get full benefit 


of Wear-Ever’s national advertising. Printed in 
Z 


blue and orange. 944 x 12% inches. Comes 
5 2 2 


with prices for 2, 4 and 6 box units. If you 


have not received yours, send for it today. 








THE ALUMINUM COOKING UTENSIL COMPANY: - > NEW KENSINGTON ~« PA. 
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In practically every issue of every national 
magazine — in practically every newspaper 
from coast-to-coast, 19 million women are 
being sold every day on Gas for Cooking 
and a CP Gas Range for Certified Cooking 


Performance. 


Tie-in with the CP Business Building Plan. 
Write today for the big free Kit that shows 
you how to identify your store with this na- 


tion-wide promotion now and after the war. 
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GAS RANGES BEARING THE CP SEAL 
ARE MANUFACTURED BY 

A-B Stoves, Inc. O’Keefe & Merritt Co. 

American Stove Co. ‘Roberts & Mander Stove Co. 


Caloric Gas Stove Works Geo. D. Roper Corp. 
Cribben & Sexton Co. Standard Gas Equipm’t Corp. 


Detroit-Michigan StoveCo. The Tappan Stove Co. 
The Estate Stove Co. * Western Stove Co., Inc. 
Glenwood Range Co. IN CANADA 


Clare Bros. & Co., Ltd. 
Gurney Foundry Co., Ltd. 
Moffats, Ltd. 


James Graham Mfg. Co. 
Grand Home Appliance Co. 
Hardwick Stove Co. 


*Consumer advertising programs of gas 
appliance manufacturers’ and gas utilities. 


eakerlrsiaslrelast rete 


Assn. Gas Appliance and Equipment Manufacturers 
60 East 42 St., New York 17, N. Y. 


| Please send a complete CP Business Building Kit to: 
; Oe ae a ae a oa 
ee — 


i Street. dnscendistine 
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THE LAUNDRY .. 


* Come Victory, and a 
peace-time triumph is 
in store for the women 
of America. And for 
appliance dealers ... 
a sales opportunity 
without parallel! 

In addition to improved models of our 
conventional washers and ironers, Black- 
stone dealers will be selling a new unit 
laundry into which dry, soiled clothes 
are deposited and...with less effort than 
doing the breakfast dishes...they will be 
washed, rinsed, and finish-dried. No heavy 
baskets to carry to back yard or attic... 
no windblown dirt, soot or showers to 


BLACKSTONE 





CORPORATION, 


















@ 


worry about... clean clothes dried with 
sanitary, filtered air under the healthful 
rays of an artificial sun that always shines. 
Imagine, all three laundering functions... 
washing, drying, ironing ... accomplished 
within a compact unit occupying only 
about 48 cubic feet ... in kitchen, utility 
room or basement. Yes, you really ought 
to investigate the Blackstone franchise. 


JAMESTOWN. N. Y. 


A Division of Jamestown Metal Equipment Co., Inc. 















Blackstone’s war-time consumer ad- 
vertising in magazines like Woman’s 
Home Companion, Good Housekeep- 
ing, Parents’, Ladies’ Home Journal, 
Household, etc., is reaching millions 
of prospects ... paving the way for 
post-war sales. 


BLACKSTONE 


AMERICAS OLDEST WASHER MANUFACTURER 








PRODUCT OF 
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THE PLANS 


Sure, despite our wartime production of 34 times our 
biggest peacetime year, we’ve made post-war plans. 
We've analyzed markets—we’ve made surveys—we’ve 
developed new ideas and new designs. We’ve mapped 
our advertising and distribution programs on a nation- 
wide basis. And, above all, we’re going to make Admiral 
a profit line. Being realists, we know that our success 
rests upon your success. Yes, we have done a lot of 


post-war planning but... 







2.30PM EW  Sundoy* 


World News Yeday” 


Peacetime Makers of Admiral Radio +« America’s Smart Set 
3800 CORTLAND STREET 





THE PLUS 
... we have done more than plan. Admiral Corporatioa 
has completed a purchase agreement for the manufac- 
turing and sales rights of a leading line of major house- 
hold appliances—refrigerators, home freezer lockers and 
electric ranges. The post-war period will find Admiral 
ready to offer feature-plus radios and appliances to dis- 
tributors and dealers who are alert to the possibilities 


of quality merchandise at profit-producing prices. Now’s 


the time—get aboard with 





¢ CHICAGO 47, ILLINOIS 


BARCALO DROP FORGED TOOLS 


Designed to Sell and to Satisfy 





The Barcalo line includes 
all styles of pliers 
wrenches crewdrivers, 
punches and chisels in the 
popular sizes and finishes 
Combining high quality 
With reasonable prices, 
Barcalo tools justify vour 





unqualified recommenda- 
tion Qive Vour cus- 
fomers comple fe satis- 
faction 





MANUFACTURING CO. 


Dept. H.A. 225 Louisiana St. 
BUFFALO, NEW YORK 


hoy wasnees Since 1887 


, | opt 
CARRIAGE BOLTS ys 


t 
@ Lamson Carriage Bolts (heat treated) are accurate- 
ly made, have smooth, round heads and true, square © Standard Washers 
shanks under the head. Available in either rolled or cut © S. A. E. Washers © Shakeproof Lock Washers 
threads. Stocked in a full list of sizes up to %-in. diam- © Riveting Washers ® Malleable Iron Washers 
eter, 14-in. length. Large sizes made to specifications. © Light Steel Washers © Split Repair Washers 
, © Square Washers © Fibre Washers 

A copy of the Lamson “Ready Reference” List, a : i : 

handy visible indexed catalog and price list, is ready © Machinery Bushing Washers © Expansion Plugs 

for you. Ask your jobber’s salesman, or write us for it. © Carriage Washers © Screw Machine Products 
THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio © Brass Washers © Stampings 


= ee cg essieNns WROUGHT WASHER Mc. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 
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( DURO Yiesegn.. 


Means Better Value For Your Customers 





The many DURO features and advantages are 
being dramatized to your customers and pros- 
pects through the most extensive trade paper 
and national magazine advertising campaign 
in DURO history. Month after month, hundreds 
of thousands of Machine Tool users read exactly 





MACHINE 


DURO METAL PRODUCTS CoO., 


@ When it comes to low-cost 
Machine Tools — engineering, 
design and construction speak 
louder than all the salesman- 
ship and advertising in the 
world. Feature for feature, 
DURO machines on the whole, 
incorporate more tool value, 
more user efficiency than any 
similar line on the market 
today. A careful examination 
of the DURO line will reveal 
some startling facts in this con- 
nection to every Dealer who 
wants his customers to get the 
maximum machine valie on 
every purchase. 
DURO facilities are devoted 
exclusively to the manufacture 
of quality tools. 
you to check the DURO story! 


Remember— 





It will pay 





why DURO design means better value. Here 
is an opportunity for alert Dealers to be in 
with a line that is going places. For full de- 
tails write to the DURO Metal Products Com- 
pany, 2667 North Kildare Avenue, Chicago 339, 


Illinois. 


DURO "OOS 


TOOL DIVISION 


2677 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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Sooner or later (no one knows 
just when) the “civilian freeze” 
on aluminum will melt away— 
and when that day arrives YOU 
will want to be all set with a 
pre-selected line that you can 
get behind with confidence, en- 
thusiasm and profit! PRISCILLA 
WARE fills the bill! 


Every piece of PRISCILLA 
WARE is unconditionally guar- 
anteed. The customer can’t 
lose. You can't lose. Neither 
can we... because past expe- 
rience has proved that PRIS- 
CILLA W “stays put”. 

PRISCILLA WARE is sold 
only to and through independ- 
ent dealers. No chain store or 
mail-order competition. No 
price “footballing”. No indis- 
criminate flooding of the mar- 
ket through uncontrolled dis- 
tribution. We sell to you direct! 
We stand back of you with a 
cooperative independent-deal- 
er sales policy. 

If this makes sense to you, please 
tell us to put your name on our V-day 
Dealer Team. Let's keep on “playing 
ball” with each other . . . just as we 


have with our stop-gap “jobbing lines” 
during the difficult war years. 








LEYSE ALUMINUM COMPANY 


Kewaunee 1 





Wisconsin 
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NALLY GUARANTEED 
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Established 
1903 
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Yes, sir, our plant’s smack on the 


PRS RRR 


Chesapeake, in the middle of a hum- 
ming seafood industry. That’s how we 
started, back in ’95, making tools for 


ORIEL 


our neighbors to harvest clams and 


oysters with. From that, making other 


hand tools was a natural next step. fe 
Funny thing about Briddell, though— 


we've never tried to make more of any- 


thing than we could make well. 


As WPB permits, we make: 


Cleavers « Ice Picks * Oyster Knives 





Clam Knives « Grapnels « Anchors 
Crow Bars « Pinch Bars + Wrecking 
Bars « Tobacco Spears « Scratch Awis 
Clam and Oyster Tongs « Clam and 
Oyster Rakes « Fish, Crab and 
Minnow Nets 


me 


Chas. D. Briddell, Inc. 


CRISFIELD, MARYLAND 


Craftsmen in Metal since 1895 
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GOLD STANDARD! Genuine Silex is the 


standard by which all coffee makers are judged. 


“24-K” PRESTIGE! Silex adds to your reputa- 


tion for carrying the top brand in every line. 


THE REAL THING! No need to say “just as 


good as Silex.” Too many people already know 
that only coffee makers plainly marked 
“Genuine Silex’’ can make coffee so clear and 
full flavored ...that only Genuine Silex has the 
patented FLAVOR-GUARD filter. And millions 
more are learning, from Silex advertising. 


GOOD AS GOLD in your inventory! An- 


other Silex feature that can’t be duplicated is 
the way Silex moves off shelves. 
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GOLDEN TOUCH in advertising! Silex 
national ads dominate ‘the field—in frequency, 
in number of consumers reached, and in the 
mouth-watering way they stress Silex coffee 
goodness, obtainable only with coffee makers 
marked Genuine Silex. 


GOLDEN PROSPECTS ahead for you—with 


sensational new coffee maker developments and 
the already proven Silex Automatic Electric 
Steam Iron, ready to launch the minute peace- 
time production can be resumed! 


TRADE MARK #EOISTEREO Ub PAT OFF 








THE SILEX COMPANY - HARTFORD I, CONN. - Creators of the Glass Coffee Maker Industry 
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KNIVES NEED 
HONING, T00! 


KNIVES—pocket oF ype 
need honing just as much m4 ps. 
special purpose tools such @ 
planes, draw knives, chisels etc. 
It’s hard to get new ones—so 
your old ones will have to do you 
for the duration. All the —_ 
reason to keep them —- we 
in good condition they do bette 
work and last longer, too. 


best way we know to keep 
pores and other edged —_—- 
tip-top shape is to use & . 
bination Sharpening Stone y 
Carborundum. One side 1s 
coarse grit to sharpen dull agro 
The other is © fine gr) = 






These stones are available 
at your dealer's 





B , 
Sharpening Stone. 
po today to get your free 
copy of the booklet, ‘Short Cuts 
To Better Work For The Home- 


craftsman.’ 

















3 Address 
3 





CARB NDUM 
y 


Dept. 5-34 


THE CARBORUNDUM COMPANY 


TRADE MARK 


Niagara Falls, N. Y- 


( facture by The Carborundum ¢ ompany 
cates manu 








MAIL COUPON Now 
The Carborundum Company 
-44 
Dept. H 
Niagara Falls, N. ¥ 
Please send me 
craftsmanship. 


Name —_— 


State 
City 

















Carborundum is ar stered trade-mark f and in 
undum is a regist ad ark « ) 
a 


free booklet 08 home 
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GOING RIGHT ON 
DIRECTING SALES 
TRAFFIC TO YOU! 


Won One of the reasons that Carborundum 


advertising in Popular Science and 
Popular Homecraft is so valuable to you is that 


it performs a real service to your customers by 


offering a helpful booklet in great demand by 
mechanics and home craftsmen. 


This booklet, “Shortcuts To Better Work For 
the Homecraftsman,” not only explains how to 
sharpen tools and keep them sharp, but it also 
tells how to use various other Carborundum 
Company products such as coated abrasives for 
finishing wood and metal. 


Both the booklet and the ads carry the same 
message—that your store is the place to get 
products by Carborundum that enable them to 
do better work. We don’t need to tell you what 
enthusiastic people these homecraftsmen are. 
We all know that they are potential buyers of 
anything that will help them do better work. 


Your own interest in these products is obvious. | 
See that you have a complete stock 
of sharpening stones and coated 
abrasives that these men want. 





THE CARBORUNDUM COMPANY 


TRADE-MARK 


NIAGARA FALLS, N.Y. 


Sales Offices and Warehouses in New Y ork, Chicago, Philadelphia, 
Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, 
Grand Rapids 


xk k 


(Carborundum is a registered trade-mark of and indicates manufacture by 
The Carborundum Company) 
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The Demand for MIL-DU-RID is 
INCREASING ... Stock This 


is that 
ers by 
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| PROFITABLE Product NOW! 
om Fes We told you MIL-DU-RID would go places — that there was good 
a ss money and a lively turnover waiting for stores that could supply 
it also their customers with this unusual new product which kills mildew 
ndum in the home — prevents new growth — and gets rid of that “musty” 
es for odor, pronto! 

Lt ent | The demand for MIL-DU-RID is sur- 

| _ “on Meee Fr | passing our expectations. This first-of- 

mame: y | its-kind product is being asked for by 
Oo get Ds _~< ch | consumers everywhere. Get in on 
em to LAS SR SSS the ground floor. Order MIL- 
what FOR SPRINKLING CLOTHES DU-RID NOW! 
BEFORE IRONING a 

n are. rem eos For 


LUGGAGE + SHOES + CLOTHING - RUGS 
FURNITURE + CLOSETS - BASEMENTS 
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FOR FLOORS AND RUGS 

Nationally Advertised 
in Pages and Half 
Pages in Color. 


vious. 7 








Backed by a hard hitting nation- 
wide ADVERTISING CAMPAIGN 
in Magazines, Newspapers and 
Radio. Attractive Folders, Leaflets, 
Counter Cards and Newspaper Mats 
available. 
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UNTREATED 


Canvas —_.» 
Mildew grows! 











ANY 


Laboratory Tests, num- 
bered 48719 and dated 
Feb. 23, 1944, 7 United 
States Testing C Inc., 

on canvas aster and 
fabrics, etc., show how 
Mil-Du-Rid gives posi- 
tive lasting protection 
against mold and mildew, 


lelphia, 
a, 
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: MIL-DU-RID one nie 
2 TREATED Canvas Trade Sales 

— No Mildew! 
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SELL 


DIRECT TO 


INDUSTRY 


the tool that’s rated indispen- 
sable for plants large or small, 
to engrave identification disks, 
mark on metal and glass. . 

cut and slice into cardboard, 
rubber, cloth, thin woods and 


Marks Identification on dies plastics. 


BURGESS vibro-tool 


(Trade Mark Reg. U. S. Pat. Off.) 


STEP AND ELEVATOR BOLTS 


Lamson Elevator Bolts are made in four standard types. 
No. 1, flat head countersunk; No. 2, oval head; No. 3, 
flat head, with slot, four fins beneath the head; No. 4, 
flat head, four fins beneath the head. Stocked to %-inch 
diameter; with large heads to Bolt Institute standards. 
A copy of the Lamson “Ready Reference’’ List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 








Marks even hardest steel with 
our special Tantalum Carbide 
Needle. Files, chisels, hammers, 
grooves soft metals. Easy to 
operate ... anyone can use. f 
Vibro-Tool uses vibration prin- 
ciple, 120 vertical re 
strokes per sec., $7.50 4 
110 V. A.C. Sold on 

priority only. For fer tool com- 


plete with 20 
dealer information, enereav. i 


sans = aaa an eukeb etal THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 










(HANDICRAFT DIVISION) 


BURGESS BATTERY COMPANY 


190 N. Wabash Avenue Chicago 1, Ill. 
LBBB E RE 2 EF 


7 “DUCK BILL” 


to sound the 


clarion call of 


LAMSON & SESSIONS 
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1S ESCORTING 
TROUBLE INTO BERLIN 


ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 
The Ce ote Line of 
“Plumbing BracAs4 Good Since 1890” 














SF WRIGHT 3: 


WORGBSTER = MASS. 
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WATCH THOSE HOUSEWARES PROFITS 


SMT UP and TAKE NOW 


WHEN YOU DISPLAY THE COMPLETE 
LINE OF TAVERN HOME PRODUCTS 








HORT ON your hottest items? 
Then put in something just 
as hot...an eye-catching display 
of Tavern Home Products! And 
listen to the cash register ring! 





ye CAN BE POSITIVE you’re not selling something new and 
untried when you promote Tavern Home Products. Your 
customers are already sold on them. For these famous Socony- 
Vacuum developments are widely advertised in Life Magazine, — 
Ladies’ Home Journal, Good Housekeeping, and Woman’s wr 
Home Companion. And they’re priced to move fast— to bring 

you a satisfactory profit. 


O PLAY UP the whole line in a handsome 

Tavern Shop, and build your housewares 
department around it. You can choose from 
several Tavern Shops, each acompact, “stopper” 
display unit. Order today from your nearest 
Socony-Vacuum Office, orAffiliated Companies, 
or address 26 Broadway, New York 4, N. Y. 


TAVERN 


HOME PRODUCTS 


Tavern Liquid Wax + Tavern Paste Wax 


Tavern Non-Rub Wax «+ Tavern Window Cleaner 











SOCONY-VACUUM 
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EVERY TAVERN 
HOME PRODUCT 
CARRIES THE 
SIGN THE 
NATION KNOWS 





Tavern Candles « Tavern Electric Motor Oil 
Tavern Lustre Cloth « Tavern Parowax or Paraseal Wax 
Tavern Rug Cleaner * Tavern Furniture Gloss 


Tavern Paint Cleaner + Tavern Leather Preserver 
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All the Hamlins 


CE» 


Not just Frank Hamlin—his whole family reads FARM JOURNAL, and so do more than 
2,500,000 other families the country over. FARM JOURNAL is a great national magazine. 
But it’s dollars and cents to you to think of it in local terms. For in two counties out of 
three — practically all but the metropolitan areas— more people read FARM JOURNAL 
than any other magazine. It’s in FARM JOURNAL that most of your rural customers and 
prospects get facts about the things they want and need—facts that determine which prod- 
ucts they will buy. FARM JOURNAL has a tremendous influence right in your own area. 
You will find it the surest guide to bigger rural sales. 


Rural Americans’ income has increased by come. To get your share of these dollars, 
billions. They are spending a large part of meet them half way. Stock and show 
it for products they can get today, and in- _— products advertised to your customers in 
vesting another large part in war bonds FARM JOURNAL. It’s America’s largest and 
that will be spending money in years to most influential rural magazine. 


These are the products in your line advertised in Of the 
current issues of the FARM JOURNAL. Display them. FIRST FOUR 
ONLY ONE 


ALCOA ALUMINUM GLIDDEN PAINTS PYREX WARE covers the rural market 
ARMCO STEELS GOLDEN FLEECE POT CLEANER RCA PRODUCTS 
BALL ALL-GLASS JARS SLUG SHOT RED ARROW GARDEN SPRAY 
BILTRITE RUBBER HEELS -A- REPUBLIC STEEL 
BLACK LEAF 40 
BOSS KEROSENE STOVES 00 STOVES R-V-LITE WINDOW MATERIAL 
BURKS WATER SYSTEMS ’ ATOR DR. SALSBURY'S PRODUCTS 
BURPEE CAN SEALERS & PRESSURE KERR MASON JARS & CAPS -FLUSH 

KER’ K-R-O RATICIDE SAN BEL 
CARBORUNDUM FILES NATIONAL PRESSURE COOKERS $O-LO PATCHING CEMENT 
CAT'S PAW RUBBER HEELS & SOLES NORGE SPRA-KA 
CHORE GIRL CLEANER PARMAK ELECTRIC FENCERS TA-PAT-CO_COLLAR PADS 
CLOROX TOVES TOXITE 
COLEMAN APPLIANCES TRUE TEMPER TOOLS 
CYANOGAS PITTS PA TUBERTONE 
DISSTON SAWS ye 
DUTCH BOY WHITE LEAD WALKO TABLETS 
EVEREADY FLASHLIGHT BATTERIES PRATT'S C-KA-GENE . WENZEL TENT & DUCK CO 
FRIGIDAIRE PRESS-ON MENDING TAPE WESTERN CARTRIDGES 
GARDNER HI-LINE CONTROLLERS PRESTO JARS WESTINGHOUSE PRODUCTS 
GENERAL ELECTRIC PURINA FEEDS ZENITH RADIOS 











Successful merchandising is based on facts. Write today and have us tell you how many 
FARM JOURNAL subscribers live in your own county. In two out of three U. S. counties 
(practically all but the metropolitan areas) the FARM JOURNAL has more readers than 
Life, The Saturday Evening Post, or Collier's. 


FARM 


GRAHAM PATTERSON, Publisher I 8) Gf RN 7% L Washington Square, PHILADELPHIA 5 
c Farmers H ife 





HARDWARE AGE J 





GITS 
| SUPER STRENGTH 
| TRANSPARENT PLASTIC 
| FLASHLIGHTS 


Batteries and working parts are clearly visible through 

the transparent, unbreakable body of Gits Plastic Flash- 

lights. Battery corrosion, that has destroyed millions of 

flashlights yearly, is detected immediately. Here is the 

really modern flashlight with longer life, new utility, eye 

appeal. and pleasing warmth of touch. Three-way sig- 

nalling and positive switch always works! Two cell, pre- 

focused with brilliant reflector. Available in two styles 

illustrated. Transparent, also in colors red, black, khaki, 

blue or ivory. Straight 2-cell "Plastic Eye" Model, Stock 

No. 100 retails at $1.00. Super Right angle 2-cell 

Model, Stock No. 122 retails at $1.75 (with 2 bulbs). 

Order now from your jobber. Subject to ratings re- 

quired in Limitation Order L-71. Orders also accepted Suner Riekt Aneta. Moail 
for post-war deliveries. Stee ee. TEs 





4612 W. Huron Street, Chicago 44, Iilinois for your files. 


—— 








“Plastic Eye’ Model _ 
Stock No. 100 Canadian Distributor 


KAHN, BALD & LADDON, LTD. 
69 York Street, Toronto 
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How to pick 2 winner / 


HERES WHY IM 
BACKING 








What's his record? That’s what you want to know 

about a golfer. And it’s the thing to know when you’re 

picking a fuel oil heater, too—the one to win with 
when we’ve won the war. You'll find it in the record that 
Duo-Therm has broken par on every hole! 





Consider Duo-Therm's record for permanency of per- 

sonnel and policies alone. The average length of serv- 

ice for members of Duo-Therm’s engineering, sales 
and service staffs is 13 years—a record unsurpassed in 
the entire industry! 





This permanency of personnel has made possible an 
unbroken continuity of sound policies, whereby Duo- 
Therm has consistently offered dealers the most out- 
standing merchandise, the ‘“‘cleanest” and most profit- 
able franchise, and the greatest sales and advertising 


oO 
Yet permanency f support the industry has ever seen! 


ies is only one ~~ 
“ine “holes” on which 
score! 


Q-way wivner 


Look at the record and you'll find that 
Duo-Therm—before its men and mate- 
WRITE rials turned to war work—was first in: 
DUO -THERM , 
a frye DATE 1. Sales Volume 
K OVER 
POST-WAR repeated 
PLANS/ 3. Product Performance 
4. Product improvement 
5. Quality 
6. Advertising and Sales 
Promotion \ 
7. Sales and Service Education \ 
8. Permanency of Personnel 
and Policies 


9. Financial Stability 





So it’s a foregone conclusion that Duo- 
Therm is the fuel oil heater to win with 
when production starts again. 


ica’s Largest Manufacturer 
 : Fuel Oil Heating Appliances 


Duo-lherm 


DIVISION OF MOTOR WHEEL CORPORATION = LANSING 3, MICHIGAN 
© 1944, Motor Wheel Corp, 
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There goes your Numetal weatherstrip! a veg resin 


ERLIN bombed! Tokio raided! When you read headlines like CALKING & GLAZING 

these, remember this. The NUMETAL Weatherstrip you haven’t COMPOUND—will ~~ 
had is flying high these days! It’s flying wherever our boys fly, Pace ye pene 
because the men and machines who once made America’s finest 





weatherstrip are making vital ‘parts for Uncle Sam’s planes. ——, 

i a Mu Glaze rape 

But the War won’t last forever. Some day, the Japs and Nazis will GLAZING COMPOUND ACA 
get enough, and when that day comes, the Macklanburg-Duncan Co. Does not dry out, crack Bp os 
will again lead the way in bringing you new and better products, 9 a as Oe . . 





s N putty—but not putty. ———_ 
In the meantime, we are doing our best to serve you as well as 


Uncle Sam. We are manufacturing the limited number of items VICTORY WOOD & FELT 

allowed under present conditions. We’re dividing them as fairly as WEATHERSTRIP 

possible among our dealers, But more important still, we’re planning Aa efficient, easy-to-install weatherstrip. 
Made of ‘h de fel ood, 

for the postwar days ahead. And you hardware and lumber dealers gininigimabassks 

are an important part of those plans. You stick with us... and MADUCO PLASTICS 


1 
we'll stick with aaa Maduco Plastic Molding and Trim won 


the National Plastic Award for 1941, 


MACKLANBURG- DUNCAN CO. 


NUMETAL WEATHERSTRIP * NU-CALK CALKING COMPOUND + NU-ART MOLDINGS AND EDGING 
Manugaar Tita of WU-GLAZE GLAZING COMPOUND + NU-WAY WEATHERSTRIP * NU-ART LETTERS AND NUMBERS 


OKLAHOMA CITY ! OKLAHOMA 





GE 
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FURNACE TOOLS 
O £ 


CLINKER TONGS 
ASH HOES 
BACK-UP WRENCHES 


CLINKER RAKES 





Good Quality, Practical Design, and Convenient 
Use Has Made The FIRE-FIXER Line The 
“LEADER™ in Furnace Tools. 


ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: 


FARRELL-CHEEK STEEL CO. 


SANDUSKY, 
OHIO 





Make Your Store 
Waterproofing Headquarters 


Prewar 
FLEXSCREEN 
fastest-growing 
FIRESCREEN 
offers a 


PROFITABLE FUTURE 


Flexscreen—firescreen safety curtain of sheer 
woven metal—opens .. closes . . by Unipull. 
Enlarged line, even more aggressively adver- 
tised ... will mean bigger VOLUME ... more 
PROFITS . . . for you, in the future. 


BENNE IT 


THE SAFETY FIREPLACE CURTAIN 


THE BENNETT COMPANY «© Fireplace Division 
é NORWICH NEW YORK 


2 

















You can stand 
squarely back of 


KAY-TITE 


prevent the seep- 
age of water. 


do the job. 

For cellar walls 
and floors and ail 
masonry surfaces. 





it. Goes on like 
paint. 





Users are always | 


enthusiastic boost- 
ers. They will boost 
your store as the place 


to get real waterproof- | 


ing satisfaction. 
Kay-Tite is packed in 10 lb. 
packages and 60 Ib. bags 


It comes in Grey and White. | 


A 10 lb. package will water- 
proof 100 to 150 sq. ft. 


Write for complete in- 
formation. Send your 
Jobber’s name. 


KAY-TITE COMPANY 
West Orange, N. J. 


Jobbers now selling Kay-Tite: 


John Duer & Sons, Inc., 
Md.; Martin Hardsocg Co., 
New be N. Y., Jamaica, 'N. , i 
Park, N. J. and ‘Hawthorne, N. J.; 
Newark Specialty Co., Newark, N. J.; 
delphia, Pa. 


Pittsburgh, Pa.; Igoe Bros., Brooklyn, 
Stamford, Conn., Newark, N. J., Asbury 
May Hardware Co., Washington, D. C.; 


Supplee-Biddle Hardware Co, Phila- 





It’s guaranteed to | 


Any one can apply | 


Baltimore, Md.; Frederick Trading Co., Frederick. | 
N. 
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AFTER 4 YEARS, 
MORE POPULAR THAN EVER 





The IMPROVED 
Magazine Type 


EVEN E’AT wees 


With an Exclusive SECONDARY AIR INTAKE Necessary for Proper 
Combustion. 
ELIMINATES PUFFING and BLOWING 
The Auxiliary COMBUSTION CHAMBER MIXES 
SECONDARY AIR with the gases forced from 
coal in process of coking. 
Scientific Construction 


INCREASES THE 
HEAT OUTPUT 


TEST SHOWS HEAT OUTPUT UP TO 59,350 B.T.U. 
Burns gases and products of combustion that are 


The Latest 
In Magazine 
Type Heaters 


Burns Any Kind of Coal 


Sold only thru 


recognized 








PATENTS PENDING 
hardware and oulgon a 

appliance jobbers Fire Brick 

Have your jobber obtain full particu- 

lars if he is not already an EVENHEAT 

Distributor. 


MIDWEST STOVE CO. 


728 Delaware Kansas City, Mo. 


HARDWARE AGE 
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OR THE DAY 
WHEN... 


Because of war limitations, today’s adver- 


tising of Winchester Batteries in national 
consumer magazines, serves two purposes: 


0 N E To help hold for you the market 
you have built up over the years 
for Winchester Flashlights and 
Batteries. 


TWO 


To help create new customers 
for you after the war through 
building favorable consumer ac- 
ceptance, in city, town, village 
and farm, for these popular 
products. 


. 


These two forces, steadily at work for you 
with millions of readers, are important to 
your future plans and profits. Winchester 
Repeating Arms Company, New Haven, 
Conn., Division of Western Cartridge 
Company. 


WINCHESTER 


COPR., 1944, WINCHESTER REPEATING ARMS CO., DIV. OF WESTERN CARTRIDGE CO. 
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batteries give 


WINCHESTER 


you command 


of bull yfail righ 


No dream of the future, de- 
pendable bullet-fast light from 
Winchester flashlights and bat- 
teries has been yours to com- 
mand for 25 years. Today, 
under restricted production, 
most of our flashlights and 


batteries are at work in vital 
war industries. Come peace, 
you will have all of them you 
want. Winchester Repeating 
Arms Company, New Haven, 
Conn., Division of Western 
Cartridge Company. 





UNUSUAL LIGHTS THAT HAVE SERV 


MAN I highly 


ed | 





WHEN THE LIGHTS GO ON 


AGAIN 


TRAOS 


von WINCHESTER 
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PPC: 
BEA TST 


CENTRAL 


FOR MORE THAN A 
QUARTER CENTURY 
SPECIALISTS 
IN FINE 
MICROMETERS 


ed 5441 MICROMETER 
THE CENTRAL am 


ous R EO cant Tes 


sranteed accur! ve 
cnet ei por) <y" “a guarantee ‘within a 
purchased, and ful purchase price Viended. 


ofa Sa tah 


The Central Tool es. a 
ETERS or CERTIFIED acc! 
eran UBUAN. anode ISLAND - 





FOR THE 
DURATION 


Trojan Saw Blades and Frames are serv- 
ing far and wide in Veteran Rehabilita- 
tion Programs and such war production as 
requires precision sawing of wood, bone, 
metal and plastic. Even with increased 
facilities it will be impossible to com- 
pletely fill all deserving orders, therefore, 
Trojan output will be fairly proportioned 
in an effort to satisfy all. 


ACKERMAN, STEFFAN & CO, 


¥ 4534 W. Poimer Street . Chicago 39, Illinois 
7 


NEW YORK: 
200 Church Street 


SAN FRANCISCO: 
Houston & Merton, 
1270 Bush Street 


MONTREAL: 
W. Claire Shaw, 
407 McGill Street 
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ste Jools 


Take, for Example, this Unique .. . 


Xcelite 
“Combination Detachable” Screwdriver 


Here’s just one of the many XceLite 
‘idea tools’’ which bring customer 
appeal to your tool department. The 
XceLite ‘‘Combination Detachable’’ 
Screwdriver is actually two screw- 
drivers in one—designed with a dual 
purpose shaft which fits into genuine 
shockproof, fire-resistant XceLite 
handle. Shaft has genuine Phillips 
blade at one end, standard XceLite 
blade at other. A fast-moving item! 
Also available in STUBBY size (3” 
overall length). Most XceLite Tools 
now available on satisfactory priori- 
ties — delivery necessarily delayed by 
war conditions. Details and prices on 
request. Write Dept. G. 


PARK METALWARE CO., Inc. 
: Orchard Park New York 
Back the Attack ... Keep the war bonds you buy! 


a 























QUALITY TOOLS 


SAW BLADES | PREFERRED BY THE EXPERTS 
EA i 


HARDWARE AGE 








we you read of a new 
Naval victory—a new Army 
advance—you know that Klein 


liers are helping our fighting 
orces get their job done. 

Today, the demands of war for 

uality touls, on both the battle- 
Sens abroad and the industrial 
front at home are so great that 
many Klein usersare forced to wait 
until Victory beforethey can again] 
look to you to supply their needs. 

The name Klein today still 
stands for the highest quality in 
pliers, just as it has for nearly a 
century. And here at Mathias 


This book on the care and 
safe use of tools will be 
sent on request. 


Klein & Sons we are producing 
more of these quality tools than 
ever before. 

When the war is won, this pro- 
duction will assure you a ready 
supply of the pliers skilled crafts- 
men prefer. 

América’s plans call for an ex- 
tensive development of power 
and communication lines. Rail- 
roads and other transportation 
systems are planning expansion 
programs. Peacetime manufac- 
ture in the electrical and mechan- 
ical fields Se newer and 
bigger markets for Klein pliers. 
Be sure that you have adequate 
stocks of these quality tools as 
soon as they become available to 
meet postwar demands. 

DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 
International Standard Electric Corp. 
New York 


commas WO ALTE EN core 


eeeO BELMONT AVENUE, CHICAGO 18, ILLINOIS 


AHHH 
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Those brightly banded Handy Packs of Sandpaper and Emery Cloth in 
attractive three color counter cartons (only 514 x 9 inches) add many a dime 
to a paint or tool sale. 


The convenient quarter-size sheets are in assorted grits and just the right 
size for household use. 


Then for the full-size sheets the ‘““Neatpak way” is the modern, economical 
way of merchandising. 


No waste; no fumbling! Each grit kept flat and clean in its sturdy, plainly 
marked, bright green sliding drawer. 


Order by name from your Jobber: 
“BEHR-MANNING HANDY PACKS” “BEHR-MANNING NEATPAK” 





BEHR-MANNING - TROY, N.Y. 


DIVISION OF NORTON COMPANY 


Reliable Coated Abrasives Since 1872 


HARDWARE AGE 





They Build Permanent Business — 


GRIFFIN combines the finest materials 
GRIFFIN SOFT CENTER ° o_ 9s 
HACK SAW BLADES with 64 years of specialized blade- 
HAVE THESE SPECIAL 


FEATURES: 


making experience to develop an 
exclusive feature—a SOFT-CENTER. 


HARD BACK 


to give the stiffness 


of all-hard blades. 


SOFT, TOUGH 
CENTER 


to give flexibility and 
freedom from break- 
age. 


VERY HARD 
TEETH. 


MADE BY A SPECIAL 
HEAT TREATING PROCESS — 


GRIFFIN uses a Special Heat Treating Proc- 
ess which gives this blade hardness and 


to give the best of 
\ wearing and cutting 
\ qualities. 


toughness with flexibility. GRIFFIN Soft- 
Center Blades have all the advantages of 
the All-Hard type, yet retain the extreme 
flexibility of the Soft Back Blade. The best 
blade available for General Utility Purposes 
in the most wanted sizes. 


Other Blades In The Nationally Known Griffin‘ Line— 


GRIFFIN Soft Back, GRIFFIN Tungsten High Speed Steel, 
GRIFFIN Molybdenum High Speed Steel Hack Saw Blades. 


Also GRIFFIN Coping Saw Blades. Insist on GRIFFIN from 
your Distributor. 

Made by 
G. W. Griffin Co., Franklin, N. H., Established 1880 





General Sales Agents 


JOHN H. GRAHAM & Co@., Inc. 


105 Duane St Est. 1870 New York 8, WN. Y. 
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DISTON "ate 


HAS DONE IT AGAIN! There is a demand for reliable 


saw sharpening service. 


The Disston Saw Sharpening campaign—like the Disston Saw sharpening attracts both 
Conservation Plan—is saving tools for America and net tind ali actin teen tinn 


increasing income for retailers from coast-to-coast. ' , 
store. It increases store traffic ! 


MW E ” e 5 4 BH 0 WwW i T Ww 0 KH ie S Customers really appreciate this 
service. It builds good will! 
Disston is running a power-packed advertising campaign of 4 Customers buy many other items 
14,750,000 messages in the magazines read by your saw-using while bringing in saws or call- 
customers. These advertisements urge your customers to take care ; 
ing for them. 


of their saws and to have “ 7 
them sharpened at their WE RENDER Customers who come into the 


hardwarestore. And Disston 
offers you FREE this display ee store for saw sharpening are . 
card for your window or SAW SHARPENING asking about the possibility of 


counter to identify your " es ae sentie t tial 
store as headquarters for SERVICE a a oe 


saw sharpening service. 


The HOME 
CRAFTSMAN 


THIS IS THE ADVERTISING 
THAT’S BUILDING 
THE BUSINESS! 


HERE’S HOW YOU CAN TIE IN YOUR STORE TO 
INCREASE SALES, PROFITS AND GOOD WILL 


Put the display card—‘‘We Render Saw Sharpening Service’’—in a prominent place in your window 
or on your counter. It identifies your store as headquarters for saw service. 


If you do not have saw sharpening facilities, make arrangements with some reliable, experienced 
saw filer near you to handle the work for you. 


If you want information about automatic saw sharpening equipment, write to us _— ESTABLISHED 1840 


or ask your wholesaler. 








Many years devoted to the manufacture of 


precision equipment have given us the 


“know how” when it comes to making 


float valves. 


“DL” Float Valves have long enjoyed a 
fine reputation among space heater, water 
heater, and furnace manufacturers, for their 
ruggedness of construction, simplicity of 
design, and because of the company 
behind them. 


Pa ithe, eS eatemcatas 
PSUR 1 


P 
DETROIT | UBRICATOR COMPANY General Offices: DETROIT, MICHIGAN 


Division of American Radiator and “Standard” Sanitary Corporation 
Conodion Representatives—RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, TORONTO, WINNIPEG 








“DL” Heating and Refrigeration Controls ¢ Engine Safety Controls ¢ Safety Float Valves and Oil Burner 
Accessories ¢ Radiator Valves and Balancing Fittings * Arco-Detroit Air and Vent Valves ¢ ‘Detroit’ 
Expansion Valves and Refrigeration Accessories ¢ Air Filters ¢ Stationary and Locomotive Lubricators 


HARDWARE AGE 
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Keeping a Jeep “out of hot water’... 
"Turning on the heat” for a Refrigerator 


A jeep apsorss terrific punishment as it 
hits the high spots and jolts to earth. It 
could be in trouble all the time if its bolts 
and nuts didn’t hang on to each other 
with bulldog tenacity. 

A refrigerator moving along an assem- 
bly line could bottleneck at crucial points 
if its bolts and nuts didn’t fit together 
easily and tighten quickly. 

For strength that survives the stresses 
of shock, vibration and pull . . . for accu- 
rate mating that speeds up assembly: your 
customers will find that RB&W fasteners 


LIP AD? 
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pay them extra dividends every time. 

It’s not by accident that RB&W Em- 
pire products are so strongly established 
in the farm implement, automobile, air- 
craft, railroad, construction, power and 
transmission and general industrial fields. 
Their ready acceptance is the result of 99 
years of purposeful planning . . . 99 years 
of relentless effort to develop equipment 
for improving fastener properties . . . per- 
fecting automatic cold heading and cold 
punching . . . creating new thread-form- 
ing techniques 


LOL. 


ES) & 
_ RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


And new developments on the way will 
supply more reasons to your customers 
why RB&W on thejr orders means an 
other step forward toward stronger prod- 
ucts and faster assembly. 


Russell, Burdsall & Ward Bolt and Nut Company. 
Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, 1). Sales offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Los Angeles, Portland, Seottle. 


S | 
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A NEW PROFIT OPPORTUNITY 
WITH A PROVEN 
INSECTICIDE... 

+H 


Kryocide (STRAIGHT) 1 Ib. 


This famous insecticide—widely used for effec- 
tive protection of commercial crops —is now 
ovellahie for retail sale to Victory Gardeners. 


The home garden market is immense—will be 
bigger than ever this year. Don’t miss the 
srofit possibilities of this fast-selling necessity. 
.ryocide proves unusually popular for its 
ease of use—its good a lasting 
qualities—and the remarkable job it does 
Kryocide D-50 in controlling destructive chewing insects. 


(READY-MIxXED) Be prepared to cash in on the 
1 ib. national advertising campaign. 
Gteo te 9 Order now! Get in touch with 

- Seg your jobber—or write to Dept. HA. 


PENNSYLVANIA SALT 


F TURING C 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 


New York « Chicago « St. Louis © Pittsburgh « Minneapolis e Wyandotte « Tacome 











.. RIEGEL 


WORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled—in one plant—from raw cotton to finished 
glove. This single close supervision of every detail re- 
sults in unexcelled quality—durability—economy. 

— 


"The Right Glove PRS For Every Job” 


RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 














PLAN NOW FOR THE FUTURE 


Be ready when ‘‘G’’ day (that glorious day of de- 
liverance from war) comes to enjoy a bigger busi- 
ness. Have your store equipped with nationally 
famous Heller fixtures. Fixtures that emphasize 
the beauty and value of your merchandise. A Heller 
equipped store is planned for ultra-modern appear- 
ance—space saving arrangement—practical conve- 
nience——and speedier service. 

Embodied in Heller fixtures are the best combined 
ideas of merchandising experts, store architects 
and leading equipment designers. 

Look beyond today’s immediate problems, plan now 
to assure the success of your business after the 
war. Start now by sending a sketch of your pres- 
ent floor plan. Our engineers will show you how 
to improve its efficiency and utility. 

For individuality—for increased sales—for added 
utility—for greater store efficiency—for that model 
store in your shopping center, WRITE HELLER 
TODAY. 


W. C. HELLER & COMPANY 
644 Bryant Street 330 Hudson St., Dept. 744 
Montpelier, Ohio New York City 











VAUGHAN NOVELTY MFG. CO., INc. 


“World's Largest Manufacturer of Can Openers and Bottle Openers 
3211-25 CARROLL AVENUE CHICAGO, ItiL., U.S.A. 


- * * * BUY WAR BONDS AND STAMPS * * * 
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27 VEARS 


AGO THIS THING 


WASNT TOO 
My SMALL 
CHICKEN COOP 
WEEDS A NEW 
WINDOW 


WHATS “NA NEW KIND 

THAT OF ALL-GLASS 
THING 7?) BREAD 
BOARD 


YEH - 
WE LANDED 
/N EUROPE ON 
THE 26H a 


Of 


CAN YOU 
CUT WINDOW 
GLASS FOR A 
BIRD 
HOUSE ? 


e 
- 


{ls 


A TOAST 


Twenty-seven years ago the 26th, our boys in khaki 
Landed on the shores of Europe ...to make 

The World “Safe for Democracy”, 

Even as YOUR sons are doing now. 


May the torch they bore, the blood they spilled 
And the hurts their sons now are suffering, 
Bring upon this earth and to all its people, 
Peace and Freedom, from this day on. 


June is the month of roses, weddings and brides. Fishing 
trips are planned, and the first picnics take form. The early 
gardens give their first produce, and all around us, Mother 
Nature sends forth green grass and bright blooms. 

But in the Hardware Store we find another side of the 
picture. Doc Fixit, and his thousands of counterparts in 
every city and hamlet, are busy repairing, fixing, replacing 
and rebuilding thousands of tools, machines and house- 
hold and farming equipment that must last the duration. 


They’re selling seeds and a few garden implements, maybe 
some tools and kitchenware. But more often than not, 
they’re busy fixing things—trying to keep them running. 

It’s a splendid, patriotic service the Hardware Dealers 
of America are rendering. They can be proud of their 
part in “Making Things Do”—in “Making Things Last”. 
Their answer to the constant stream of “Can You Fix 
This” customers is ready proof of the spirit that makes 
America live. 

What better glass could there be for America’s home 
windows than Libbey-Owens:Ford’s High Quality Win- 
dow Glass? It’s clearer, flatter and easier to handle, and it 
cuts with less breakage. That’s a point in favor of the 
hurried Hardware Dealer, for it means he saves time and 
labor when both are at a premium. So, if your stock of 
L-O-F Window Glass is running low, ask your regular’ 
glass distributor for a new supply. You'll find him anxious 
to co-operate. Libbey-Owens-Ford Glass Company, 3664 
Nicholas Building, Toledo 3, Ohio. 
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LIBBEY: OWENS - FORD 


a Gneat ame in GLASS 
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Customers look to hardwaremen for good advice as 
well as good merchandise. There’s nothing that in- 
spires more confidence and friendly feeling than a 
floor salesman’s thorough understanding of the prod- 
uct he is selling. Files are an especially interesting ‘sub- 
ject. How they are made; the many helpful purposes 
they serve; how to select the right kind, size and cut 
of a file for a particular purpose ... are examples of 
useful information which comes from a background 


of study. 


“FILE FILOSOPHY’””* is full of such information. 
To test one’s knowledge, here’s a typical “quiz” made 
up from facts found in this interesting handbook. 


‘a ant the™ ° 


4 gi.¥-> h. 


. What is the earliest recorded use of files 


made of metal? 


2. What are the five important steps in 


file making? 


. By what general groups are files 


distinguished? 
. What are the four parts of a file called? 
. What is the ‘‘cross-section”’ of a file? 


. In a double file which is the ‘‘overcut’’ 


Tale Mi dal lola Mh dal- Meese lolol 0h anaes 


. What is a 


called? 


‘“Mill’’ file and why is it so 


. What is a ‘‘Knife’’ file? 
. What is ‘‘drawfiling’’? 
. What is a ‘‘File Card’’? 


. What are probably the most famous 


file brands in the world? 


QUESTIONS 
ANSWERS @ 
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No. 8 No. 25 No. 30 No. 35 No. 40 No. 45 No. 50 No. 60 No. 65 
SPECIFICATIONS 
. os Gi Approx. Tensile Strength For Single Sash Approx. Weight 
Steel Bronze Weighing Not Over! per 500 ft. Reel 
Number Metal Gauge in Lbs. in Lbs. Pounds in Lbs. 
8 .035 350 300 50 20 
25 .042 425 375 50 25 
30 .028 375 350 60 24 
35 .035 500 425 100 30 
40 .042 600 550 150 35 
45 .050 750 675 175 46 
50 .060 900 800 200 S7 
60 .062 925 900 ore 74 
65 .072 1200 1275 er 96 


— American 


*% The fuel shortage encourages home owners to 
repair their sash and doors—to stop heat loss and 
control ventilation. That explains the present de- 
mand for sash chain. 

Fortunately, American Chain wholesalers are now 
able to fill moderate orders for American Sash Chain 
and Sash Chain Fixtures. Please forward highest 
priority ratings obtainable with your order. 





American Sash Chain is distinguished by the uni- 
formity of its blanks which makes this chain run 
smoothly and quietly. It is strong, good chain, fin- 
ished bright, coppered, electro-galvanized (S.R.P.), 
hot-galvanized, Hercules and Acco. 

And don’t forget to order American Sash Chain 
fixtures. Correctly engineered and correctly made. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, 


AMERICAN CHAIN & 


BRIDGEPORT 


New York, Philadelphia, Pittsburgh, Portland, San Francisco 


CABLE COMPANY, Inc. 


e CONNECTICUT 






ESSENTIAL PRODUCTS... TRUAAY Miia. Automotive, ond industrial Controls, TRU-LOC aircraft Terminals, 


HAZARD Wire Rope, Yacht Sadia MANLEY Ayto Service Equipment, OWEN Springs, PAGE 
READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses 
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Large Post-War 
Demand for Hand 
And Power Tools:— 


When the war is over hard- 
ware dealers should enjoy a 
great market for hand tools and 
power tools. Literally, millions 
of Americans who have been 
in the armed services or em- 
ployed in war production have 
learned to use such equipment 
quite skillfully. Never before 
in our history have so many 
citizens become capable me- 
chanics and never before have 
so many learned to enjoy the 
use of such varied equipment. 
This is true of many women as 
well as men, both of whom 
will, in the main, continue to 
have a liking for the use of 
tools and will be anxious to 
have fairly complete tool kits 
and power tools of their own 
when they are again available 
for consumers. 

As only the very highest 
quality of both hand and 
power tools were used in the 
armed services and war pro- 
duction plants, these many mil- 
lions of new American me- 
chanics will have an apprecia- 
tion of the economy, efficiency 
and desirability of the better 


grades and should be willing 


and able to pay fair prices for 
such tools. 

In their post-war thinking 
now, hardware dealers should 
be giving special thought to the 
resumption of a complete de- 
partment for both hand and 
power tools and should deter- 
mine to aggressively seek a full 
share of the huge market for 
such equipment that will come 
with the peace. Tools were al- 
ways a hackbone line in a 
hardware store and frequent- 
ly were the pride and joy of 
the owner who often would tell 
that he entered the hardware 
business because of his keen 
interest in tools. 

Home repairing, homecraft 
activities and probably a wider 
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spread interest for fixing cars, 
boats, household appliances, 
etc., will be natural develop- 
ments for more people than 
ever before. It will truly be a 
huge market and one which the 
hardware distributing trade 
can serve best of all because of 
the background, training and 
interest hardware men enjoy 
for both the hand and power 
tools. 

There will be plenty of com- 
petition for this business be- 
cause it will be such a profit- 
able market and so _ wide- 
spread. It will take good sell- 
ing, advertising, displays, a 
good stock and a keen interest 
in the subject—and it will be 
a very much worth while effort. 


Montgomery Ward 
Seizure Case 


Continues to Be 
A “Hot Potato’ :— 


Since commenting upon the 
seizure of Montgomery Ward’s 
Chicago headquarters and the 
ejection of its president from 
the company’s premises by the 
U.S. Army (see May 11 issue, 
p. 69), we have received some 
very interesting comments 
from readers. These include 





requests for as many as 300 
reprints or clippings and also 


requests for permission to 
quote the editorial in full or 
in part. Exactly and only one 
dissenting voice has _ been 
raised among our readers. This 
comes from an Alabama hard- 
ware dealer, expressing an- 
grily but honestly, his disap- 
proval as follows: 

“Your comments in issue 
of HarpwarE AcE for May 
11th in which you say in re- 
gards Montgomery Ward. 
‘If this gigantic retail firm 
can be seized, etc.’ 

“You assume as do others 
of your kind, that this gigan- 
tic retail firm should be be- 
yond the pale of the law. 
The law should -be for the 
small fry. But when it is 
necessary to do anything 
about such as Montgomery 
Ward refusing to obey they 
should be handled different- 
ly or with kid gloves. When 
Mr. Avery made it neces- 
sary to get him out by force, 
he was taking advantage of 
his opportunity for some 
free advertising. They 
should have thrown him out 
bodily.” 

Our best answer to this pro- 
testing reader is to repeat from 
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the previous editorial the para- 
graph to which he objects — 
with the request that he and 
other readers carefully read 
this again and in full. There 
is no thought expressed that 
Ward’s mere size should serve 
as a protection from legal pro- 
cedure—no indeed, our point 
was and is—that if such high 
handed tactics can be used 
against a large business it can 
more readily happen to small- 
er firms without the legal ad- 
vice, etc., available to Wards. 
This particular paragraph 
reads as follows: 


“In this particular dis- 
pute, involving this large 
mail order and chain store 
operator, hardware men 
should dismiss entirely from 
their minds all of their nor- 
mal competitive reaction to- 
ward Montgomery Ward & 
Co. They should think only 
in terms of the principles in- 
volved, realizing that if this 
gigantic retail firm can be 
seized, and its legally 
elected head carried out in 
the street for refusing to 
bow down to unfair de- 
mands of a labor union, 
similar action can likely be 
taken against every other re- 
tail business handling the 
same kinds of goods for sale 
at retail—and that includes 
about every hardware store 
in this country.” 


As this issue goes to press, 
Congress is still investigating 
all angles of this now famous 
seizure of a non-war industry 
private retail business. To the 
administration it continues a 
“hot potato” as public interest 
refuses to abate and Congress. 
to date, shows no disposition 
to whitewash an action which 
we still think is eithei an ill- 
advised abuse of executive au- 
thority or an indication that, 
even in wartime, too much lati- 
tude has been given the execu- 
tive branch of government. We 
don’t think any one man, good 
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or bad, should have that much 
control and authority. 


Hotel Service 
Bogging Down 
Very Badly:— 


Hotel management, long dis- 
tinguished in this country for 
its painstaking, efficient and 
courteous service, is bogging 
down severely under the handi- 
cap of manpower shortages, 
abnormal demands for rooms 
and meals and a _ peculiarly 
disinterested and discourteous 
type of personnel with which it 
is operating. Some of our fin- 
est and best known hotels are 
providing something less than 
poor grade, third-rate service 
and at what appear to be high- 
er prices. 

Despite reservations made 
long in advance and duly 
acknowledged, guests who reg- 
ister early in the morning do 
not get their rooms until late 
at night and then have diffi- 
culty in obtaining towels, soap 
and other fundamentals of cus- 
tomary maid service. Rooms 
are not made up and a com- 
plaint is a waste of time. 

Room clerks are surly. 
Floor, mail and information 
clerks are annoyed when you 
ask for a key, your mail or 
for some simple information. 
Elevator operators are impa- 
tient, pretend not to hear your 
floor number and freely insult 
the guest who repeats a floor 
number if he thinks it wasn’t 
heard the first time. Strangely 
enough, “bellhops” and _por- 
ters, who do the heaviest work 
in a hotel, often seem to be the 
only members of a hotel staff 
not completely bored with 
hotel work, not angry at the 
guests and not entirely “sour” 
on the world at large. They. 
almost alone, continue to at- 
tempt to be helpful and, for 
the most part, are courteous 
and attentive. Here and there, 
an old time waiter lives up to 


the traditions of his calling but 
head waiters were never more 
imperious and boorish. 

Assistant managers, normal- 
ly the “miracle men” of the 
hotel business, seem helpless 
to cope with the situation and 
a few don’t seem to try. Top 
management with whom we 
have talked seem thoroughly 
conscious of the situation yet 
resigned to the hopeless belief 
that they can’t hire either suf- 
ficient or more capable help, 
in view of the scarcity of man- 
power and the wage ceilings 
under which they must operate. 
They say that the better type 
of worker can make more 
money easier somewhere else 
and that they must take what 
they can get. 

If this is so then their execu- 
tive abilities should be more 
zealously directed toward ef- 
forts to give better training 
and toward instilling in the 
minds of employees some of 
the traditions of hotel service 
and courtesy. They should 
also, cooperatively if neces- 
sary, attempt to get govern- 
ment approval for higher 
wages as hotels are so busy 
they must be in position to im- 
prove wage levels if permitted 
to do so. 

Under the stress of war. 
some inefficiency must be ex- 
pected but indifference and 
discourtesy, which are ram- 
pant in hotels today, will not 
be accepted cheerfully by pay- 
ing guests, many of whom will 
retain a feeling of resentment 
which may be difficult to cor- 
rect when the war is over. 

The same principles main- 
tain in all businesses including 
the manufacture and whole- 
sale-retail distribution of hard- 
ware products. Customers will 
stand for a little less service 
but they won’t tolerate indif- 
ference or discourtesy, which 
are two cardinal sins in the 
operation of any business 
which depends upon public 
good will for success. 
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7 WAVE of the FUTURE } 
... American Style! § 


* * + * 





There is a tidal wave forming in our own land which, beyond any 
shadow of doubt, will sweep the country in the days of victorious 
peace to come. The great Wave of Buying Power, daily gathering 
force in savings banks and War Bonds, awaits only an outlet for 
its release. 

When our boys come home our metals will return with them, 
to take up once more their countless peacetime tasks. High on 
the “‘must”’ list of released spending are long-neglected household 
improvements — and rightly so, for there isn’t a house standing 
that doesn’t show marks of “the duration” in some form of 
needed repair. 

ILCO is now serving the armed forces — pretty much a full- 
time job. But we are giving increasing thought to the day when 
the hardware dealer, whose survival under wartime restrictions 
is a tribute to his Americanism, will deservedly come into his 
own. We’ll be ready for you with a full line of familiar, dependable 
ILCO products as soon as Uncle Sam says it’s O. K. 

xk 


You can still buy ILCO Security Hardware for war essential 
needs, under WPB-547. Such orders will receive our best atten- 
tion, and we will gladly assist you toward interpreting priorities. 

21 


Independent Lock Company 
Fitchburg, Massachusetts 
Branches in All Principal Cities 
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Post-War Distribution—| a 





BURYL L. SCHERER 


Mac has been 


written about the unlimited 
amount of production it will be 
possible for our factories to main- 
tain in post-war years. In orde: 
to take advantage of this produc- 
tion, this country will have to have 
the greatest expansion in distribu- 
tion in its history. 


The large retail chains have 


their best experts working on an 
expansion program which is de- 
signed to utilize the products of 
stepped-up production. In addi- 
tion to enlarging present stores, 
many new stores will be added by 
the established chains as well as 
tire company stores and others. 
This does not mean that the in- 
dividual or independent store will 
be crowded from the picture. Mer- 


“They shall beat their swords into plowshares 


chandising cannot become so 
standardized that there will not be 
room for well regulated, efficiently 
run, independent stores with indi- 
vidual personalities and the ad- 
vantages of knowing the varying 
tastes and demands of their com- 
munities. The personalities of in- 
dividuals will not change; they 
will still want a freedom of choice 
which can be best served by the 
independent store. 


How Will You Do It? 


How, then, are you going to 
keep pace with the times and bring 
merchandising up to the pace 
necessary to distribute the vast 
production of our factories? You 
must not think in terms of com- 
peting with the chain store, but 
think of setting your levels of buy- 


By BURYL L. SCHERER 
Sales Manager, 
Luthe Hardware Co., 
Des Moines, Iowa 


ing and selling on an entirely dif- 
ferently plane. It is unsound to 
expect your volume to come from 
private brand or unbranded mer- 
chandise. This is the merchandise 
on which the chain stores depend 
and they can beat us at this game 
whether we buy individually or 
collectively. 


Build on Standard Brands 


Therefore, your business must 
be built on standard, nationally 
known brands, the quality of 
which is well known by a majority 
of consumers. Unknown quality 
and unknown value will have no 
place in independent operation. 
Pricing systems, in many cases. 
will have to be revised from the 
manufacturer through the distrib- 
utor and dealer, in order to deliver 
these standard items at the right 
prices. Economy and efficient 
operation will have to be studied 
and practiced by all branches of 
distribution. 

Your store will have to be a ser- 
vice store. It is true that each ser- 
vice must be studied in relation to 
its cost. This again is setting your 
store on a different plane from 
that of your syndicate competitor. 
It may be that he will institute 
some extra services, but as soon as 
this happens his costs go up and, 
therefore, his prices. Every func- 
tion of distribution has a certain 
cost and must be paid by whom- 
ever performs that function, 
whether it be in chain or inde- 
pendent distribution. 

With these things in mind, a 
definite plan of expansion in prep- 
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It is unsound for hardware distributors to 
expect volume from private brand or un- 
branded merchandise which is the field in 
which chains flourish. Larger and better lo- 
cated hardware stores with greater display 
facilities indicated. Greater attention to major 


appliances, 


housewares, 


gift goods, etc., 


promises larger sales for retail hardware 
dealers—with intelligent and well planned 


selling. 
distributing 


With proper methods, independent 
channels should attain new 


heights in the post-war period. 


aration for greater volume should 
be started now. While national 
reemployment of all available 
manpower is beyond the compre- 
hension of most individuals, we 
can and should start in our own 
communities. If the business men 
in each community build their 
businesses to the point where they 
should be, thus keeping all quali- 
fied people employed, it will be a 
big step toward keeping the cycle 
of prosperity alive. It is a well- 
known fact that doubling the size 
of your business does not double 
the overhead. 


Make Changes Now! 


Look over the size of your store 
and its location. If you do not 
have the facilities for an expanded 
operation, now is the time to cor- 
rect this fault and increase your 
availability to your customers, 
your display facilities and other 
things which make for successful 
operation. 

Check your sources of supply to 
determine whether or not they 
have the kind of merchandise and 
services on which you can build 
a larger business. Then concen- 
trate your purchases and work 
closely with those who fit your pic- 
ture. This concentration of buy- 
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ing must be carried out by distrib- 
utors. It is uneconomical for a 
distributor to try to merchandise 
parallel competing lines of two 
manufacturers. When it has been 
determined that a certain manu- 
facturer’s line fits the policy and 
price range suitable to his terri- 
tory, the distributor should con- 
centrate on this line and do a 
thorough job of selling it. This in 
itself reduces the manufacturer’s 
selling cost and starts the cycle of 
delivering the goods to the con- 
sumer at the lowest possible fig- 
ure. The next step is concentra- 
tion of purchases by dealers, tak- 
ing advantage of the greater sell- 
ing helps which would then be 
available, ‘and a very important 
step is thus accomplished toward 
lower cost distribution. 


New Lines 


In setting your goal for in- 
creased volume, you will undoubt- 
edly want to go into fields of re- 
tailing in which you have not been 
active before. The coverage which 
your community has on lines will 
greatly influence your decision. 
Suppose, for example, you haven’t 
been active in selling major ap- 
pliances because you did not be- 
lieve in an outside selling force 


because of its attendant expense. 
It is very possible that decreased 
margins on major appliances will 
make them essentially over-the- 
counter or store-sold merchandise. 
In other words, none of your com- 
petitors will be able to maintain 
the former expensive selling pro- 
grams. By carefully picking your 
lines you can become a dominant 
factor in this field. Other changes 
in merchandising methods will 
make it feasible for you to get 
into lines which, before the war, 
were not considered desirable. Ac- 
ceptability of many housewares 
and gift lines was just being ac- 
complished when the war made 
their curtailment necessary. An 
expanded program of these lines 
will definitely be desirable in 
every hardware store for post-war 
selling. Other lines too numerous 
to mention can and will have a 
part in your new expanded pro- 
gram. 


Well Planned Selling 


None of the foregoing is im- 
portant without the main requisite 
of success—that is, intelligent and 
well planned selling. There will be 
available to you complete and well 
worked out training programs on 


Hardware Age 
Post-War Forum 
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Join the Hardware Age Post-War Forum 


The need for adequate post-war planning becomes more apparent 
with every passing day together with the realization that this planning 
is something that cannot be long delayed. Manufacturers, wholesalers, 
retailers—all must start making plans for the post-war period now if 
they have not already made them. There will be many opportunities 
after the war and the firms that have planned and are ready will be 
the ones to profit. Competition will be keener than ever before and 
there will be many new phases entering into the business of distribu- 


tion. It will pay to be prepared. 


The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You 
are invited to take an active part in its deliberations and to contribute 


your ideas upon this vital subject. 








all important lines. Sales training 
schools will be available for you 
and your sales people. You may 
want to have specialized selling in 
your store with certain people re- 
sponsible for different depart- 
ments. While general recommen- 
dations cannot be made for all 


stores, selling by highly trained 
specialists should be given serious 
consideration. Money spent in 
order to train these people will 
reap great dividends. If specialty 
selling is not deemed desirable, 
then a thorough training on all 
possible lines should be made 





Heating Stoves Will Be 


, eres situation is develop- 
L ing in the stove industry which 
will result in a desperate condition 
next fall and winter unless relief is 
given to manufacturers of heating 
stoves very promptly. 

Most all kinds of stoves including 
coal and wood burning heaters are 
rationed and can only be sold to con- 
sumers, dealers and distributors who 
can surrender a stove purchase cer- 
tificate issued by the local War Price 
and Rationing Board. OPA in Wash- 
ington has set up national regional, 
district and local quotas on each of 
six different types of stoves to each 
of some 5700 rationing boards .. . 
and to some 50,000 dealers and dis- 
tributors. These quotas have been 
based upon the estimated production 
of each type of stove. 

Production of coal and wood heat- 
ers this year is estimated to be less 
than half of what the sales were in 
1942 and may be much less unless 
manufacturers can continue to oper- 
ate their factories without interrup- 
tion with their drastically reduced 
manpower and material allotments. 

But interruptions in production 
have already occurred and more are 
in the ofing—and of all people—the 
distributors of stoves are contribut- 
ing to the cause. 

The OPA estimates there are now 
in the hands of dealers and distribu- 
tors nearly a half million stove pur- 
chase certificates and stove 
manufacturers are having to close 
down or slow down their production 
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By EARL A. RILEY 


Sales Manager, 
Locke Stove Company, 
Kansas City, Mo. 


x*«r 


because these very certificates are 
not being used by dealers to buy the 
stoves that are being made. 

Why should this be so? Probably 
there are several reasons. Dealers 
are short of manpower and hesitate 
to buy merchandise now which will 
not sell until early fall. They may 
expect newer models or better 
prices. They may believe that the 
stove purchase certificates they hold 





available to your employees. In 
connection with this program, in- 
centive commissions should be 
worked out in order that incomes 
will be dependent upon ability and 
application. 

Your job, then, is not just to 
hold your own against new types 
of distribution, but to build your 
businesses up to their highest 
point of efficiency, thereby reduc- 
ing overhead, being able to oper- 
ate profitably on lower margins, 
and completely fill the needs of 
your communities in every way. 
Your great flexibility, coupled 
with good, sound thinking, is not 
only the answer to your problems 
but is the means by which the in- 
dependent distributing method will 
go to new heights in the post-war 
period. 


Scarce 


are a guarantee they can buy a 
stove later on ... but they are due 
to a disappointment as it will not be 
possible for the factories to resume 
production “later on” if they have to 
close down now with a glut of stoves 
they cannot warehouse and hold un- 
til the dealer is ready to turn loose 
of his precious certificate. 

Thus rationing and lack of fore- 
sight on the part of the dealer are 
teaming up without realizing it—to 
create a shortage of heating stoves 
that will be keenly felt within a few 
short months. 

Something must be done and done 
quickly to awaken the dealers to 
this peril. 








Double Sports Display Got Results 





Having as their theme “Spring Is the Time for Sports” and “It Pays to Play.” 
these two adjoining windows of the Tool Shop Sporting Goods Co., Detroit. 
Mich., athletic goods and hardware store, featured hats, slacks, sweaters and 
items needed for tennis, table tennis and badminton. These displays were 
a forerunner in April, 1943, to more concentrated showing of all summer 
sports needs. A decided up-trend was noted in tennis sales immediately 
after installation of the tennis window, Edward H. Tackney, display manager 
for the store, reported. 
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Gift Shop’s Annual Volume 
Tops the $50,000 Mark 








The Fowler gift shop, justly pronounced one of the finest hardware gift shops in the country. 


Hou decorating 


has been perfected to a fine art by 
the gift shop of Fowler Hardware 
Company, Hattiesburg, Miss. This 
department handles a wide as- 
sortment of chinaware, glass, mir- 
rors, pictures, lamps and _ bric-a- 
brac—in fact about everything 
for the home except furniture and 
soft goods, and it enjoys an annual 
volume of upwards of $50,000. 
Customers of the firm do not have 
to worry about what colors go well 


together, what periods to use, or 
what to put over the mantle. The 
Fowler staff of home decorators 
figures that all out for them. 
Here is the way the shop oper- 
ates according to Mrs. Lessel 
Clark, manager. A home decor- 
ator goes out to the customer’s 
house and figures out what to use 
in each room, maybe draws a 
sketch to show the location of the 
various lamps, mirrors, pictures. 
vases, bookends, figurines, etc. 
Then the merchandise is sent out 
and placed according to this 


Fowler Hardware Co. of Hattiesburg, 


Miss., equipped either to sell a 


mirror or decorate entire house 
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schedule. If the customer likes it— 
and chances are about 10 to one 
she will, a sale is made. Of course, 
any changes can be made if de- 
sired. The shop will send out mer- 
chandise on approval any time. 
While women do most of the 
buying of this merchandise, Mrs 
Clark can recall instances where 
men have ordered their homes re- 
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decorated while their wives were 
away. In one such case for a doc- 
tor the bill amounted to $1400. 
The firm handles considerable 
merchandise in the high price 
brackets. Mirrors range in price 
for the most part from $50 to 
$150. lamps up to $225 and 
pictures also in the higher brack- 
ets. In decorating homes, Mrs. 
Clark says she has followed the 
plan of putting a picture or so and 
flower plant in every room. 

It is interesting to note how the 
Fowler gift shop displays its mer- 
chandise to the best advantage. 
Mirrors usually are placed back 
of other merchandise for reflecting 
values. Lamps are interspersed 
throughout the shop and are kept 
lighted to further glamorize the 
department. Model tables settings 
are shown for such events as re- 
ceptions. weddings. teas, etc. These 
include the table cloths, china. 


glass. lamps. flower vases, candle- 
sticks—in fact everything the most 
discriminating hostess might want. 

With such a setting, women 
naturally flock to the gift shop. 
They especially like to “see what 
is new.” In purchasing individual 
items they, of course, need no 
more than the advice of the home 
decorators on the floor, but if 
they are to re-design an entire 
house or room, the decorator goes 
out and surveys the situation with 
reference to the wail spaces, win- 
dow areas, color and period of the 
furniture, draperies, slip covers, 
etc. 


Attends China Shows 


Mrs. Clark does all her own 
buying and visits the leading china 
and glass shows. She also marks 
her own merchandise, not only in 
reference to the cost, but its sales 
value. She has a staff of three 











A corner of the shop. Note how mirrors are used behind merchandise 
in order to give the illusion of depth and add a touch of glamour. 
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ON AVAILABLE GOODS 


girls and one porter. The head 
decorator and assistant to Mrs. 
Clark is Mrs. Lamar Kennedy, a 
member of the Hattiesburg social 
set. 

The importance of the gift shop 
is shown by the fact that it runs 
advertisements up to full page size 
in the Hattiesburg daily news- 
paper. One of these under the 
heading “See Our Lovely Trea- 
sures to Live With Graciously for 
the Rest of Your Life,” had to say 
of the Fowler service: 

“There's no rationing on in- 
genuity of Fowler’s home decor- 
ators. They've hundreds of fresh 
ideas to bring new charm to your 
apartment and your home. Times 
like these make home more pre- 
cious. 

“But you're perfectly willing to 
admit you’re not sure what colors 
go with each other, what periods 
will look well together. Don’t let 
that worry you. Fowler’s interior 
decorators are genuises at such 
things. They have hundreds of 
fresh, bright ideas to bring new 
vitality and beauty to your home. 
Do bring your problems to Fowl- 
er’s before making your pur- 
chases.” 

Items featured by the shop in 
its advertising include “Glass in 
Glittering Beauty” with such lines 
as Cambridge, Fostoria and Dun- 
can Miller; mantle arrangements, 
imported and domestic figurines, 
also “China for Hostess Happi- 
ness” including Haviland, Spode 
and domestic makes. 

The shop does a tremendous 
business during the Christmas 
shopping season, requiring the 
services of nine or 10 sales persons 
during that period. In fact, the 
gift business is big the year 
around, as all the merchandise 
lends itself well to gift purposes. 
The shop also sells greeting cards, 
the latter often being sent along 
with gifts. 


HARDWARE AGE 





PI Tepseey 


TAO ae ate 








& 
p 
‘ 


TPNH S 


SPREE AS 





- Builds Good Will By Handling Small 
Appliance Repairs in Spare Time 


p 





= of the 


manpower situation, the H. P. 
Aikman hardware store in Cazen- 
ovia, N. Y., has been obliged to 
limit the electrical appliance re- 
pair work actually done on its own 
premises to smaller appliances. 
But the store still repairs smaller 
appliances such as toasters, irons. 
etc., right in its own shop and will, 
as a customer accommodation, 
see that larger jobs on refriger- 
ators, etc., are taken care: of by 
other sources. This policy builds 
inestimable good will. In peace 
time this store does a wide variety 


Donald C. Mans- 
field checks ter- 
minals on a toast- 
er. He can make 
tests at this re- 
pair desk and 
still see the cus- 
tomers who ap- 
proach displays 
in the former ap- 
pliance showroom. 
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H. P. Aikman, Cazenovia, N. Y., handles 
them as an accommodation to patrons 
but the accommodation pays a profit 


of repair services—and all at a 
profit. 

A little repair desk is now 
maintained in the appliance annex 
which is next to and connecting 
with the Aikman hardware store. 
lor a time even that service had 
been discontinued until Donald C. 
Mansfield set up the “shop” in the 
appliance room for making repairs 
and replacements on irons, toast- 
ers, waffle irons, etc. Where new 
thermostats are required such 
work is sent to the manufacturer. 

In instances where the job actu- 
ally is done by Mr. Mansfield, or 
another member of Mr. Aikman’s 
staff, charges are made on a 
strictly time and parts basis. Where 
the werk must be “farmed out” 


or sent to the manufacturer's plant 
Aikman’s only makes a service 
charge and postage cost, other 
costs being those of the manu- 
facturer for parts and labor. 

No charge is made when a good 
customer brings in a small ap- 
pliance or a table lamp on which 
there are minor repairs involving 
no parts. In other instances the 
minimum charge is 50 cents and 
is made on a cash basis. For 
charge customers any costs  in- 
cidental to repair jobs are placed 
on the regular charge account pav- 
able in 30 days. 

It has long been the store's 
policy to refrain from checking 
or testing appliances brought in 

(Continued on page 113° 
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Sycamore Hardware Co. obtains four 
turnovers a year from china, glass 
and pottery and six from plaques 


\\ 
WH 


+ HINA, glassware 


and gifts have proved very prof- 
itable at the Sycamore Hardware 
Co., Sycamore IIl., and sales have 
filled a big gap left by war re- 
stricted items which are no longer 
available. According to S. A. 
Staskey, owner, the firm gets as 
high as six turnovers a year on a 
special plaque stock, with the 
china, glassware and_ colored 


This display of colored pottery 
stands out. Mixing bowls of all 
types are upon the bottom shelf. 
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. The step-up display of china is 
a first class attention - getter 
and is very easy to keep clean. 


pottery turnovers ranging around 
four. 

“We are very happy at what 
these lines have done for us.” 
states Mr. Staskey. “Like a lot of 
other store owners, we didn’t know 
what lines would work out well, 
but we decided to experiment. 
Take plaques, for example. We 
put in quite a stock of them, dis- 
played them well and they really 
have moved fast. We get six turn- 
overs a year on most of our 
plaque items, and there seems to 
be no letup on the demand.” 

Plaques at this store range 
from 75 cents and up, with many 
selling for $2 and $3. Mr. Staskey 
displays them in an area for- 
merly devoted to appliances. He 
put up a special beaverboard 


background on which hooks are 
fastened. The plaques hang on 
the hooks and help the customer 


to visualize how they will look in 
the home. 
(Continued on page 77) 


This section is devoted to various pottery novelties and attracts many feminine customers. 
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Canning supplies are shown prominently in one of the heaviest 


traffic spots in the store. 


Allied items are on nearby tables. 


Twelve-Point Program Promotes 


= have al- 


ways eanned fruits and vegetables 
at home or on the farm because it 
was convenient, economical and 
healthful to have a well-stocked 
pantry or basement of these ap- 
petizing and nutritious foods. 
Hardware dealers everywhere 
have played a major role in pro- 
viding home  canning-minded 
folks with the essential supplies. 

Today, home canning takes on 
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Sale of Canning Supplies 


Morehouse & Wells Co. follows 
a definite course of action and 
finds that it builds business 


far greater significance. Women 
all over America are helping to 
swell the national food supply by 
canning surplus vegetables and 
fruits from their victory gardens 
and local growers. They are 
whole-heartedly tackling the job. 


The Selling Plan 


Due to foresight in buying, the 
sensing of a greater demand for 
canning supplies and a carefully 
thought out selling plan, More- 
house & Wells Co. of Decatur, 


Ill., is able to present a credit- 


able showing of such goods and 
gives them prominent display and 
publicity in local papers. The 
following steps constitute the 
firm’s plan of action: 

1—Have as large a stock of es- 
sential canning supplies for the 
community’s needs as priorities 
will permit. 2—Set up a separate 
department on or near main line 
of traffic. 3—Select the most 
stratgeic spot for staging promo- 
tion. 4—Carry brands that are 
highly and consistently advertised 
as there is a greater consumer de- 
mand which lightens selling load. 
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How many shot shells 


make an aerial gunner good? 


As you know, clay target shooting plays an 
important part in training aerial gunners. 
Teaches them coordination of eyes, minds 
and muscles in hitting flying targets. 


About how many shells would you say it 
takes to make a good wing shot of an aerial 
gunnery trainee who’s never fired a shot- 
gun before? 


In peacetime, it’s estimated that a “‘green’”’ 
clay target shooter needs to shoot some 
3,000 shells before he’s a better-than-average 
shot. But, with the expert wartime training 
that aerial gunnery trainees are getting, 
they’re becoming the best team of wing shots 
in the world after firing less than 1,000 shots 
in a matter of weeks instead of months or 
years! 

It’s to this aerial gunnery training pro- 
gram that Remington Shur Shot trap and 


skeet loads are going these days. And gun- 
nery trainees, you can be sure, appreciate 
the same fine shooting qualities that have 
made Remington Shur Shot trap and skeet 
loads with New Remington Crimp famous 
among civilian sportsmen: (1) no top wad to 
interfere with the shot charge; (2) no blown 
patterns; and (3) 5 to 10 yards more effective 
range. 

Yes, and you can be sure that thousands and 
thousands of these aerial gunners will join the 
sportsmen ranks of enthusiastic Remington 
firearms and ammunition customers after the 
war! Remington Arms Company, Inc., 
Bridgeport 2, Conn. 








Sidelines.. 


Uncie Henry says: There’s two kinds o’ folks who can 
impose on you—the strong ones that know they can 
lick you, and the weak ones that know you won’t 
fight back. . ‘ 
Did you know that during this war Remington alone 
has produced four times as much military small arms 
ammunition as the whole country produced during all 
four years of World War I? 


. * * 


In the armed forces’ aerial gunnery training program, 
they use not only Remington shotguns and shot shells 
but literally miilions of the famous Remington Blue 
Rock targets and thousands of Remington traps! 


Shur Shot and Blue Rock are Reg. U. S. Pat. Off. 
by Remington Arms Co., Inc. 











“He’s fallen for that ‘left-handed monkey wrench’ gag.” 
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5—Promote sale of goods at the 
proper time. 6—Play up to 
women who band together in 
neighborly groups to can veg- 
etables and fruit. 7—-Master the 
talking points and drive them home 
when occasion warrants. 8—Use 
window displays, interior promo- 
tions and newspaper advertising. 
9—Give quick and efficient service. 
10—Make good use of manufac- 
turers’ selling aids and printed 
matter. 11—Be patient and con- 
siderate with customers, for often 
they don’t know what to buy and 
need time to reach a decision. 12 

Give advice on canning methods 


if called upon. 


Attracts Attention 


The company’s canning sup- 
plies are shown in one of the most 
frequented parts of the store on 
the main floor. A large sign des- 
ignates the department and it can 
be seen from any angle by one and 
all who enter the store. A large 
counter, with an upright section 
and space beneath it for the stor- 
age of stock, is used for display- 
ing the supplies. Everything is set 
out in neat and orderly array for 
the customer’s inspection. 

Glass jars, jelly glasses, glass 
top closures, two-piece metal caps, 
fruit jar fillers or funnels, jelly 
pourers, measuring cups, measur- 
ing spoons, jar lids, glass lids, 
seals, bottle caps, jar rubber, seal- 
ing wax, canning books, No. 3 tin 
cans and whole spices in kits are 
all displayed in a manner to give 
the impression that the store has 
an ample stock of these items 
when needed. 


Accessories Nearby 


On counters close at hand are 
shown paring knives, tablespoons, 
forks, wooden spoons, stone 
crocks, cheese cloth bags, earthen- 
ware bowls, sauce pans with cover, 
colanders, apple corers, grinders, 
mills, labels to put on canned pro- 
ducts, wooden chopping bowls, a 
few preserving kettles, strainers, 
vegetable cutters, graters and re- 
lated goods. Cleansers, paper 
towels and garbage pails are also 
prominently included in the sell- 
ing picture. 

While there is an absence of 
pressure cookers in the display, 
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the store is trying to make up for 
this by pushing the sale of racks 
and stowaway bags used in the gas 
or electric oven dehydration pro- 
cess of preserving foods at hoime. 
The company is bearing down on 








Preserve Foods at Home 
the Easy Way! 


Gas or Electric Oven Dehydration 


Easier and Cheaper Than Canning! 
RACKS for Dehydration 
V-MEAL Stowaway Bags 
(Directions in Edery Package) 


CANNING SUPPLIES 
Kerr Mason Lids Canning Caps 
Kerr Wide Mouth Mason 
Ball Ideal Glass Lids 
Ball Glass Top Seals, Closures 
i Wide Mouth Zinc Caps 
ito Glass Top 
JAR RUBBERS TO FIT ALL STYLES 
Sealing Wax Paraseal Wax 
Kerr Home Canning Books 
No.3 Tin Cans Glass Fruit Jar Funnel 


WHOLE SPICES IM KIT, $1.26 
Griffith's new canning kit of spices contains 
6 jars with recipes. 











-—~ SPECIAL 
Ball Glass Top-Seal Fruit Jars 
$-Gal. size, $1.19 dozen 
Pint and Quart Sizes Also Available 


Morehouse & Wells Co. 


83 Years in Decatur 





Phone 4231 





Water, East Main and State Streets 








This double-barrelled ad stressed 
dehydration and also emphasized 
the firm’s stock of canning sup- 
plies. The original advertisement 
was two columns wide, 12 in. high. 


the assertion that it is easier and 
cheaper than canning, 

To this end, Morehouse & Wells 
use illustrations in their news- 
paper advertisements portraying 
the drying of food in gas or elec- 
tric ovens. Literature is available 
in the department for those who 
want to know about the principles 
of food preservation by oven de- 
hydration and customers are show- 
ing interest in drying foods for 
victory meals. 


Extra Sales 
Morehouse & Wells has been 


able to sell more gas and electric 
ranges since folks have learned 
about the preservation of food by 
dehydration. Also, the firm sells 
more medium-sized coal-oil heaters 
to people who do not have gas or 
electricity, and must dry the fruit 
and vegetables by means of home- 
made heated driers. In such in- 
stances, certain hardware must be 
purchased such as galvanized wire 
screens for trays, sheet iron, hook- 
style door clamps, and hinges for 
the heat spreader, wire, nails. 

Farmers’ Bulletin No. 1918, U. 
S. Department of Agriculture, 
tells farmers that if they haven't 
a steam-pressure canner, to use 
what they have such as a boiler, 
large can, large kettle etc., for 
steaming. Morehouse & Wells 
takes great pains to let farmers 
know about this bulletin as it 
means added business for the firm 
when action is taken on what the 
bulletin advocates. 


A Sales Opportunity 


“When we push the sale of can- 
ning supplies, we are tying in 
with one of the year’s best op- 
portunities for increasing sales 
and profit,” says H. Ray Myers, 
store manager. “Canning is one 
activity in which we can and 
should take a most active part. 
especially at this time when food 
can win the war. 

“Moreover, we have a chance 
of not only selling canning sup- 
plies to our old customers who ex- 
pect to find such goods at our 
store, but we have an opportunity 
to build up a new following from 
the occasional buyers who visit 
our store.” 
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gs the remark- 

able benefits of 'Bystem that brings 

the proved advantages of mice GpUtion to independent 

distributors and retailers of hard lines, toys, furniture and home 

appliances... the system that insures the maximum volume of sales and 

increased net profits ... the system that builds an impregnable competitive 

; position for distributors and retailers. Mail the coupon 
Mac Coupon Hou! now for a free copy of this vital-to-you TRU-TEST booklet! 
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Merchandise Mart 

Chicago 54, Illinois 

Please send my free copy of the TRU-TEST 
booklet. 


Company 


Address 
Merchandise Mart « Chicago 54, Illinois 
Eastern Offices: 225 Fifth Avenue, New York 10,N. Y. 
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Flags of the United Nations attract attention to this tool display. The 
little, sidewalk-level windows are always used to feature toy displays. 


Conversion and Remodeling Bring 
300 Per Gent Increase in Volume 


‘ 


Holsman Hardware, Dallas Center, 
Iowa, has a nine-point program 
that has helped to build sales 


es is 


an old story to Holsman Hardware 
of Dallas Center, Iowa. Dallas 
Center, population 900, is known 
“as a little town that does big 
things.” When B. D. Holsman and 
Mrs. Holsman decided to buy the 
hardware store and locate there, 
12 years ago, they were faced with 
the problem of making the store 
succeed against chain store com- 
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petition from Des Moines, just 20 
miles away. 

The Holsmans fell heir to a 
badly run-down hardware busi- 
ness, housed in a 22 by 100 ft. 
building. Inconveniently arranged, 
the building was divided in the 
center by a partition which sepa- 
rated the front 50 ft. display space 
from the back storage room and 
repair shop. The store was mo- 
notonously drab. 

Today Holsman Hardware of 


Dallas Center is known through- 
out the county and state as one of 
the most progressive hardware 
stores. Remodeling and conversion 
have achieved a_ streamlined, 
smart; appealing interior, marked 
by a depth 80 ft. long featuring 
modern open display, wall shelving 


HARDWARE AGE 





bssoctales: 


THE BRIDGEPORT CHAIN & MFG. CO., 


BRIDGEPORT, CONN. 


SEATTLE CHAIN & MFG. CO., SEATTLE, WASH. 
ROUND CALIFORNIA CHAIN CORP., LTD., 


SO. SAN FRANCISCO, CAL. 


ROUND CALIFORNIA CHAIN CORP., LTD., 


LOS ANGELES, CAL. 
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We can extend no guilt-edged invitation to the ladies 
on this 75th Anniversary occasion. Fog it is no pink 
tea we invite them to, no celebration—just work, 
long hours, day after day making Chain Uncle Sam 
needs to fight a world war. But these women are 
not looking for a soft snap. They are filling the 
places of men who have gone to war. Side by side 
with veteran Chain makers, they work with a 
determined will that is helping maintain top pro- 
duction of Cleveland Chain. That is why we are 
proud to have them with us in this critical 75th 
year in the history of our organization. 


THE CLEVELAND CHAIN & MFG. CO. 


€t_evetAnk os 8, 88 t.6 


@ Since 1869 Makers of Highest Grade Chain 


‘we, wo 





Stationery and allied lines are shown in a small nook. 
This section was formerly occupied by a tool display. 


and eye-catching table groupings 


on the floor, all painted a colorful 
orange. Against out-v[-town chain 
competition, Holsman Hardware 
has reaped an impressive volume 
from its own trade area. Christmas 
sales in 1943 grossed over $5,000! 


From the time of the purchase 
until the war, Mr. Holsman had 
remodeled at least three times a 
year. His conversion policy, begun 
many years before the need for it, 
has added new lines gradually. 
When war conditions tightened 


hardware merchandising and auto- 
matically set up shortages, he was 
ready and his large, well-rounded 
stocks of conversion goods were 
effected easily and _ effortlessly 
without an abrupt adjustment. 

Mr. Holsman’s first remodeling 
project was installing three sec- 
tions of canopied 8 ft. shelves 
along the east wall. As soon as the 
shelves were finished, they were 
enameled a gay orange and filled 
with a paint display. Two more 
sections were added and filled with 
aluminum and kitchenware. The 
next two 8-ft. sections brought him 
up to the dividing partition, and 
that shelving introduced dishes 
and glassware. 

Taking the west wall, he went 
through it all again—installing 
panel-covered tool shelves. It took 
him two years to reach the parti- 
tion with his installment remodel- 
ing—but once there, the partition 
was moved back 30 ft., giving a 
sweep of 80 ft. from the front of 
the store. 

Next the store constructed an 
open stairway to the basement and 
installed a forced air heating and 
cooling system. Tray-set display 
tables and three-tiered pyramid 
display tables were designed and 
built to hold small items and ac- 
cessories. 

The basement was remodeled in 

(Continued on page 112) 


Timely needs are shown up in front. There's plenty of space so 
that customers may serve themselves whenever the need arises. 
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Made in sizes from 1/2 to 40 tons and even 


— en a larger, when desired. Timken equipped. 
designed and built for 


Dependability — to fit 
every industrial need. 


Used throughout the world by 
many branches of our services 


Write for Details 





It’s safe — 
) It’s positive in action — oe a T = R 
| It’s rapid — 
| — MANUFACTURING COMPANY 
Yet it’s priced correctly. America’s most experienced Chain Hoist 





Designer and Manufacturer 


A few distributorships are available. LISBON, On10 





Lasting Peace vs 


The program of the United Nations Relief and 
Rehabilitation Administration is a realistic one, 
is a vital part of the war program and is intended 
to lay a sound foundation for a lasting peace. 





M ORE than 500,- 


000,000 people in 35 countries 
now live under the grip of the 
Axis; hungry, cut off from sup- 
plies of essentials, medically 
destitute, their lands occupied, 
their labor and resources com- 
pelled to contribute to the war 
machines of the enemy. The first 
problem following front line war- 
fare centers upon urgent relief 
needs; food, clothing and medi- 
cine. This _ responsibility falls 
largely upon the United Nations 
Relief and Rehabilitation Admin- 
istration (UNRRA). 

Some American business men 
seem concerned over the possibil- 
ity that the United States pro- 
poses to create a world-wide WPA, 
which it would finance and oper- 
ate. These business men fear un- 
warranted personal sacrifices on 
the part of our people, coupled 
with much heavier tax loads. 

Others fear heavy drains on 
available goods, both in raw ma- 
terial and fabricated form, which 
they depend upon for profitable 
distribution through private chan- 
nels here at home. 


Consider These Facts 


A few individuals possibly asso- 
ciate UNRRA with misdirected, 
super-sized American charity on 
an international basis. Any such 
conception needs to be weighed 
in the light of these facts: 

1. All 44 countries comprising 
the United Nations and nations 
associated with them in the war 
belong to UNRRA. All that have 
not been invaded contribute in 
proportion to their national in- 
come. It is not an exclusive USA 
activity as many assume to be the 


case whenever large outlays are 
made from our public treasury. 

2. The total underwriting of 
UNRRA from all member coun- 
tries amounts to $2,500,000,000; 
the USA portion is $1,350,000,- 
000. Clearly our commitment is 
not excessive if it contributes im- 
portantly to enduring peace. 

3. Far from being theoretical 
or super charitable, the UNRRA 
program is so realistic and essen- 
tial that it constitutes a vital part 
of the war program itself, although 
primarily created to help lay a 
foundation for lasting peace. 

4. UNRRA aid goes chiefly into 
the occupied territories, once they 
are liberated. Since our enemies 
give up occupied territories only 
after the fiercest kind of battling, 
re-occupation entails considerable 
relief and rehabilitation to pro- 
vide, (a) a safe base for further 
military advancement, (b) an eco- 
nomically safe environment be- 
hind the front lines and (c) 
enough freedom from _ pestilence 
and starvation to make it clear 
that victorious reoccupation does 
not bring worse chaos and priva- 
tion than our enemies forced upon 
the same territories. 

5. Immediately following liber- 
ation, previously occupied coun- 
tries will hardly be normal cus- 
tomers for export sales from the 
USA. On the other hand, what 
some can buy with ftmds still re- 
maining in their exiled treasuries, 
plus what some may secure 
through UNRRA, will become the 
means of relaying foundations for 
peacetime exporting. The total 
export volume thereby involved, 
whether computed in tonnage or 
dollars, hardly constitutes conse- 
quential impairment to the goods 
available for domestic sale through 
our distributors and merchants. 
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vs |Another Armistice 
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So much for the basic aspects 
of UNRRA; now let’s consider 
some of its problems. 

Twenty to thirty millions of 
people have been driven from their 
homes. This alone presents to 
UNRRA a tremendous assign- 
ment of identification, repatria- 
tion, transportation and care of 
human beings—greater by far 
than after the last war. 

Fats and oils have usually been 
plentiful in this country, our low- 
est per capita consumption being 
at a rate of about 45 lbs. annually 
compared with 48 to 50 pro-war. 
There are European occupied 
countries today where the per 
capita civilian consumption of 
fats is reliably reported to be as 
low as 8 to 10 lbs. per capita. 


Helping Them to 
Help Themselves 


In the case of food, clothing, 
and other supplies, emphasis must 
be placed on the principle clearly 
enunciated by Director General 
Herbert Lehman of helping liber- 
ated peoples to help themselves. 
Clothing illustrates one facet of 
this principle. The liberated areas 
will want raw materials, cotton 
and wool, as soon as possible, so 
as to utilize their plant and labor 
resources. Considerable time is 
required, however, for a complete 






By ROY F. HENDRICKSON 
Deputy Director General, 
United Nations Relief and 

Rehabilitation Administration 


“The clothing and footwear deficit in Europe is mammoth.” 


operation from raw material to 
finished garment, so they will also 
want cloth which they can them- 
selves fabricate into garments and 
other uses in homes and factories. 
But there will also have to be 
some garments, because of the 








Roy F. Hendrickson, as Deputy Director Gen- 





ROY F. HENDRICKSON 
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eral of UNRRA in charge of the Bureau of Sup- 
ply, supervises the coordinating of require- 
ments of liberated areas, negotiating alloca- 
tions, procurement and delivery of food, medi- 
cines, clothing, raw materials and other items 
needed for relief as well as its agricultural re- 
habilitation program. Before joining UNRRA, 
he was Director of Distribution of the War 
Food Administration for three years. 


Mr. Hendrickson was a reporter and news- 
paper executive for 10 years. He entered gov- 
ernment service in 1933 and was successively 
assistant in the office of the Secretary of Agri- 
culture, Director of Economic Information for 
the Bureau of Agricultural Economics, Director 
of Personnel for the Department of Agricul- 
ture, Administrator of the Surplus Marketing 
Administration, the Agricultural Marketing 
Administration and the Food Distribution Ad- 
ministration. He is the author of “Food Crisis.” 
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time elements, especially work 
clothing, warm clothing for cold 
areas, and garments for those who 
are sick, destitute and homeless. 

The frequent use of the expres- 
sion “relief” alone has given many 
people the impression that all food, 
clothing, medical and sanitation 
supplies, agricultural machinery, 
industrial equipment and raw ma- 
terials are to be provided free of 
charge. 


Some Countries Will Pay 


At least three of the European 
allied countries have more than 
enough funds to their credit 
abroad to pay for all they will 
want to obtain from the United 
Nations. Others can pay in part. 
Hence, we in UNRRA use the 
term “relief and rehabilitation” 
in describing our operation. But 
“rehabilitation” does not mean 
reconstruction. 

Seeds are a good instance. Seeds 
at the right time make it possible 
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Tools 
That 
Sell 


Mechanics, plumbers, electricians, 
end general maintenance men 
whose tools mean job perfection, 
seek perfection in tools. Great 
Neck is their guarantee for good 
work. Great Neck is yours for 
Profits. 


HACK SAW BLADES 


Tough for 
tough metal 
work, satisfy 
and make 
working a 
cinch. Blades 
available 
made of Tung- 
sten Alloy Tool 
Steel. Flexible 
and sturdy, 
they withstand 
the gaff of the 
roughest han- 
dling. Also 
Molybdenum 
high speed 
blades. 


GREAT NECK 
U.S.A. 


KEYHOLE SAW 
BLADES 


Made of Tungsten 
Steel, fit all stand- = 
ard handles. Out- 
standing service and 

fine value make this 
hardware item a 

sure seller. 


Great Neck Saw Manufac- 
turers, Inc., specialists in a 
fine line of various saw 
blades, also carry a splendid, 
fast moving variety of screw 
drivers and wood chisels. 


These may be had 

in handles of wood 
or of Modern Red-and- 
Black Plastic. Craftsmen 
who know what they 
need... know the trade 
mark... 


GREAT NECK 





SAW MANUFACTURERS, Inc. 


Mineola, N. Y. 


| to eliminate the need in one sea- 


son for imports of some foods. 
Fertilizers from other Eastern 
hemispheric areas and tools from 
Canada, the United Kingdom, and 
the United States likewise will cut 
back in a reasonable time needs 
for other bulky items. Provision 
of industrial repairs and raw ma- 
terials needed to provide the mini- 
mum essentials of food and cloth- 
ing are other instances of rehabili- 
tation supplies— which some 
countries can pay for in full. 
Where, what and when UNRRA 
will first provide, and under what 
conditions, depends upon the di- 
rection and timing of military 
efforts and the extent of damage 
done by invading and retreating 
forces. We must plan for the 
liberated areas, country by coun- 
try, on both a “scorched” and an 
“unscorched” basis. If the bombs 


_ and artillery of our invading 


forces and the dynamite and in- 
cendiaries of the enemy in retreat- 
ing destroy homes, transportation, 
public utilities and factories, the 


_ problem becomes more difficult, 


more expensive and longer in 
duration. Two, three, and in some 
cases more than four years of 
enemy occupation, even where 
gunfire has been negligible, have 


| left deep impressions. 


If physical damage is not great, 
or if the liberated area has finan- 
cial resources, UNRRA funds may 


_ not be used at all, or only in the 


sense of a revolving fund——an ad- 
vance to be repaid—or only to 


pay for immediate succor items. 


‘ 


The Procurement Procedure 
To get supplies, UNRRA must 


go to the allocating agencies estab- 
lished by the United States and 
the United Kingdom, namely the 
Combined Boards. There is one 
for food, one for other production 
and resources, one for shipping. 
These boards, whose United 
States members include Donald 
Nelson, Judge Marvin Jones and 
Admiral Emory Land, will consider 
UNRRA requests for products in 
short supply in the light of other 
demands for civilians, for military 
purposes, for normal exports. 
UNRRA will use each country’s 
own existing national procure- 
ment agencies for buying supplies. 
The agency we will deal with in 


the United States will be the 
Foreign Economic Administration 
under Leo T. Crowley. In domes- 
tic procurement, FEA relies in 
turn upon two civilian agencies to 
ask for bids and execute contracts, 
the Office of Distribution of the 
War Food Administration and the 
Procurement Division of the 
Treasury Department. In the case 
of most medical supplies, the Office 
of the Surgeon General of the 
Army does the procuring. UNRRA 
will indicate what items it needs 
and in what quantities. These 
agencies will contact vendors, ob- 
tain samples, obtain bids and ex- 
ecute contracts. 


What Is Needed Most 


The products needed for the 
UNRRA period will be large in 
number. In the food field, wheat 
and other cereals, and fats and 
oils, will dominate the initial flow. 
The protein food shortage is acute 
too in most areas, particularly in 
German occupied areas. Meat, 
especially canned types not requir- 
ing refrigerated transport, dried 
eggs, dried milk and fish, will be 
needed, together with dry peas 
and beans, including soup mix- 
tures with soybean flour, flakes 
and grits as a base. 

Other foods will be needed, but 
in smaller quantity. Limited quan- 
tities of coffee and tea can be sup- 
plied. To millions of homes with 
long, dreary experience with tree 
barks and leaves as coffee and tea 
substitutes, the return of the genu- 
ine article, even  in_ limited 
amounts, will truly symbolize vic- 
tory and liberation. Millions of 
people are known to be medically 
destitute, lacking doctors, dentists 
and medicines. More than 7000 
items will be included in the medi- 
cal and sanitation supply program 
UNRRA will provide. 

Already, at UNRRA’s request, 
FEA and its agent, the Procure- 
ment Division of Treasury, are 
acquiring clothing, used clothing 
that has been re-conditioned, in- 
cluding salvaged army garments, 
and new clothing. Inexpensive 
types are being specified. The 
clothing and footwear deficit in 
Europe is mammoth. The Japanese 
have tried hard to increase cotton 
production in the Far East, but not 
to benefit the people of occupied 
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China, the Philippines, Burma and 
the East Indies. They need it badly 
for military purposes. 

Naples was a shambles; its 
water and power utilities wrecked. 
Their restoration became a public 
health “must.” We may find many 
similar situations. In that connec- 
tion we should not forget that after 


duce the undesirable and costly 
prolongation of the relief period, 
means that the liberated areas 
must be joined to the economy 
of the United Nations without de- 
lay. They must be assisted to pro- 
duce the things wanted by the 
United Nations—to provide a 
basis for a fair exchange of the 


“Seeds at the right time make it possible to eliminate the need in one 


season for imports of some foods. 


World War I, typhus, a disease 
born of filth, killed more people in 
Europe than rifles, cannon, bombs, 
grenades and poison gases. Soap 
and anti-typhus vaccines cannot do 
the job alone; water must be sup- 
plied, purified, and there must be 
fuel to heat it. 

In Europe the occupied areas 
are now fitted to a German war 
economy. The Nazis need many 
products from France, Belgium, 
the Netherlands, Poland, Norway, 
Yugoslavia and other areas. They 
want to get them with least effort. 
It was not enough to start the 
presses printing money. They had 
to keep their vassals alive. Thus 
some rye, fats or sugar are sent to 
Norway, and these and other prod- 
ucts to other areas in return for 
“grist” to be fed to the war ma- 
chine. 


Rebuilding International 
Trade 
Cutting these areas off suddenly 
from even the limited benefits they 
are now receiving presents an im- 
mediate and acute problem of re- 
lief in most instances. But to re- 
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Fertilizers and tools will also help. 


products they can best produce 
for the items they need and can- 
not economically produce. The 
final solution is a major post-war 
problem—a small but healthy 
start cannot wait long. 

While able technicians of the 
refugee governments and experts 
of other nations can anticipate 
quite reasonably the needs of the 
occupied areas, some plans cannot 
be executed until there is confirm- 
ation of needs after liberation. 
This is true to a large extent in 
the case of industrial repairs, pub- 
lic utilities, and inland transport. 
So much will depend on what 
takes place in the days of tran- 
sition from “occupied area” to 
“liberated area,” with the military 
damage factor dominating. But 
some of the standard items, tools 
and materials for repairs can be 
safely stocked when a portion of 
the productive capacity here, in 
Canada, the United Kingdom, and 
elsewhere, can be allocated to this 
task. 

In conversations with many 
business men I find some view 
the liberated areas as an outlet 








Leading American 
Wise Guys! 


Get SOILAX from your jobber. 

Retail Price : 25¢, 1% lbs. 
Economics Laboratory, St. Pasi, Minn. 
SAPD LLIN TIME EIN FNAL 
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re’s a Sale for 





CROQUET 


Most of us have space outside 
the house where the family can 
play and relax. And one game 
in which the whole family can 
join together is croquet—that’s 
why this ever increasingly pop- 
ular sport is called America’s 
family game. 


Check with your South Bend 
Jobber—ist on the quality, 
popular priced line of South 
Bend Croquet; 2nd 

on its large market 

and sales possibili- 

ties; 3rd on possi- 

ble delivery now. 


SALES REPRESENTATIVES 

New York—Julius Levenson, Inc., 
7 East 17th Street 

San Francisco—Standard Toy Agen- 
cies, 718 Mission 

Nashville, Tenn.— Louis Williams 
& Company 

Seattle, Wash.—Leo Scherrer, 2018 
Condon Way 

Los Angeles 14,—Glenn B. White 
& Associates, 122 East 7th St. 


SOUTH/BEND 


AMERICA’S FAMILY GAME 


° Carriages - Children’s Furniture - 
Doll Carriages » made by South Bend Toy Manufacturing 
Co., South Bend, indiana, for over 70 continuous years. 
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for surpluses of wartime produced 
goods while others vizualize an 
opportunity to demonstrate prod- 
ucts, thus pioneering new post-war 
tradeways. 

Doubtless many items in sur- 
plus can be put to good use, not 
only for purposes where UNRRA 
will foot the bill to meet truly re- 
lief needs, but in sales to nations 
which will have resources. And 
doubtless, too, the first acquain- 
tanceship with useful and neces- 
sary products from this and other 
countries will stimulate a desire 
for more from the same source. 
Whatever brand names products 
purchased carry will not be dis- 
turbed. Thus the recipient, if he 
likes the item, will know where to 
get more of the same thing. 

Within recent weeks Nor- 
wegians have discussed with me 
their needs for airplanes for com- 
mercial routes in Norway which 
they want to reestablish as quickly 
as possible; representatives of 
several continental countries have 
discussed their needs for farm ma- 
chinery and hand tools; the repre- 
sentative of a Balkan country 
called attention to the need for 
these items in one discussion; in- 
secticides, machine tools, chemi- 
cals, locomotives and other rolling 
stock, trucks, and fishing gear in- 
cluding small Diesel engines for 
fishing boats. 


Interest in dehydrated foods is 
not limited to their consumption. 
European observers here are anxi- 
ous to obtain machinery to under- 
take the preserving of the prod- 
ucts from their’ first crops under 
liberation. All of them with agri- 
cultural resources emphasize the 
needs for farm machinery which 
if supplied will reduce substantial- 
ly the tonnage of food which will 
be sent. 

It is estimated that under fairly 
productive conditions, a ton of 
farm machinery will produce food 
in one season equivalent to several 
times its weight. No farm ma- 
chinery has been acquired to date. 
It is expected that farm machinery 
will be supplied not only from the 
United States but from Canada 
and the British Isles, which have 
substantial resources, the overall 
amount, however, not more than 
2 to 3 per cent of total produc- 
tive capacity. 


No single quality standard will 
dominate UNRRA’s requirements. 
We will not be in the market for 
luxury items; we will emphasize a 
high degree of utility. We recog- 
nize the economy of emphasizing 
standard items with standardized 
quality factors in a mass purchas- 
ing operation. 

We ‘are determined to guard 
against low quality standards be- 
cause it isn’t good economy in the 
long run and the manufacturers 
in the supplying countries, includ- 
ing the United States, do not de- 
serve to have the quality of their 
product sullied by being credited 
with poor quality. 

We are determined to provide 
adequate safeguards to prevent the 
cornering of relief supplies sent 
to liberated areas in any way 
which might result in their pur- 
chase and re-export to the supply- 
ing countries or other markets to 
enter into competition with nor- 
mal trade flows. This simple and 
equitable principle is not without 
importance; in the past there have 
been instances of deep failure to 
guard against this type of develop- 
ment with serious consequences to 
the country of origin. 


The Real Goal of UNRRA 


Dr. M. L. Walker, of the Tax 
Institute, estimates that ccsts of 
this war, measured solely in 
financial cost to belligerent gov- 
ernments, is now nearly a trillion 
dollars. In the fiscal year, 1944, 
alone, Dr. Walker estimates the 
Allied cost at more than 150 bil- 
lion dollars, with Allied and Axis 
costs up to this year not far apart, 
but with Allied costs now advanc- 
ing faster. 

Financial cost is not a very satis- 
factory way of evaluating war. 
The other and more tragic costs 
must come first. But such cost esti- 
mates help to make clear that a 
reasonable investment in preven- 
tion is prudent. In the face of a 
trillion dollar cost for war, and 
considering what a poor actuarial 
risk the world has proven to be in 
this field, a substantial premium 
rate to insure peace would be ap- 
propriate. 

UNRRA’s program budget of 
$2,500,000,000 represents a pre- 
mium payment the United Nations 
must make. It will prove, we all 
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hope, not only a minimum Puman- | 


itarian effort in helping tv bind up | 


the wounds of war but a helpful 
step toward achieving— not an- 
other armistice — but a lasting 
peace. 
China, Glassware and 
Gifts Prove Value 
As Profit Makers 


(Continued from page 63) 


The china department is also | 


doing very well, with about 10 
patterns being the best sellers. 


Prices range from $7.50 to $45, | 


with the $22 and $30 sets being 


quite popular. China is displayed | 


on a step-up arrangement which is 
easy to keep clean and filled with 
stock. 

Colored pottery is stocked in 
considerable quantity and attracts 
many customers. Mr. Staskey has 
a fine arrangement of colored 
cooking jars and other colored 
pottery and devotes one entire wall 
section to a showing of this mer- 
chandise. The lower shelf of this 
section is devoted to a showing of 
various sized mixing bowls, items 
which housewives will always buy. 

“Our china, glassware and gift 
lines have been life savers to us 
during the critical war period,” 
says Mr. Staskey, “and we intend 
to keep these departments on a 
large scale after the war. We have 
learned much about merchandis- 
ing these items and we like the 
class of trade we get from them.” 

When a woman comes to buy 
china, the clerks tactfully suggest 
other items, too, such as plaques, 
glassware and colored pottery, 
lines which are allied to the 
original item the woman pur- 
chased. Many additional sales are 
made in this manner. 

One special section at the store 
is given over to a showing of 
flower vases and other pottery 
pieces. Prices range from 75 cents 
to $5. The section is of great in- 


terest to local feminine customers. | 


Many of them make regular pur- 
chases to beautify their homes 
while others buy items as gifts for 
birthdays and weddings, etc. 
Window displays several times 
a year and occasional newspaper 
advertising also help the firm to 
call the attention of the customers 
to the new lines. 
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WHEN REPAIR crews Jake er 


They’re doing a great job — those ground crews — re- 
pairing damaged planes and other fighting equipment at 
front line bases, and everywhere. For operating riveters 
and other repair and assembly equipment, air compres- 
sors are powered by sturdy, dependable air-cooled gaso- 
line engines. One ‘more front line duty for the hundreds of 
thousands of Briggs & Stratton engines now “In Service”. 













































J ust as Briggs & Stratton engines 
have been war-proved, so have our 
facilities for manufacture. The way 
those rugged, dependable engines 
have come through with flying 
colors is definite proof that 
Briggs & Stratton high standards 
of quality materials and precision 
manufacture could be, and are be- 
ing maintained in face of wartime 
production schedules. 
















Our engineering and production 
staffs are geared up to help you on 
present war needs, or on your plan- 
ning now for future production of 
gasoline powered equipment. 















“It’s powered right — when it’s 
powered by Briggs & Stratton.” 


BRIGGS & STRATTON CORP. 
MILWAUKEE 1, WISCONSIN, U.S.A. 











BACK THE ATTACK 
BUY WAR BONDS 
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Don't Let Displays Stagnate 


GOOD interior display will 
A invariably attract attention 

and help sell merchandise. 
But any display, no matter how 
good it may be, will lose its pull- 
ing power if it is allowed to re- 
main too long. It’s usually the 
salesman’s job to check up on the 
interior displays, but if business 
is brisk and the store staff is busy 
taking care of customers the dis- 
plays may remain neglected. 

The old saying that “familiarity 
breeds contempt” holds true with 
respect to displays. They may lose 
their effectiveness and customers 
may realize the fact before the 
salesmen realize it. The trouble is 
that they are so close to the dis- 
plays that they do not see them 
in the same light in which they 
are seen by the customers. 

It’s a good idea to visit some 
other local hardware or chain 
stores and look over the displays 
you will find there. Frequently, 
youll discover many ways in 
which your own may be improved 
and you may be able to get a few 
suggestions or impressions regard- 
ing other merchandise which may 
be featured. It’s also a good idea 
to keep in touch with the tie-up 
between displays and stock. There 
isn’t much sense in featuring an 
article and giving it display space 
if your stock of that item is 
scanty. 


Be Carefull 


Good salesmen are always 
mighty careful about the way they 
handle merchandise. No matter 
how much an item ‘may cost, be 
sure that it is always treated with 
respect when you are handling it 
or when you are showing it to a 
customer. Careless handling of an 
article serves to convey the im- 
pression to the customer that if 
the salesman doesn’t treat it care- 
fully it can’t be worth much. The 
next thought to flash across his 
mind is that maybe he’s being 
charged too much for it. Once 
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let that impression enter his mind 
and you've lost a sale. 
Merchandise is hard to get to- 
day. And that’s another reason 
why it should be treated and han- 
dled carefully. Every item in the 
store must be kept in salable con- 
dition. If it isn’t it will be wasted 
and waste is a condition which 
cannot be tolerated today. So 
make it a point to treat every item 
you sell or handle with respect. It 
will make you a better salesman. 


Help the Newcomers 


The requirements of the armed 
forces and the needs of war-time 
production have imposed a heavy 
problem on retail stores through- 
out the country and the hardware 
store is no exception to the general 
rule. Salesmen and saleswomen 
have left and their places are be- 
ing filled by newcomers. But there 
is usually a nucléus of experjented 


sales help to be found in the stores 
and upoh these “old timers” falls 
the job of instructing the recruits 
in the art of selling. 


Many of these people have 
never before engaged in retail sell- 
ing. Everything is new to them 
from a knowledge of the stock to 
the making of the actual sale. Why 
not help them in their work? It 
takes a little time, to be sure, but 
it will be time well spent. Any- 
thing you can do for them will 
help the organization of which 
you are a part. Show them how 
to handle a sale. Help them in 
obtaining a knowledge of the mer- 
chandise they are selling. And be 
sure to treat them as fellow work- 
ers and not as outsiders. Your ac- 
tions will be noticed and you will 
be building for the future. You 
will help the newcomers, you'll be 
a tower of strength to your em- 
ployer and you'll make yourself 
an indispensable asset to your 
firm. 





| Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40 poor, and 
20 very poot. The correct answers to these questions will be 


found on page 124. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Endorsements of checks and notes are generally made for 
two purposes. Can you name them? 

2—A dealer retails water hose at $3.19 per 50 ft. coupled 
length. Delivered cost is $2.13. If he reduces the price to 
$2.98 to meet competition, what margin on the selling price is 
he obtaining on the remainder of his sales? 

3—Unqualified endorsements are of two types: (1) in full 
and (2) in blank. Can you illustrate the two types? 

4—Total current assets in a business are $15,000. Accounts 
receivable are $6,000. Determine what percentage accounts 
receivable are of the current assets. 

5—A retail store whose inventory is larger than $50,000 
or whose annual sales are greater than $200,000 is subject to 
the Consumers Goods Inventory Limitation Order L-219. Is 
your business subject to this order? 

(Answers on page 124) 
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Hardened steel cylinder pressed into pumping 
head assures long life. 


Steel plunger ground, polished and closely fit 
ted to steel cylinder prevents by-passing of 
lubricants. 


Powerful toggle action between lever handle 
and plunger assures effortless operation. 


Barrel threads set back 1/16”—provides a pro- 
tecting edge— acts as a guide to prevent cross- 
ing. 

Barrel to head sealing gasket is retained in 
groove. 

Follower rod is pushed back into barrel after 
gun has been filled. 

Double lip one piece Linpak follower backed 
with heavy steel discs prevents leakage and 
assures positive vacuum for suction filling. 










LEVER TYPE GREASE GUNS 
“The Finest That 


10. 
11. 


12. 
13. 


14. 


Do more than before - | 
_ BUY EXTRA BONDS 








Can Sug" 


Linpak material is tough, resilient and imper- 
vious to grease and oil. Follower fits closely 
and has long service life. 


Linpak follower cup acts as a seal on follower 
rod to prevent leakage. 


Spring presses follower assembly against lub- 
ricant, assuring positive prime and elimination 
of air pockets., 

Filler nipple permits loading from a Lincoln 
Filler Pump. 

Sturdy handle—just the right shape for easy 
operation. 

Check valve easily accessible for cleaning. 
Lincoln Hydraulic Coupler for contacting Kleen- 
seal or Hydraulic fittings. 


Heavy knurling on gun barrel assures positive 
grip. 





LINCOLN 


Model 1035 Heavy-Duty Lever Gun 


1 


Proneer Builders of Engineered Lubricating Equipment 
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NO. 4305 
F Controller 


c,-D. C 


ist Price $27.50 
Shipping Wa 164 Ibe. 





There WO SUBSTITUTE 


For Experience 


Experience is a vital factor in the produc- 
tion of electric fence controllers. The sound, 
practical experience built into thousands of 
Electro-Line Farm Fence Controllers, assures 
lasting, dependable service in everyday 
operation. That service is important to you 
and to the farmers you serve. 

You sell dependability . . . you sell 
quality... you sell lasting service when you 
sell your customers Electro-Line Farm Fence 
Controllers. 

Anticipate your requirements as far 
ahead as possible. Cooperate in every 
reasonable way with your jobber. This will 
relieve the problem of distribution at the 
time of peak demand. 


Sold 
Through 
Gobbers 

Only 


ELECTRO-LINE FENCE COMPANY 


120 North Broadway 


Milwaukee 2, Wisconsin 
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| with the same company and 





HENRY W. PLEIS- 
TER, president of the Dia- 
mond Expansion Bolt Com- 
pany, Inc., and associated 
companies, Garwood, N. J., 
is 76 years of age and has 
rounded out a half century 
in the hardware business, 
all of which has been spent 


its predecessor. Mr. Pleis- 
ter entered the employ of 
the company’s predecessor, 
Henry B. Newhall, in 1894, 
as an office boy and filing 
clerk. In 1903 he became 
salesman for the Diamond 
Expansion Bolt Company, 
Inc., and shortly after was 
promoted to the position of general manager. In 1908 
he became vice-president and general manager of the 
company and in 1933 was elevated to the position of 
president. From 1909 to the present he has been awarded 
over 150 patents in the United States, Canada and En- 
gland. The principal subjects covered in his patents are 
expansion bolts and anchors, cable clamps, toggle bolts, 
bridle rings, stone and masonry drills, pole line hardware, 
method of making matchplates for sand castings, and 
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methods and apparatus for coating small articles by the 
centrifugal process with molten spelter in galvanizing. 
Mr. Pleister has had many outside interests. He is a 
member of the American Society for Testing Materials, 
Committee A-5 on corrosion of iron and steel, particu- 
larly on rust resistant coatings and hot dip galvanizing; 
formerly a member of the American Society of Mining 
and Metallurgical Engineers; a member of the Commit- 
tee on Patents and Research and the Auditing Committee 
of the National Association of Manufacturers. He is a 
member of the New Jersey Planning Board, and from 
1930 to 1938 was a member of the Town Council of West- 
field, N. J., serving as mayor from 1938 to 1940. For 
many years he has been trustee and president of the board 
of the Presbyterian Church of Westfield. His hobbies are 
sailing, fishing and painting, specializing in marines in 
oils. 


JOSEPH BECVAR, director 
of the development department of 
the Grand Home Appliance Com- 
pany, Cleveland, Ohio, is 73 years 
of age and is celebrating his 50th 
year as a stove designer. Born 
and raised in Cleveland, Mr. Bec- 
var started in the business in 
1894, In those days, one of the 
main selling points of a stove was 
said to be its ornamentation 
which is quite a contrast with 
the present demand for cooking 
results, cleanability and conven- 
ience. Although he has rounded 
out a half century in the business, he is on the job daily 
at 8 a.m. and drives 15 miles to work. Mr. Becvar re- 
cently made his first visit to a radia studio as guest star 
on the “What’s Cookin” broadcast presented over station 
WJW, Cleveland’s Blue Network outlet. 





JOSEPH BECVAR 


JOHN S. SPOERL, treas- 
urer of the Spoerl Hardware 
Co., Hamilton, Ohio, is 85 
years of age and has spent 
70 years in the hardware 
business. This long term of 
service justly gives him the 
distinction of being known 
as the oldest hardware re- 
tailer in Ohio. Mr. Spoerl was 
born April 13, 1859, and in 
1874, at the age of 15, en- 
tered the employ of Davidson 
& Schliep, which firm oc- 
cupied the present location of 
the Spoerl Hardware Co. At 
the age of 29, Mr. Spoerl 
bought out Mr. Davidson and became sole owner until 
1923. At that time the business was incorporated with 
Martin J. Spoerl, president; Robert E. Spoerl, vice-presi- 
dent; John S. Spoerl, treasurer, and Sam S. Spoerl, secre- 
tary. He is still extremely active in the business and in 
the store throughout every business day. His chief hob- 
bies are gardening and taking care of his lawns. 





JOHN 8. SPOERL 
and MRS. SPOERL 
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i ROAD TO TOKIO— 


A nice peaceful tropical island,— nix! Hidden 
from enemy eyes and camouflaged to blend with 
foliage, the Japs will be most unhappy to find our 
men and materials, guns and equipment in irre- 
sistible numbers. 


We on the home front can’t see them either. But 
we do see the tremendous resources, facilities and 
manpower that it is taking to defeat the enemy. 
Good Americans and Allies all, we face these 
sacrifices and tribulations of today to assure the 
freedoms of tomorrow. 


When peace is won we will be happy to offer 
the advantages and opportunities of an even 
greater Hamlin Line to our friends both old and 
new. Greater because from this war can come a 
way of life benefited immensely by increased 
facilities, new ideas and an eagerness to serve. 
You'll benefit to remember Hamlin. 





AMIGO 


METAL PRODUCTS CO., AKRON, OHIO 
é « 
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PUBLISHED BY GENERAL ELECTRIC LAMP DEPARTMENT, NELA PARK, CLEVELAND, OHIO 





Latest report tells plain facts about 
future supplies of G-E lamps 





The light bulb situa- 
tion seems to be con- 
siderably brighter than 
a year ago. 

The shortage of metals 
used in manufacturing the G-E Mazda Lamps 
you sell has eased up somewhat. Fluorescent 
lamp stocks are reasonably good, and no im- 
mediate shortage of these popular G-E Mazda 
“‘F”’ Lamps is anticipated. 

The filament lamp stock situation is better 
than a year ago. BUT there is some shortage 
and it will probably continue. 








Here’s an up-to-the-minute statement indicating 
present prospects for more light bulbs 


Here’s why: Demands from the armed serv- 
ices and from wartime industry have been on 
the increase; the flu epidemic of last Decem- 
ber and January caused serious production 
losses; the tightening of the draft situation is 
being felt in bulb factories as machinists and 
maintenance men are being drawn into the 
armed services, thus curtailing the production 
efficiency of lamp machinery. 


However, 1944 promises to be a good light 
bulb year, with enough lamps for all essential 
needs, although you may feel the scarcity of 
certain types and sizes. 





QUICK QUIZ on War Lamps 


CHECK YOUR SCORE and discover the surprising number of lamps 





needed to supply our armed forces. 











Question: 
Answer: 


== Question: 


Answer: 


Question: 
Answer: 


How many lamps are used on a submarine? 


About 800. And each performs a vital task that 
helps make it possible to live, work and fight 
underseas. 


How many G-E lamps for a life jacket? 


Only one lamp. But, that single lamp can be the 
difference between life and death for men lost 
at sea. 


How many lamps to outfit a Seabee Battalion? 


Around 3,300. And that means a vast number 
of different uses of light ... from tiny indicators 
to high-power lamps for special jobs. 








It IS your future . . . your life, 
your home, your lans for to- 
morrow ... that War Bonds can 
protect. For, as our armed forces 
move ahead, the extra money you 
provide helps to build overwhelm- 
ing military power—indestructi- 
ble power to speed the final day 
of victory. Be a saver—not a 
spender. Invest your savings in 
War Bonds! 


KEEP BUYING WAR BONDS— 
KEEP THE WAR BONDS YOU BUY! 





Hear the General Electric radio programs: ‘The G-E All-Girl Orchestra” Sunday 10 p.m. EWT, NBC; “The World Today” nets, every weekday, 6:45 p.m. EWT, CBS. 
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EIGHT HUNDRED non-electric 
iceboxes having a market value of $60,- 
000 have been sold as Federal surplus 
property, the Procurement Division has 
announced. Declared surplus by the 
Army Medical Depot in Louisville, Ky., 
the boxes were offered for sale by 
sealed bid, on the basis of OPA “as is” 
ceilings. 

The Division said the transaction had 
“all the elements” of a sale of Federal 
surplus property, as they have been out- 
lined recently. The sale involved co- 
operation between Government agencies 
for the establishment of ceilings; it in- 
volved a “goldfish bowl” public open- 
ing of bids; efforts to place the ma- 
terials back into use quickly, and to 
meet critical consumer needs. 

Ernest L. Olrich, Assistant to Secre- 
tary Morgenthau in charge of disposals, 
said he was “satisfied that the sale was 
conducted with a minimum of waste 
motion and fairness to everybody con- 
cerned.” 


2 tf 


ASSURANCE HAS BEEN 
GIVEN WPB by the Galvanized Ware 
Manufacturers Industry Advisory Com- 
mittee that the industry, although faced 
with growing difficulty in obtaining gal- 
vanized sheet during the remainder of 
1944, is making every effort to supply 
an adequate quantity of picking pails 
in fruit producing areas. Industry mem- 
bers said that they had been able to 
place orders with the steel mills to the 
extent of their present and advance 
allotments and, when further WPB al- 
lotments are made, they would make 
every effort to place orders .as cancel- 
lations occur at the mills. Responding 
to a recent request from the WPB Con- 
sumers Durable Goods Division, Com- 
mittee members pointed out that the 
industry has already been making large 
shipments to the West Coast areas, 
where picking is now in progress, and 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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expects that total shipments within 
the next few weeks will be sufficient 
to meet immediate requirements. 


xk 


THE WPB SMALL ARMS IN- 
DUSTRY ADVISORY COMMIT- 
TEE has approved a proposal for lim- 
ited resumption of the manufacture of 
shotguns, rifles, pistols and revolvers, 
production of which has been forbid- 
den since February, 1942. The proposal, 
which has still to receive WPB ap- 
proval, was submitted to the committee 
by the Government Division of WPB’s 
Office of Civilian Requirements. Even 
if it were to receive immediate ap- 
proval, officials said, the small arms 
probably would not reach the market 
until sometime in 1945. 

Representatives of WFA have in- 
formed WPB that there is an urgent 
need for a replacement stock of small 
arms to protect over 51,000,000 sheep 
and 82,000,000 cattle from coyotes and 
other predatory animals. Ducks, phea- 
sants, rabbits and other crop-destroy- 
ing animals and birds must be con- 
trolled in order to obtain agricultural 
output, according to WFA. 

Production of small arms was stop- 





Latest News on 
PRIORITIES 

and 
WAR-TIME ORDERS 
on page 100 








ped in February, 1942, under the terms 
of Order L-55. Remaining stocks on 
dealers’ shelves were frozen shortly 
afterwards by Order L-60, and most of 
the supply of small arms was subse- 
quently taken over by the Army or 
utilized for essential civilian needs. As 
a result, members of the Small Arms 
Industry Advisory Committee said deal- 
ers’ shelves are now practically de- 
pleted of these small arms, and repair 
parts are extremely scarce—non-exist- 
ent in most cases. 

In the five normal production years 
prior to 1942, an average of 1,056,000 
small arms for civilian use was pro- 
duced each year, representatives of the 
Government Division reported. The sug- 
gested program, calling for an output 
of 495,000 units, follows a pattern sim- 
ilar to that of normal production in 
respect to the breakdown of types and 
models, they said. To meet this pro- 
posed goal, 6,966,665 Ib. of carbon steel 
and 975,250 Ib. of alloy steel would be 
required. 


x«x*«k 


MEMBERS of the Flatware Manu- 
facturers Industry Advisory Committee 
have been told that present restrictions 
on the use of stainless steel, nickel, and 
copper and copper base alloy are not 
expected to be relaxed in the imme- 
diate future, says WPB. 

The supply of chrome for stainless 
steel remains limited, and the copper 
situation has not improved sufficiently 
to permit relaxation of restrictions on 
use except to further the war effort. 

The supply of nickel is fairly steady 
but hardly more than sufficient to meet 
demand from month to month, IAC 
members were told. Permission to use 
a larger quantity of nickel chemicals 
and anodes for silver plating could not 
be granted at this time except at the 


(Continued on page 109) 
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Savory, Inc., Acquires Stock 
Control Of Lisk Mfg.— 


No Change in Operations 


Ashley F. Wilson, president, 
Savory, Inc., 90 Alabama St., 
Buffalo, N. Y., has announced 
that stock control of the Lisk 
Mfg. Co., Ltd., Canandaigua, 
N. Y., was recently acquired by 
Savory, Inc. Operations of the 
Lisk Mfg. Co., Ltd., will con- 
tinue unchanged under the pres- 
ent management. C. C. Keehn 
remains as president, W. F. 
Lewis as vice-president, Frank Le 
Boutillier as ~ secretary, and 
George W. Urstadt as treasurer. 
Ashley F. Wilson, Jr., vice-presi- 
dent of Savory, Inc., has been 








elected vice-president of Lisk 
succeeding Dr. Jared A. Reed. 

Both companies are large man- 
ufacturers of kitchen utensils 
and other metalware including 
enameled ware, galvanized ware, 
tinware and japanned ware, etc. 
Savory operates plants at Buffalo, 
N. Y., and Newark, N. J. Lisk 
operates plants at Canandaigua, 
N. Y., and Newark, New York. 
This tie-up is expected to result 
in greatly increased productive 
capacity for meeting heavy post- 
war demands. 








CONGOLEUM-NAIRN 
APPOINTS MORRIS 
AS DISTRIBUTOR 
Congoleum-Nairn, Inc., Kear- 
ney, N. J., has announced the ap- 
pointment of the Morris Distrib- 
uting Co., Inc., Binghamton, 
N. Y., as distributors of, Con- 
goleum-Nairn products in the 
Binghamtan area. The appoint- 
ment became effective June Ist. 


ANDREW MANAGES 
BROWN-CAMP HDWE. 


G. B. 
elected vice-president and general 
manager of Brown-Camp Hdwe. 


Co., wholesalers, Des Moines, 





G. B. ANDREW 
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Andrew was recently | 


| 
| 





lowa, at a special meeting of the 
board of directors.- Mr. Andrew 
has been connected with the com- 
pany since 1916, and has been 
vice-president since 1942. For 
many years he had been in charge 
of the stove department. Also 
elected at the same time were the 
following officers: E. C. Fink- 
bine, president; Fred Green, vice- 
president; R. L. Rockholz, vice- 
president; G. A.-+ Stegmann, 
treasurer; W. L. Englebrecht, 
secretary; and E. A. Edwards, as- 
sistant secretary. 
COGGIN HEADS OIL 

BURNER CONTROLS DIV. 

DETROIT LUBRICATOR 


The appointment of F. G. Cog- 


| gin as manager of the oil burner 
| controls division of the Detroit 
| Lubricator Co., Detroit, Mich., 


has been annoynced by E. J. 


| Doucet, general sales manager. 


P. S. Russel, who formerly held 
this position, is devoting his ef- 


forts to research and develop- [ 


ment. 


MARCUS PRESIDENT . 
PURCHASING AGENTS 
ASS’N OF LOUISVILLE 


Calvin H. Marcus, secretary- 
treasurer of the Edward H. Mar- 


cus Paint Co., Louisville, Ky., 
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has recently been elected presi- 
dent of the Purchasing Agents 
Association of Louisville to suc- 
ceed L. G. O’Connor. Malcolm 
Mason, Peaslee-Gaulbert Corp., 
Inc., 226 N. 15th St., Louisville, 
was named a director. Prior to 
his association with the Edward 
H. Marcus Co., Mr. Marcus was 
an official of the old Lampton 
Crane & Ramey Co. and its as- 
sociated Sterling Paint & Color 
Co. 


AIKEN TO MANAGE 
NEW N. Y. OFFICE 
REPLOGLE GLOBES 


Arthur W. Aiken, formerly ad- 
vertising manager, Replogle 
Globes, manufacturers of globes 
showing the continents of the 
world, will manage the New 
York offices of the company to 
be opened as of June 15 in 





ARTHUR W. AIKEN 


Room 806 in the Fifth Avenue 
Building, 200 Fifth Avenue, New 
York 10, N. Y. 


RADIO MANUFACTURERS’ 
CONFERENCE TO BE IN 
CHICAGO JUNE 6-7 


The second war production 
conference of the Radio Mfrs.’ 
Ass’n, in connection with the 
20th annual membership meet- 
ing, has been planned for June 
6-7 at the Stevens Hotel, Chi- 
cago, Ill. There will be no exhib- 
its or meetings for jobbers or 
dealers and no banquet or. social 
features. ° PA 


A. MILLER PRES. 
CHICAGO WHEEL & 
MANUFACTURING CO. 


Arthur J. Miller has recently 


Chicago Wheel: & Mfg. Co., pro- 





ARTHUR J. MILLER 


ducers of mounted wheels, grind- 
ing wheels, and allied abrasive 
products, Chicago, Ill. He suc- 
ceeds his father, the late Henry 
E. Miller, who founded the com- 
pany in 1894. In 1915, Arthur 
' Miller joined the company in the 
special formula department, and 
in 1926 he was elected treas- 
urer. He was instrumental in 
many developments including in- 
dustrial type mounted wheels, 
high speed electric grinders, and 
various processes used widely 
throughout the abrasive industry. 
Also associated with Mr. Miller 
and the company are: Irving 
Danielson, vice-president; A. J. 
Miller, Jr., treasurer; and Arthur 
T. Dalton, secretary and sales 
manager. 


CRAWFORD ADVANCED 
BY CLEVELAND CAP 
& SCREW COMPANY 


The Cleveland Cap & Screw 
Co., Cleveland, Ohio has ap- 
pointed Deane C. Crawford gen- 
eral sales manager of the full 
finished cap screw department. 
William C. Cooke has been 
named sales manager of the aero- 
nautical and alloy steel division 
of the company and A. G. 
Thomas is general purchasing 
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Worcester Lawn Mower Co. 


Moves to Chicopee Falls, Mass. 


Another change in industry 
attributable to the war is the 
moving of the Worcester Lawn 
Mower Co., formerly located at 
Worcester, Mass., to new quar- 
ters at Chicopee Falls, Mass. 
Announcement of the change was 
made by Fred F. Hickey, presi- 
dent of Savage Arms Corp., 
which acquired the company in 
March. Mr. Hickey said the 
company is established in its new 
quarters, and is prepared to ser- 


vice mowers and supply parts. 

“The Worcester Lawn Mower 
Company was established in 
1904,” Mr. Hickey said. “Just 
prior to the war, its line of mow- 
ing equipment was streamlined to 
four models, each designed to 
fill the need for a high-grade 
mower in its own price class. 
As soon as materials become 
available, production of mowers 

. will be resumed at the new 
location.” 








SCHAFER WESTERN 
REGIONAL SALES MGR. 
FOR HOTPOINT 


Ward R,. Schafer has been ap- 
pointed regional sales manager 
of the western region for Edison 
General Electric Appliance Co., 
Inc., makers of Hotpoint appli- 
ances, according to an announce- 
ment by G. H. Smith, general 
sales manager. Headquarters are 
in San, Francisco for the region, 
which eomprises the districts of 
Salt Lake City, Los Angeles, and 
Seattle. 


Mr. Schafer joined Hotpoint in 





1924 as an engineer in the com- | 


mercial cooking sales division. 
Later he was manager of the 
product service division for six 
years, and when the war inter- 
rupted manufacturing and sales, 





WARD R. SCHAFER 


JUNE 8, 1944 








he was manager of the range 
sales division. When the Govern- 
ment mobilized the nation’s engi- 
neering skill for the gigantic war 
building task, -he joined the 
George A. Fuller Co. as superin- 
tendent of construction on a 
$30,000,000 butadiene. plant now 
being operated by Sinclair Rub- 
ber Inc. near Houston, Tex. He 
rejoined Hotpoint upon comple- 
tion of the construction. 





MAHAN DIRECTS SALES 
OF ONCO & CARTER 
PRODUCTS FOR ONTHANK 


J. W. Mahan, formerly Chi- 
cago district manager for The 
Paraffine Co., has recently been 
selected as director of sales on 
“Onco” and “Carter” merchan- 
dise for the G. W. Onthank Co., 
11th and Cherry Sts., Des Moines 
9, Iowa. Mr. Mahan had been 
associated with The Paraffine 
Co. for the past 14 years. He 
will, for the present, have his 
headquarters at the Chicago of- 
fice, 1498 Merchandise Mart 
Bldg. 
ELECTROMASTER NAMES 

MILES DISTRIBUTOR 


Gerald Hulett, vice-president 
of Electromaster, Inc., Detroit, 
Mich., recently announced the 
appointment of Pierre L. Miles 
Co., Chicago, Ill., as mid-west 
sales representative for Electro- 
master domestic ranges and water 
heaters. The territory will in- 
clude Chicago, and northern IIli- 


nois, Indiana, Wisconsin, and 
Minnesota. Mr. Miles has been 
affliated with the electrical ap- 
pliance industry since the begin- 
ning of his business career. He 
spent 22 years with Edison Gen- 
eral Electric Appliance Co., Inc., 
Chicago, Ill., and more recently 
served as sales manager for Nash- 
Kelvinator Corp., Detroit, Mich. 


GOODYEAR UNIT 
HEADED BY JOSLYN 


C. P. Joslyn has been chosen 
sales manager of the synthetic 
sales division of the Goodyear 
Tire & Rubber Co., Akron, Ohio. 
Operating in this division and 
responsible to Mr. Joslyn will be 
H. R. Thies, manager of plastics 
and chemical sales; A. F. Lande- 
feld, manager of Pliofilm sales; 
O. C. Pahline. in charge of floor- 
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Cc. P. JOSLYN 


ing sales, and H. D. Herbert, 
manager of Airfoam sales. This 
division is charged with the re- 
sponsibility of exploring the vast 
possibilities for postwar sales of 
synthetic rubber products and 
readying Goodyear for instant 
participation as soon as the mar- 
ket opens up. 

Mr. Joslyn has been with the 
company since 1926. He has 
served in the Chicago area in 
mechanical. goods sales, was 
mechanical goods sales manager 
in the eastern division from 1931 
to 1941 and then assumed direc- 
tion of fuel tank contracts under 





the war program. 











ROY W. JOHNSON JOINS 
WARREN TELECHRON 


Roy W. Johnson has recently 
been appointed general sales 
manager in charge of all com- 
mercial activities of the Warren 





ROY W. JOHNSON 


Telechron Co., Ashland, Mass. 
Mr. Johnson was formerly direc- 
tor of the facilities bureau of the 
WPB, and prior to that was as- 
sociated with the General Elec- 
tric Co. and the Schick, Inc., in 
sales and advertising capacities. 


BLAKESLEE NAMED 
RCA EASTERN 
SALES DIRECTOR 


M. F. Blakeslee has been se- 
lected as eastern regional mana- 
ger for the sale of all RCA Vic- 
tor products for the RCA Victor 
division of the Radio Corp. of 
America. He will be in charge 
of the eastern seaboard territory 
extending from Maine to Vir- 
ginia and from New York to 
Cleveland. 

BORLAND MANAGES 

WESTINGHOUSE LAMP 

LOS ANGELES OFFICE 


Richard B. Borland, formerly 
an application engineer for -the 
Westinghouse Lamp Division, in 
Los Angeles for 14 years, has re- 
cently been appointed manager 
of that office. In his new posi- 
tion, Mr. Borland will have 
charge of all activities of his or- 
ganization in the southern Cali- 
fornia area. 
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We are manufacturing 


..- but only a fraction 
of what is needed 
at home 


You can put your finger just about 
anywhere on the globe—land or 
sea—and chances are you will have 
marked a spot where chain, in one 
form or another, is doing a fight- 


ing job. 


Though the C-M plants are working 
*round the clock, our armed forces 
and essential wartime industries 
have first call on C-M production. 


We realize this imposes some hard- 
ship on hardware trade dealers and 
our distributors, but the BIG JOB 
comes first and you would have it 
no other way. 


As materials and production of va- 
rious types and sizes of chain may 
be released, we will equitably dis- 
tribute such production to the best 
of our ability. 





MORRELL ASSISTS 
PRES. AMERICAN CHAIN 
LADDER COMPANY 


Eric Morrell has recently been 
appointed assistant to Noel L. 
Dahlander, president of the 
American Chain Ladder Co., Inc., 
151 E. 50th Street, New York 
City. This new assignment will 
consist largely of coordinating all 
phases of the company’s activi- 
ties. Well known’ for his work 
in the field of industrial re- 
search, especially throughout the 
South, Mr. Morrell was director 
of research and managing editor 
for a group of industrial publi- 
cations for several years prior to 
joining the American Chain 
Ladder Co., Inc. Although he 
will make his headquarters in 
the company’s New York office, 
much of his time will be given 
to the plants. 


BICYCLE INSTITUTE 
CANCELS MEETING 


N. R. Clarke, president, Bi- 
cycle Institute of America, Inc., 
has announced that the one day 
summer meeting of the Institute 
and its affiliated groups sched- 
uled for June 22 at the Hotel 
Drake, Chicago, Ill., has been 


cancelled. 


MILLIGAN PRESIDENT 
MILLIGAN HDWE. & 
SUPPLY COMPANY 


T. V. Milligan has recently 
been elected president of The 
Milligan Hardware & Supply Co., 
Mill supply distributors and retail 
hardware dealer, East Liverpool, 
Ohio. In connection with the re- 
organization of the company, the 
following officers also were 





elected: Mrs. Minne G. Milj 
gan, vice-president; Mrs. My 
garet M. Thompson, treasurer 
Harry D. Hoffman, secretary, ay 
Thomas H. McKinnon, genen 





THOMAS McKINNON 


manager. Mr. Hoffman and M.. 
McKinnon have both been made 
directors of the company. Mr. 
McKinnon has been with the 
company about 25 years, and 
formerly was in charge of the 
outside sales. His new position 
will entail full charge of all pur 
chases and sales. This company 
was established in 1882. 





GUS J. SCHAFFNER 
MOVES OFFICES 


Gus. J. Schaffner Co., mani- 
facturers of “Little Doc” first aid 
kits, and formerly located at 534 
California Avenue, has moved to 
4 California Avenue, Avalon, 
Pittsburgh, Pa. The change of 
location was necessitated by the 
expansion of manufacturing fs 
cilities taking place continuously. 











COLUMBUSsMcKINNON 
CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., Tonawanda, N. Y. 
SALES OFFICES: New York, Chicago, Cleveland, San Francisco, Los Angeles. 
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WILLIAM WEBSTER HONORED AT DINNER FOR 50 
YEARS’ SERVICE: William R. Webster, metallurgist and 
chairman of the board of directors of the Bridgeport Brass 
Co., Bridgeport, Conn., was the guest of honor at a testi 
monial dinner in recognition of his 50 years in behalf of the 
American Society of Mechanical Engineers. Mr. Webster # 
shown in the center. The principal speaker at the dinner. 
given by the Bridgeport section of the A.S M.E. at the Algon- 
quin Club in Bridgeport, was W. Gibson Carey, Jr., left, 
president of the Yale & Towne Mfg Co., New York City. 
The toastmaster was Col. Herman W. Steinkraus, right, 
president of the Bridgeport Brass Co. 
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SCHWARTZ OPENS 
PLANT IN MILWAUKEE 
Myron E. Schwartz, -who had 

been affiliated with the Schwartz 
Mfg. Co., Two Rivers, Wis., re- 


MYRON E. SCHWARTZ 


cently sold his interests in the 
latter company and has opened 
a new factory in Milwaukee. 
Wis., to be known as Myron E. 
Schwartz, Inc., 234 N. Broadway. 
Mr. Schwartz is president of this 
new company and has been con- 
nected with the dairy industry 
for nearly a quarter of a century. 
He started to make milk filter 
disks in 1921 and since then has 
pioneered the use of and helped 
to develop many dairy items. 
The brand name of the new line 
is to be Kleen Test, and Mr. 
Schwartz advises that under 
that name will be produced and 
distributed a complete line of 
milk filter disks, flannel squares, 
filter rolls, cheese, bandages, sed- 
iment tester disks, etc. 


PALMERTON ASS’T 
MGR. RADIO DIV. 
WESTERN ELEC. CO. 


P. L. Palmerton, formerly 
radio merchandise manager, has 
recently been advanced to the 
position of assistant manager of 
the radio division of Western 
Electric Co. D. C. Hickson, man- 
ager of the division’s office in 
Washington, D. C., prior to his 
new appointment, has_ been 
made staff assistant. 





ALLEN MFG. CO. 
ANNOUNCES LOW PILOT 
OIL BURNER 


An announcement of interest 
to the heating appliance trade 
has recently been made by the 
Research Laboratory of the Al- 
len Mfg. Co., Inc., Nashville, 
Tenn., concerning the completion 
of its new low pilot pot-type oil 
burner development. This burner 
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is ready for production as soon 
as the WPB gives the green sig- 
nal. It is standard with Under- 
writers’ Laboratories, Inc., and 


for the past three seasons has | 
been field tested in different sec- | 
tions of the U. S. It is adaptable | 
to furnaces, space heaters and | 


is made in 
10-in. burner 


water heaters. It 
three sizes, the 


consuming 1/33 of a gallon of | 


fuel oil per hour. The burner 
will operate with equal efficiency 
on either natural or forced draft. 





NEWMAN GEN. MGR. 
NAGELL HDWE., INC. 


Nagell Hardware, Inc., Minne- 
apolis, Minn., 
nounced that Russell 
has succeeded Mr. 
who has resigned as 
manager. E. H. Perry has been 
named the manager of the East 
Hennepin branch and Mr. 
Spooner is manager of the Lake 
Street branch. Mr. Dudley is 
now buyer of general hardware 


lines, Mrs. Helm of kitchen- 


recently an- | 

Newman | 
Andriesen, | 
general | 


ware, Mr. Hoie of paints and | 


Mr. Larson of tools. 





BERNARD GOULD HEADS 
GILLETTE MARKET 
RESEARCH DEPARTMENT 


The Gillette Safety Razor Co., 


Boston, Mass., has recently insti- | 


tuted a market research depart- 
ment and has named Bernard 
Gould as its manager. Mr. Gould 
has .been associated with the 
sales department of the company 
since 1935, and prior to the pres- 
ent was assistant to the vice- 
president in charge of sales. He 
has devoted a great deal of his 
time to supervising research 
work in test markets used by 
Gillette to determine the effec- 
tiveness of sales and advertising 
promotions. In 1942, on leave of 
absence, he spent several months 
in a civilian capacity with the 
War Department in Washington, 
attached to the headquarters of 
the American Service Forces. 





BERNARD GOULD 
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EL CONSTRUCTION 
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CLEAN-EASY 


PORTABLE AND TRACK 


MILKERS 


See the milker that’s designed to promote 
sanitation ... sell the new Clean-Easy port- 
able and track models soon to be available 
in steel construction. Your dairy farm 
trade will be asking for Clean-Easy-.. . the 
milker that’s finished in sparkling white 
enamel, easy to keep clean! Yes, and 
Clean-Easy is EASY TO SELL, too! Write 


today for complete information, quotas, 


territories and prices. 


Write DEPT. 227 
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Quickly and easily 
removes rust from 
chromium 


attractively packaged, with a good profit, and 
helps other sales. It removes rust in a matter 
of minutes, is an excellent chromium cleaner. 
Those hard-to-remove stains on vitreous 
enamel rapidly disappear with RUST-I-CIDE. 


If you are not stocking RUST-I-CIDE, do so now 
... it is inexpensive: 4 oz. bottles—25c, 8 oz.— 
45c, 16 oz.—75c, quart—$l.20 (and gallon— 
$3.60), with a better-than-average profit for you. 
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| This ideal rust remover belongs on every hard- ! 
; ware counter. RUST-I-CIDE is a rapid seller, 
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\ Call your distributor; if he can- , 
not supply you 


WRITE US, TODAY! 
RUSTICIDE PRODUCTS CO. 


CLEVELAND 14, OHIO 





3125 PERKINS AVE. 





| Hotpoint Post-War Survey Shows 


61 per cent of the builders will 
be families who 


survey conducted by the Edison 





| Ine., 5600 West Taylor St., Chi- 
| cago, Ill. This survey, which con- 
sisted of the answers to a dozen 
questions concerning the new 
| home, resulted in 4,000 answers 
| from 48 states, and indicated that 
this group is “closer to actually 
building than the wishful stage.” 
It showed that 39 per cent of the 
new home builders will be fami- 
lies who now own their present 
homes, and of these families, 44 
| per cent will be remodeling their 
old homes. 
According to the results, 44 
per cent of the future home build- 
| ers want dishwashers in their 
| new homes. More than 84 per 
| cent plan homes in the price 
| range of $4,000 to $8,000. Fifty 
| per cent of this number will 
| build for $6,000 or less. In 


THREE MEN REJOIN 
EUREKA COMPANY 


Three former members of the 
field organization of the Eureka 
Vacuum Cleaner Co., 6060 Ham- 
ilton St., Detroit, Mich, have re- 
cently rejoined the company in 
various war production capacities. 
John Scurle, formerly manager of 
the Huntington division, has re- 
turned to the company after oper- 
ating his own Eureka sales and 

| service business. Dean L. Lynch, 
‘formerly wholesale manager in 
western Pennsylvania, Ohio and 
| northern West Virginia, has re- 
joined the company after com- 
| pleting special training with the 
| Corps of Engineers attached to 
the AAF. L. E. Loveland, who 
| was in the company’s field sales 
department, goes back to Eureka, 
after war service in production 
planning with the Aero Supply 
Co. 





NOELKE, EXEC. SEC. 
AMER. WASHER ASSN. 


Appointment of Allyn H. 
Noelke to be executive secretary 
of the American Washer and 
Ironer Manufacturers’ Associa- 

toe ‘ 

| tion, effective June 1, was an- 

| nounced by John M. Wicht, 

| president of the organization and 

| director of the home laundering 
equipment division, General Elec- 
tric Co., Bridgeport, Conn. Mr. 


When the new home market 
materializes in the post-war era, 


now occupy 
rented quarters, according to a 


General Electric Appliance Co., 


61% of Those Planning Homes 
Now Occupy Rented Quarters 


answer to a question concerning 
which appliances would be 
bought new, the survey showed 
that 55 per cent of the people 
will buy electric ranges, 45 per 
cent water heaters, 52 per cent 
refrigerators, 47 per cent clothes 
washers, 40 per cent ironers, 38 
per cent garbage disposals, and 
49 per cent, base and wall cabi- 
nets. 

A question concerning the age 
of present appliances showed that 
10 years is the approximate age 
of 20 per cent of the ranges, re- 
frigerators, water heaters, and 
clothes washers. Slightly more 
than 10 per cent of these appli- 
ances are 15 years old. 

G. A. Rebensburg, manager of 
commercial research for Hot- 
point, stated that the commercial 
research department is applying 
commercial research to its mar- 
keting studies for the post-war 
era in the same manner as its 
company is applying engineering 
research to the production prob- 














lems. 


Noelke’s office will be at 111 
West Washington street, Chicago. 
Mr. Noelke until recently has 
been the operations executive of 
Region Six, OPA, headquarters 
at Chicago, a post he had held 
from the inception of OPA. Be- 
fore that he was general mana- 
ger of the Paramount Electric 
Supply Co., Chicago, and marn- 
ager of the specialties division, 
American Can Company, New 
York. In addition to his activi- 
ties as executive secretary of the 
Washer and Ironer association he 
is associated with McClure, Had- 
den & Ortman, Inc., Chicago, IIl., 
management engineers. 





A. H. NOELKE 
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John Schoemer Succeeds Frank Sherwood 


As Secretary-Treasurer of N.C.H.A. 


As of June 1 John Schoemer 
succeeds Frank Sherwood as 
executive secretary-treasurer of 








JOHN SCHOEMER 


the National Contract Hardware 
Association, an office Mr. Sher- 
wood had held for more thany 
three years. Mr. Schoemer’s 
title of Coordinator will be’ 
abolished, but in his new ca-' 
pacity he will continue handling 
the details of that office as well 





Mr. Sherwood, who has not as 
yet announced his plans for the 
future, may be addressed at 
River Park Apartments, White 
Plains, New York. Prior to be- 
coming executive secretary- treas- 


urer of the National 





FRANK SHERWOOD 


Hardware Association, he was 
for many years associated with 








as those of executive secretary-| The Yale & Towne Mfg. Co., 
treasurer. New York City. 

| 

NINETEEN HUNDRED the Minneapolis, Minn., trading | 


CORP. AWARDED “E” 


The Nineteen Hundred Corpo- 
ration, makers of Whirlpool 
washers and ironers and special 
brands, received the Army-Navy 
“E” Award on April 6 before 
2,000 workers and spectators at 
the company’s plant in Saint 
Joseph, Mich. 

The pennant presentation was 
made by Major Nelson McCor- 
mick, of the Detroit Ordnance 
District. C. C, Choyce, of Sears 
Roebuck, & Company, was 
master of ceremonies. Louis C. 
Upton, president of the company, 
accepted the award on behalf of 
the company. The Navy was 
represented by Lt. Carl E. 
Schultz, Resident Inspector of 
Naval Material, South Bend, Ind., 
and a former Saint Joseph at- 
torney. 


ADMIRAL NAMES 
DISTRIBUTORS IN 
MINN. AND WIS. 


Admiral Corp., Chicago, IIl., 
recently announced two com- 
panies to distribute the complete 
line of Admiral radio, refriger- 
ators, electric ranges, and home 
freezers in their respective ter- 
ritories. W. Royce Beamish Co. 





has been named distributor for 
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afea, and Shadbolt & Boyd will 
Admiral in the state 
of Wisconsin. “A. C. Scheigler, 
vice-president of the company, 
will head the appliance depart- 
ment of Shadbolt & Boyd, a po- 
sition which he has held for the 
past 10 years. 


represent 





BUGENHAGEN HEADS 
ALUMINUM ASS’N 


W. F. Bugenhagen, 
sales manager and vice-president 
of the Aluminum Goods Mfg. 
Co., Manitowoc, Wis., makers of 
Mirro ware, was recently elected 
president of the Aluminum 
Wares Association at its annual 
meeting. 


general 


CRONEY TO RETURN 
TO MANNING, BOWMAN 


William B. Croney will re- 
join Manning, Bowman & Co., 
New York City, after a leave of 
absence during which he was 
with the War Department in 
Washington. Mr. Croney will 
engage in sales contact work 
throughout the middle west, and 
when general production is re- 
sumed will again take up his du- 
ties as manager of the Chicago 
district. 





Contract | 





LOW FIRE [r- ig 


BAFFLE —aa 


BURNER 
POT__, 


PATENTED 


Low Pilot 
Oil Burner 


Provides Hitherto Unheard-of FUEL SAVING! 


Forget all your past ideas of fuel economy in oil 
heating! Something new and sensational is on 
the way—ALLEN’S “Low-Pilot’’ Burner for pot- 
type oil heaters, originated by Allen engineers 
and thoroughly field-tested. 


This new Burner owes its remarkable fuel-saving 
economy to a specially designed pilot light which 
permits fast low pilot to high fire burner opera- 
tion in mild or changing weather. Fuel wastage 
in overheating is reduced 
consumption is drastically cut. 
ALLEN is all set for quantity production of pot- 
type Heaters with this revolutionary new Burner, 
as soon as WPB gives the ‘“‘go ahead” signal. Get 
in line now for the big sales and profits in the 
future. For details, write Dept. 0. 


ALLEN MANUFACTURING COMPANY, INC. 


NASHVILLE, TENNESSEE 


‘Quality Stove Gudders Since 1967" 
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<—OIL INLET 






The pilot 
lightinthe 


burner, 

uses less 

than 3 gallon of oil in a 10- 
hour period, operating on low 
pilot. 


Listed as Standard by Under- 
writers’ Laboratories, Inc. 



















stand by fuel 
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'n peace and in war, 
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BUILDING YOUR AFTER-WAR SPORT] 


ke GOODS NWS 


WHEN pDREAMS 
COME TRUE - « « Millions of men now in our 


armed forces are using their first sleeping bags. Bedded 
down out there under a foreign sky is a soldier dreaming of 
home ... and of the hunting, fishing and camping he will do 
on his return. + In the selection of a sleeping bag for those 
glorious trips it is natural for him to think first of the Ta-Pat-Co 
that sheltered him under war-clouded skies. Even before war 
was declared, we started making Ta-Pat-Co sleeping bags 
for our armed forces, and we are still at it with all our might. 
> The day of victory will come, soon we hope, when we 
will have for you the finest Ta-Pat-Co sleeping bags and 
other outd quip t in our history. + 
early now for you to get with your wholesale distributor 
and plan for peace while you fight for Victory » =» » « 








x It’s not too 





TA-PAT-CO STAY-A-FLOAT 
MAS GONE TO WAR 
When peace-time returns this 
famous patented life-save 
and swim-vest will again 
make woter sports safe for 


young America. 


TA+PAT-CO KAPOK PRODUCTS 
Life Save Vests © Duck Hunters’ Life Save Vests © Stay-a-Fioat 
Child's Swimming Belts © Life Save Cushions © Outing Cushions 
Toboggan Cushions © Ring Buoys * Boat Fenders © Camp Cushions 
Camp Mattresses © Parkas © Sleeping Bags * Dog Mats 





the leading manufacturer 
of Life-Save Equipment and Sleeping Bags ’ 





BROWN V.P. & DIR. 
WOOD FINISH DIV. 
JONES DABNEY CO. 


Fred A. Brown has recently | 
resigned as general manager of | 
the Grand Rapids Varnish Co., 
Grand Rapids, Mich., to accept 
the position of vice-president and 
director of the wood finish di- 
vision of The Jones Dabney Co., 
varnishes, lacquers, Louisville, 
Ky., a division of Devoe & Ray- 
nolds Co., Inc., 

The company also announced 
that George A. Litchfield, for- 
merly divisional sales manager, 
is now vice-president and direc- 
tor of sales. 





HARAP RESIGNS FROM 
PITTSBURGH GLASS, 
NOW WITH FARBOIL 


Ira A. Harap has recently re- 
signed as manager of the paint 
department of the Pittsburgh 
Plate Glass Co., Brooklyn, N. Y., 
and has taken over the duties of 
sales manager of trade sales for 
The Farboil Paint Co., Inc., Bal- 
timore, Md. He had served the 
Pittsburgh Plate Glass Co. for 
23 years and worked through 
all these years to improve the 
standards of some of the 
branches of trade in the New 
York area. He served as secre- 
tary of the N. Y. Paint, Varnish 
and Lacquer Assn. in 1934-35, as 
a member of the executive com- 
mittee during that time and also 
as chairman of the membership 
committee the next year. 





NIEBUHR SALES MGR. 
TEXTILE MILLS 


John H, Niebuhr, formerly as- 
sociated with Marshall Field & 
Co., manufacturing division, for 
15 years, has recently joined Tex- 
tile Mills, 3948-50 Roosevelt Rd., 
Chicago, Tll., as sales manager. 
Mt. Niebuhr will supervise the 


New York City. | 


| ironing board pads and covers, 
miattress pro- 
| teetors, Softee kneeling cushion, 


clothes pin bags, 


| and other items in the line. 





THOMAS H. BRIDDELL 


whose appointment as general 
manager of Chas. D. Briddell, 
Inc., Crisfield, Md., was an- 
nounced in the May II issue 
on page 90. Mr. Briddell en- 
tered the employ of the com- 
pany as a bookkeeper in 1932, 
although he had worked dur- 
ing his summer vacations and 
after school for a number of 
years before that. In 1934, and 
1935 he was sales correspon- 
dent, and for the following two 
years, he acted as man- 
ager. In 1938, he was named 
vice president of the concern. 
and was placed in charge of 
sales and advertising, in which 
position he remained until 1942, 
when his brother, Willis H. 
Briddell then treasurer, and 
now first lieutenant in the Air 
Corps, was called into service. 
He then carried on the addi- 
tional responsibility of treas- 
urer, until the organization set- 
up was altered in Mav. 

he was chosen general manager. 
He still holds the offices of 
treasurer and secretary. how- 





sales of the company’s Tex-Knit 


ever. 








Small Business To 


W. L. Clayton, Surplus War 
Property Administrator, on May 
25 announced the appointment 
of a sub-committee to study 
ways and means of aiding small 
business firms to acquire surplus 
war property. The sub-com- 
mittee is headed by Maury 
Maverick, Chairman, Smaller War 
Plants Corporation. Other Fed- 
eral agencies represented are the 
Reconstruction Finance Corp., 
the Procurement Division of the 
Department of the Treasury, De- 
partment of Justice,. ahd War 





Production: Board. 
Mr. Clayton said that one of 





Sub-Committee Studies Ways To Aid 


Get Surplus Property 


the guiding principles of the 
Surplus War Property Adminis- 
tration is to see that surpluses 
are offered in lots of such size 
as to permit business of all kinds, 
small and large, to participate. 





CORRECTION 


In a news item published in 
the April 27 issue of HARDWARE 
ACE on page 170, it was incor- 
rectly stated that the address of 
the Bert J. Clark Co. was 495 
City Bank Bldg. The correct 
address is 415 City Bank Bldg., 
Kansas City 8, Mo. 
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Western and Winchester Ship 
Ammunition to Jobbers 


Sales at retail still subject to L-286 limitations as to 


quantity and purpose for 


which purchases may be 


made—by farmers for control of predatory animals 
or for protection of crops against wildlife. 


The nationwide sale of shot- 
gun shells and metallic cart- 
ridges direct to company jobbers 
has been resumed by Western 
Cartridge Co., E. Alton, Ill, and 
its Winchester Repeating Arms 
Co. Division, New Haven, Conn., 
according to an announcement to 
the trade by Robert Wier, Jr.. 
Western and Winchester sales 
manager. 

“Resumption of trade ship- 
ments will not make commercial 
ammunition immediately avail- 
able to the hunter,” Mr: Wier 
said. “Sales at retail still are 
governed by a limitation order 
which requires a certificate by 
the purchaser that the ammuni- 
tion is needed for predator con- 
trol or for protection of crops 
against damage by wildlife. 

“The net effect of the change 
in policy as authorized by the 
War Production Board, is to 
bring about a more general dis- 
tribution of ammunition available 
for sale under government re- 
strictions. All sales are subject 
to future government require- 
ments of products and facilities, 
and thus the quantity eventually 
to be manufactured for com- 
mercial distributions cannot be 
forecast at this time.” 

Commercial ammunition to be 
made available through regular 
trade channels has been limited 
by the War Production Board to 











17 items in the shotshell line, 21 
in the center-fire ammunition line, 
and two .22 rim-fire metallics in 
the “long rifle” classification. 

The gages and calibers of am- 
munition to be distributed are 
limited to the most popular loads 
and sizes in general use. No. 
.22 caliber “short” or “long” 
cartridges will be manufactured, 
and there will be no shot shells 
for skeet or trap shooting. 

The commercial ammunition 
industry generally has personnel 
available for the commercial pro- 
gram because of cutbacks from 
peak military production. 

At the present time, purchase 
of essential civilian ammunition 
continues to be limited by Order 
L-286. 

HOUSEWARES SHOW 
JULY 24-28 IN N. Y. 


A Housewares Show will be 
held from July 24 to July 28, in- 
clusive, in the air conditioned 
ballrooms of the Hotel Pennsyl- 
vania, New York City, under the 
personal direction of Mrs. Flo 
English, who has headquarters in 
that hotel. The show will cover 
housewares, appliances, china, 
glass and plastics fields. 

More than 100 exhibitors have 
already contracted for space to 
show lines they now have for de- 
livery, and lines they later expect 
to have. 





IN HARBOR AND SHORE PATROL: Kelley-How-Thomson 
Co., Duluth, Minn., wholesale hardware distributors, em- 
ployees serving the war effort through voluntary membership 
in the Harbor and Shore Patrol Temporary Reserve U. S. 


Coast Guard. Left to right: M. M. 


Paulsen, assistant sporting 


goods buyer, A. R. Ekberg, manager industrial sales; H. 


Haller, manager stove department; F. M. 
Hoyum, manager house furnishings; 


sporting goods; A 


rtley, manager 





Display 
This NOW! 


Flower Lovers are 
Looking for 
FLORALIFE 


THE ORIGINAL AND 
PATENTED PRODUCT 


Makes Cut Flowers Last 
5 to 10 Days Longer! 


104“ caly se 


A splendid profit on an 
item that sells itself 
wherever displayed. Each 
10c packet conditions 2 
quarts of water. 


PRICES 

Display carton, 25 packets 
$1.25; Display carton, 100 
packets $5. Also bulk 
— —_ a = Box 7 
taining | ote ets, to se 

for $1. Send for wholesale 
price list. hy order from 
your wholesaler. If he can- 
not supply you with gen- 
wine FLORALIFE we will 
conte yee you, direct. (Avoid 


ei 





Keeps the stems open, free of 
clogging bacteria formed in all 
water. Nourishes, too. Water 


stays fresh. No need to change 
water or to re-cut stems. Less 
work and longer enjoyment of 
cut flowers, either those from 
garden or florist. 





THERE IS ONLY ONE PLORALIFT 
ACCEPT NO SUBSTITUTE 








DISTRIBUTOR: F LORALIFE James Sykora, Manager 
1433-39 S. Wabash Ave., Chicago 5, Ill. 
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™ floor boards* permanently installed. 
B fuss and bother inserting loose floor pans. 
coh 


sg Bitathed. 


| # Ancher balance construction. Safe, solid, bal- 
“@need so baby won't tip over. Spring 
_tenstruction to absorb shock. 


0 FExclu sive Shuler-Walker Feature 


5G, 


och) ae 


NEW STREAMLINED METAL 


MILES AHEAD AND 
GOING PLACES 


Both a Stroller 
gnd a Walker! 


Enameled Blue-and-Ivory 





Greater Volume! 
More Sales! Bigger Profits! 


fold up and stay up, out of the way. 


y trunk* for bottles, diapers, packages. 
be opened and closed with handle 


B bearing double disc «wheels with heavy 
r tires. Noiseless in operation. 








Wanupactured by 





and P. R. Schmid, assistant manager plumbing and heating. 

T. F: Ryan, assistant sales manager, was not present when this 

Picture was taken. The first four men, and Mr. Ryan are 

members of the Harbor Patrol, while the latter two are mem- 
bers of the Shore Patrol. 
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Cleveland 13, Ohio 
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DE WALT TALKS ON 
POST WAR SALES AT 
PITTSBURGH MEETING 
Howard Dewalt, president, L. 
H. Smith, Inc., Pittsburgh, Pa., 
wholesale hardware distributors, 





HOWARD DEWALT 


discussed Post War Period Plan- 
ning at the May 25 meeting of 
the Pittsburgh Retail Hardware 
Association at the Roosevelt 
Hotel, Pittsburgh, Pa. In part 


he stated: “Your stores on Pearl | 





gram aimed at post-war expan- 
Stuart H.° Sinclair has 
joined the company’s staff as 
the sales manager for house- 
wares, and he will be in charge 
of housewares, premium, and 
specialty business, 


sion. 


CLARK, DIRECTOR, 

PLASTICS SOCIETY 
George H. Clark, vice-presi- 
dent in charge of engineering of 
The Formica Insulation Co., Cin- 





cinnati, was recently elected a 
director of the Society of the 
Plastics Industry at the recent 


spring meeting held in Chicago, 


Il. 


WILLIAMS OF PEDEN 
IRON & STEEL WINS 
REWARD OF MERIT 


Ed. Williams, Iron & 


Peden 


| Steel Co., Houston, Tex., recent- 


{ 


| 


Harbor Day had inventories that | 


were made up of proven merchan- 
dise salable in your vicinity, and 
represented dollar for dollar 
value. Since then that inventory 
of staple items has moved out, 
and in many instances has been 


replaced by ersatz stuff of war- | 


time. I would like to caution 


that an inventory in terms of the } 


same amount of dollars does not 
necessarily mean a healthy well 
ordered stock. I think that the 
hardware dealer who doesn’t have 
his capital tied up in Victory 
merchandise will be the fortunate 
one in the post war period... . 
we need have no fear of our 
ability to get the lines of mer- 
chandise we need after victory.” 
He pointed out there would 
be new lines available after the 
war, particularly in the nature of 
electrical appliances, and that 
well balanced inventories would 
enable dealers to take advantage 





of changes as they present them- | 


selves in electrical as well as | 
other household goods of new | 
types. | 


LIND HEAD PLASTICS 
DIV. FEDERAL TOOL 


Carl J. Lind, formerly sales 
manager of the housewares divi- 
sion of the Federal Tool Corp., 
Chicago, Tll., has recently been 
advanced to the position of head 
of the plastics division of the 
firm, where he will direct all pro- 





duction, planning, and develop. | 


ment work in a broad new pro- 
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ly was presented with a Meri- 
torious Civilian Service Award 
by Vice Admiral Ben Morrell, 
C.E.C. U.S.N., U. S. Bureau of 
Yards & Docks, through the offi- 
cer in charge of construction, 
Naval Air Base, Corpus Christi, 
Tex. Mr. Williams spent more 





than a year from the start of this 
naval air base in charge of ma- 
teriels, and the efficient manner 
in which he completed his job 
won him this coveted award. 





KIEKHAFER CORP. 
WINS PRODUCTION STAR 


Kiekhaefer Corp., Cedarburg, 
Wis., has recently been pre- 
sented with the Army-Navy “E” 
white star for continued excel- 
lence in war production. The 
original award was made on Oct. 
30, 1943. This corporation pro- 
duces light-weight one and two- 





cylinder portable engines from | 


2% to 30-horsepower. 


FRED C. PRITZLAFF 
83 THIS YEAR 


Fred C. Pritzlaff, president of 
the John Pritzlaff Hardware Co., 
wholesalers, Milwaukee, Wis., 
celebrated his 83rd birthday re- 
cently. He became president of 
the firm in 1900 after the passing 
of his father, the founder. The 
company has had but two presi- 
dents in 94 years. Mr. Pritzlaff 








FRED. C. PRITZLAFF 


day and is still active daily in 
the business. This company was 
established in 1850, in a two- 
story frame building, and today 
occupies about 12 acres of floor 
space in its own block long 
building. The firm has a club 
composed of employees who have 
been continuously employed for 
more than 25 years. Many of its 


has been associated with the | members have a service record 
company since his 18th birth- | of half a century. 











DEMING CO., PUMP SCHOOL FOR POST-WAR SALESMEN: The Deming Co., manu- 


facturers of pumps, Salem, Ohio, in the past year has equipped a school and worked out 


a course for pump salesmen. 


cation is made clear. 


This school is laboratry equipped, and the course covers 
several days of intensive training. The course consists of school work with many short 
examinations, and some bench work. While pumps are taken apart and put together and 
a deep well turbine installed it is not primarily a service school, nor is it a sales school, 
but rather a pump school where the fundamental principles of hydraulics and pump appli- 


Jobber salesmen have attended the school from all parts of the 


country to study pumps and hydraulics. While attendance at this school is scheduled sev- 
eral months ahead, any distributors interested in having their representatives take this 
course, should write to the company for further details. 


Seated at end of table, left to right: 


Instructors, Walter Shallenberg, Harry C. 


Ewens, Lester P. Koenriech. Left side of table, front to back: Clinton H. Brown, Desco 
Corp., Wilmington, Del.; Gordon E. Perrin, Aetna Engineering Co., Ashaway, R. I.; 
Walter Weith, Grinnell Co., Inc., Chicago, Ill.; Richard E. Casey, Grinnell Co.; Thomas M. 
Rea, Hardware & Supply Co, Akron, Ohio; Richard St. Pierre, Pumps & Softeners, Ltd., 
Montreal, Quebec, Canada. Right side of table. front to back: William G. Greiner, Heat- 
ing Trade Supplies, Inc., Toledo, Ohio; Harry J. Wagner. Heating Trades Supplies, Inc., 


Toledo, Ohio; George S. Morton, Jr., Aetna Engineering Co., 


Hanover, Mass.; Richard W. 


Sullivan, Aetna Engineering Co.; John A. Gillen, O’Brien Machinery Co., Philadelphia, 
Pa.; Clair C. Grubb, Hardware & Supply Co., Akron, Ohio, and Alex Wilson, Pumps & 
Softeners, Ltd., London, Ontario, Canada. 
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facturing flat and molded ply- 
wood and combinations of veneers 


KNUTH KITCHEN 
CABINET EXPERT and plastics has been inaugurated 
at the New Rochelle plant of the 


Lyon Metal Products, Inc., company. A complete RCA 


Aurora, Ill., has recently 4P- | radio-frequency installation has 
pointed Harvey G. Knuth as kit- been built at the plant. Experi- 
chen cabinet expert. Mr. Knuth ments will be supervised by 0. 
S. Tuttle, chief engineer of U. S. 
Plywood, and Charles B. Hem- 
ming, chief chemist, who was as- 
sociated with the development of 
the first successful radio-fre- 
quency heating equipment. 


LYON METAL NAMES 





| BRITTON U. S. MEMBER 
CHAIRMAN OF MACHINE 
TOOLS COMMITTEE 


Mason Britton has_ recently 
been appointed United States 
member and chairman of the 
Machine Tools Committee of the 
combined Production and_ Re- 
sources Board to succeed Ralph 
E. Flanders. Mr. Britton is vice 
chairman of the board of direc- 
tors of the McGraw-Hill Publish- 
ing Co., New York City. Mr. 
Flanders is president of the 
Jones & Lamson Machine Co., 
Springfield, Vt., and recently be- 
came president of the Federal 
Reserve Bank of Boston. 

Other members are: Sir Percy 
Mills, Machine Tools Controller 
for the United Kingdom, and 
Sydney D. Pierce, Director Gen- 
eral of the Washington office of 
the Department of Munitions & 
Supply, Canada. Edward Falck 
recently appointed director of the 
Office of War Utilities of WPB 
| has been named Chairman of the 
CPRB Public Utilities Commit- 
tee to succeed J. A. Krug, for- 
mer program vice chairman, who 
has resigned from WPB to ac- 
cept a commission as Lt. Comm., 
in the Navy. 





HARVEY G. KNUTH 


has already started on plans for 
the new Lyon division as well as 
developing new designs for cab- 
inets to go into production soon 
after the war is over. Mr. Knuth 
was formerly connected with the 
Elgin Stove & Oven Co., in the 
capacity of manager of engineer- 
ing and production. He was also 
affliated with the St. Charles 
Mfg. Co., as vice-president, and 
later president of the Modern 
Steel Equipment Co. 


AM. SPONGE & CHAMOIS 
SPONSORS CONTEST 
IN TARPON SPRINGS 


The American Sponge & 
Chamois Co., New York City, 
celebrates its 75th anniversary 
this year, and in commemoration 


of this event, recently sponsored SECURITY AWARD 


a contest in Tarpon Springs, The National Security Award 
Fla., the home of the company’s was recently presented to the 
packing house. The contest was | Civitian Defense force of the 
open to everyone in the city, and Westinghouse Electric & Manu- 
was run for three weeks. Essays facturing Co.’s plant at Mans- 
were written suggesting the best field, Ohio. Representing the 
way that the sum of $2000 could OCD at Washington, D. C., 
be used in Tarpon Springs. The Major Sternbergh told the more 
first of the three awards made than 800 workers who volunteered 
was presented to a teacher in | for air raid and other emergency 
the local elementary school for duty that the plant’s Civilian De- 
her suggestion that the money be fense force was part of a vast 
used to improve the playground army of 11 million homefront 
of the elementary school. soldiers who volunteered for 
emergency duty after Pearl Har- 


U. S. bor. Ralph H. Stone, executive 
+. Sa OEP. | director of the Ohio State Coun- 


EXPERIMENTS ON cil of Civilian Defense, presented 
USE OF ELECTRONICS | National Security Award pins to 
The United States Plywood | C. L. Van Derau, works manager 

Corp., 616 W. 46th St., New York | of Westinghouse, and Stewart 
City 19, has recently announced | Roberts, president of U. E. Lo 
that broadscale experimentation | cal 711 as representatives of the 
is the use of electronics for manu- | plant’s civilian defense members. 


WESTINGHOUSE GIVEN 
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New PLASTIC 
CARD HOLDERS 


for labeling shelves, 





bins, drawers, 
tool cribs, etc. 


1-7 16 WIDE 


Note holes 
for tacks 


7 7, WIDE 
Shown with 
card inserted 





and Easy Le Install 


| If you’ve been looking for the 
| most satisfactory way to label 
_ bins, drawers, tool cribs, and 
| shelves here’s your answer, 


5/, WIDE 


Shown with com- 


plete assembly: 
holder, card, and 
transporent 
covering 


The plastic way is the modern 
way. Easily affixed to wocden 
surfaces with tacks or applied to 
metal with glue, these holders will 
last indefinitely—practically soil- 
proof—always neat and attractive. 
Supplied in three widths and 
four standard lengths (2”, 3”, 


4”, 5”). Extra length holders 
available on special order. 


Jobber Inquiries Invited 


PLASTIC DIVISION 





IMMEDIATE 
DELIVERIES 


MAIL THIS 
COUPON 




















HOLLYWOOD ATHLETIC CO 211 EAST SEVENTH STREET 
LOS ANGELES 


PLEASE SEND ME INFORMATION ON 
YOUR NEW PLASTIC CARD HOLDERS. 

















COMPANY —_ 
ADDRESS. 
CITY i 
SIGNED nets TITLE 
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Heads snap in 
and lock... from 
either side 





Profitable 
Repeat Sales 
for You in This 


| Corkum 
RIiFEaIb 
NO. OOR 


a 


etn 


ee 





@ Its popularity comes from more than its popular 
price. For this small mien Ratchet Threader, 
lg” to 1” pipe capacity, has many time-and-work 
saving features everybody likes—heads that snap 
in from either side and lock; dies that reverse 
quickly for close-to-wall threading. Dies are of 
tool steel, accurately ground, easily removed for 
regrinding. Special conduit dies if wanted. It pays 
you to stock and sell No. 00Rs—also 111R, 14” to 
4”. Ask your Wholesaler. 






Handy pat'd wire 
carriers free with 
complete sets. 


ae ee ee ee 
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ROBINSON ELECTED 
TO WESTINGHOUSE 
ELEC. & MFG. BOARD 


William Christopher Robinson, 
president of the National Elec- 
tric Products Corp., has recently 
been elected a member of the 
board of directors of the West- 
inghouse Electric & Mfg. Co., 
Pittsburgh, Pa. Mr. Robinson 
is also a director of the West 
Penn Power Co.; Jones & Laugh- 
lin Steel Corp.; Mellon National 
Bank, and the Union Trust Co., 
Pittsburgh, Pa. He founded the 
National Electric Products Corp., 
in 1905 and it has developed into 
a major producer of electrical 
conduits, raceways, wires, and 
cables. 


series of round-table meetings, 
with packaging people, to study 
wartime packaging developments 
through the use of plastics and 
interpret their posssible use in 
peacetime applications. Meet- 
ings will be held for fabricators, 
convertors, laminators, designers, 
and all those whose business is 
packaging—or was packaging be- 
fore the war, Additional meet- 
ings will be scheduled for manu- 
facturers and _ merchandising 
stores using packages. 

The picture is one of the first 
attempts of raw material manu- 
facturers to help the users of 
their products to project plans 
for re-conversion to peacetime 
production as part of a realistic 
effort to keep the national income 
at its high level. 





RELEASE CELANESE 

MOVIE ON PACKAGING 

More than 100 editors saw the 
premiere of the Celanese motion RECOMMENDATION 
picture “Proving Ground” at the A standing committee of the 
Waldorf-Astoria, New York City, | U. S. Department of Commerce. 
May 24, and released by Celanese | National Bureau of Standards. 
Celluloid Corp., Division, Cela-| approved a simplified practice 
nese Corp. of America, New York | recommendation R60-43 _— for 
City. Packaging of Carriage, Machine, 

The picture graphically por-| and Lag Bolts. This revision. 
trays the importance of proper | having been accepted by manu- 
packaging for getting war ma- | facturers, distributors, and users. 
terial to the front ready to fight.| was approved for promulgation 
Several scenes show actual appli- | by the U. S. Department of Com- 
cation of packaging innovations| merce, through the National 
developed by the industry during | Bureau of Standards. A book!et 
wartime that have withstood the | containing complete information 
rigors of global war. To show] on this recommendation is avail- 
how these innovations can be| able from the Superintendent of 
carried over to peacetime use, is} Documents, U. S. Government 
the prime purpose of the movie. | Printing Office, Washington 25, 
The picture is to be a part of a| D. C. for 5 cents. 





BOLT PACKAGING 








ADMIRAL CORP., CHICAGO, ILL., announces the appoint- 
ment of Orgill Bros., Memphis, Tenn., as distributors of 
Admiral radios and major appliances for the Memphis, Tenn., 
and Jackson, Miss., trading areas. Left to right, seated: W. I. 
Moody, chairman of the board of Orgill Bros., and Harry 
Lever, southeast regional manager of the Admiral Corp. 


Standing: K. W. Orgill, president; J. W. Morris, vice-presi- 
dent, and Joseph Orgill, Jr., secretary and treasurer. 
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A. C. KAMMEIER 


whose appointment as manag: 
ing director of the Southern 
California Retail Hardwore As- 
sociation, was announced in 
the May 25 issue of HARDWARE 
AGE on page 111. 








PITTSBURGH GLASS 
STUDIES POST WAR 
STORE APPEARANCE 


The Pittsburgh Plate Glass Co., 
makers of glass, metal and paint 
products, Pittsburgh, Pa., _re- 
cently announced the result of a 
searching examination of trends 
in design of retail stores, spon- 
sored by the company. Twenty 
of the leading architects of the 
country were commissioned to 
submit designs incorporating 
their ideas of the modernization 
of stores of all types, ranging 
from hardware stores to beauty 
parlors, jewelry stores, service 
stations, theaters, etc. Accord- 
ing to H. B. Higgins, president 
of the company, the plans re- 
vealed a remarkable unanimity 
of opinion. The drawings call 
for the type of front which per- 
mits unobstructed vision into 
the interior of the store from the 
sidewalk. This means little or 
no display backing in the win- 
dows and very wide entrances, 
permitting full vision. Therefore 
the shop of the future will present 
a transparent front for its full 
length, making the entire -in- 
terior virtually on big display 
window. 


LONGFIELD SUCCEEDS 
HONEYCUTT AS ASS’T 
DIR. FOR STEEL, PROD. 


C. H. Longfield, formerly assist- 
ant director and chairman of the 
Production Directive Committee, 
will succeed J. V. Honeycutt as 
assistant director for production 
in the Steel Division of the WPB. 
Mr. Honeycutt has resigned to 
return to his former position with 
the Bethlehem Steel Co., Bethle- 
hem, Pa. Mr. Longfield, who 
has been with WPB for more 
than two years, was affiliated 
with the Youngstown Sheet & 
Tube Co., Youngstown, Ohio, be- 


IN. Y. 


UNITED STATES TIME | 
MOVES SALES OFFICE | 


Sales headquarters of The 
United States Time Corp., now 
located at 60 E. 42nd St., New 
York 17, N. Y., will move on 
June 1 to new quarters in the 
International Building, Rocke- 
feller Center, New York City. 
The new mailing address will be 
The United States Time Corp., 
630 Fifth Ave., New York 20, 


DU PONT EXPANDING 
LOUISVILLE PLANT 


E. I. du Pont de Nemours & 
Co., Wilmington, Del., has an- 
nounced that construction has 
begun on additions that will in- 
crease the neoprene plant ca- 
pacity at Louisville, Ky., by 50 
percent. Work is expected to be 
completed by the end of 1944. 

Construction of the Louisville 
plant started June 2, 1941, and 
the first unit went into operation 
Oct. 1, 1942. All four units were 
in operation by Aug. 22, 1943. 
The government-owned plant, 
built and operated by du Pont, 
has been producing in excess of 
40,000 tons of neoprene synthetic 
rubber per year. The expansion 
just authorized will bring its 
rated capacity up to 60,000 tons. 





N. ABT, PRESIDENT 
NIAGARA FRONTIER 
IND. ADV. CHAPTER 


“Gerald N. Abt, sales manager 
of the Barcalo Mfg. Co., Buffalo, 
N. Y., has been elected president 
of the Niagara Frontier Indus- 
trial Advertisers’ Chapter of Na- 
tional Industrial Advertisers’ As- 
sociation. Mr. Abt had served as 
vice-president since the founding 
of the organization a year ago. 
He succeeds Howard M. Robins, 
advertising manager of J. H. 
Williams & Co., also of Buffalo. 





CHICAGO ASSN. NAMES 
OFFICERS AT 55TH 
ANNUAL MEETING 


At the 55th annual meeting of 
The Chicago Retail Hardware 
Association held in the Merchan- 
dise Mart, Chicago, Il]., Charles 
Chouffet was elected president. 
Walter J. Switalski was elected 
vice-president, and A. T. Ander- 
sen and Samuel Miller were 
elected directors to serve for a 
term of three years. J. C. Amis, 
who continues as secretary- treas- 
urer, gave his report, which 
showed that the association had 
increased its membership ap- 
proximately 10 per cent. At the 
conclusion of the business meet- 
ing, dancing and entertainment 
were enjoyed by the dealers and 





their wives. 





fore joining the WPB. 
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Just as soon as 
UNION and VICTORY 
shut down on Fighting Tools! 


Just as soon as we can switch our ex- 
panded facilities from fighting tools to 
hardware and sporting tools, — 


You'll have a greater line of UNION 
fast-sellers, replete with new features 
to expand your Profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 
* Hack Saw Frames 


Gun Implements 
* Available on Priorities 





HARDWARE COMPANY 
GW FW Ged iu 


STAGBLISHE i + 


TORRINGTON. CONN. 


NEW YORK OFFICE ISI CHAMBERS STREET 
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COE STILL HEADS 

COPPER & BRASS 

RESEARCH ASS’N 
Robert L. Coe, vice-president 
of Chase Brass & Copper Co., 
Inc., Waterbury, Conn., was re- 
cently re-elected president of 
the Copper & Brass Research 
Association at its 24th annual 


meeting. Other officers elected 
at the same time: Vice-presi- 
dents: Wylie Brown, president 


of Phelps Dodge Copper Prod- 
ucts Corp., New York City; 
William M. Goss, vice-president 
of Scovill Mfg. Co., Waterbury, 
Conn.; Curtis L. Smith, trea- 
surer of The National Copper & 
Smelting Co.; Herman W. Stein- 
kraus, president of the Bridge- 
port Brass Co.; treasurer, C. 
Donald Dallas, president of 
Revere Copper & Brass, Inc., 
New York City; manager, T. E. 
Veltfort: and secretary, B. B. 
Caddie. 


HARDWARE BOOSTERS 
REELECT OFFICERS 


Sixty-one members and guests 
attended the annual meeting and 
election of officers of the Hard- 
ware Boosters, May 24, at the 
Hotel Abbey, New York City, all 
officers being reelected. A din- 
ner party preceded the business 
meeting which was followed by a 





variety show. The main feature 
of the professional entertainment 
was the singing of Alfred Chigi, 
leading baritone of the Columbia 
Opera Co. Mr. Chigi has spent 
considerable time entertaining at 
army posts and is now active on 
the Mutual system. Al. Elin, 
Plomb Tool Co. and Ralph Lang- 
sam and Emil Cook, Masback 
Hardware Co., wholesalers, were 
elected members. 

Officers reelected were: T. J. 
Crofton, H. B. Sherman Mfg. Co., 
president; A. C. Flamman, 
Hughes, Flamman & Simpson, 
vice-president; Harry J. Schmitt, 
H. Blumberg & Sons, treasurer, 
and Kenneth A. Heale, associate 
editor, Harpware AGE, secretary. 

President Crofton welcomed 
members and guests, including 
Af. A. “Al.” Cornell, an honorary 
life member of the Boosters. 

TEXAS WHOLESALERS 

TO MEET JUNE 21-22 
IN GALVESTON 


The Texas Wholesale Hard- 
ware Association has set its 1944 
annual convention for June 21 
and 22 at Galveston. The pro- 
gram will be much the same as 
the preceding ones, with a joint 
open meeting on June 21, 
Wednesday morning, followed by 
the annual Booster Club meeting. 
The executive meetings of the 





Wholesalers will be held Wednes- | 


day afternoon, and Thursday 
morning. The entertainment com- 
mittee, headed by Jim Chapple 
will provide ample diversion for 
the lighter side of the convention, 
and a golf tournament has been 
arranged with the Sam Houston 
and Buccaneer trophies at stake. 
More details of the meeting and 
tournament will be given in a 
letter to be sent to all Boosters 
and Wholesalers. The Buccaneer 
Hotel will serve as headquarters 
during the convention. 


APPOINT WHITING TO 
GENERAL STEEL AND 
PIG IRON COMMITTEES 


J. T. Whiting, president of the 
Alan Wood Steel Co., Consho- 
hocken, Pa., has been appointed 
to the general steel products and 
the pig iron industry com- 
mittees, according to a recent 
announcement by OPA. Mr. 
Whiting was the pig iron com- 
mittee’s first chairman and served 
in that capacity from October. 
1942, to May, 1943. He re- 
linquished the post to enter 
government service as deputy di- 
rector of the steel division of 
WPB, becoming director in July, 
1943. He resigned from that post 
last March to return to his com- 
pany. 





SCREW MACHINE IND. 
COMM. NAMED BY OPA 


The appointment of 14 repre- 
sentatives of the screw ma- 
chine products industry to an 
advisory committee to meet with 
and advise the OPA regarding 
pricing problems arising within 
the industry was recently an- 
nounced. The members of the 
committee are: Harry L. Adams, 
The Weatherford Co., Cleveland, 
Ohio; W. H. Bickford, The F. H. 
Bickford Co., Dayton, Ohio; A. 
W. Bonner, The M. B. Fletcher 
Co., Detroit, Mich.; George 
Briggs, Screw Machine Products 
Co., Inc., Providence, R. I.; 
A. F. Buchanan, Indianapolis 
Screw Products Corp., Indian- 
apolis, Ind.; W. J. Finn, The 
Chicago Screw Co., Chicago, IIl.; 
N. A. Hewitt, The Couche-Uthe 
Co., Elyria, Ohio; W. C. Knight, 
The Knight Screw Products Co., 
Detroit, Mich.; C. J. Nolin, Au- 
burn Spark Plug Co., Inc., Au- 
burn, N. Y.; Elliott C. Paddock, 
Corbin Screw Corp., New Brit- 
ain, Conn.; Fred C. Phillips, 
F. C. Phillips, Inc., Stoughton, 
Mass.; J. Robbins, “Arpee” 
Products Co., Glendale, Cal.; 
Earnest W. Schneider, Hudson 
Screw Machine Products Co., 
Chicago, IIl., and C. R. Wedler, 
Jr., Wedler Bros.. Cleveland, 
Ohio. 














HARDWARE SQUARE CLUB SHORE DINNER: Some of the more than 1400 members and guests who attended the recent 


16th annual shore dinner and entertainment of the Hardware Square Club at the Hotel Astor, New York City. 
as its theme, the Race Track, committee men were named as race meet officials. 
Expansion Bolt Co., and assistant starter, Fred A. Scholl, Long Island Hardware Co. 
American Saw & Mfg. Co., handicapper; George Carstens, T opping 
Conrad Kunz, Stellwagen & Kunz, Inc., judges; 
Sam April, MacLane Hardware Co.; Dick Hubler, Keystone Bolt & Nut Corp.; Fred 
Fowler, Franklin Hardware Co., were assistant patrol judges. 
A wide variety of entertainment was offered following the dinner, featuring night club and 
other professional entertainers. 


was listed as clerk of scales. 


96 


Having 


Starter was Ralph S. Allen, Diamond 
Other officials included L. M. Edwards, 
Bros.; Irving Feldman, Keystone Bolt & Nut Corp., and 
Harry Kornrumph, Long Island Hardware Co., paddock and patrol judge. 
Berge, Francis Keil & Son, and Roy 


Fred Demarest, Biddle Purchasing Co., president of the club, 
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i |JANYBODY can BAKE an Apple Pie 


Anybody can make a water system just like anybody can bake 
an apple pie. There are lots of tolerably good recipes for 
apple pie and the same “makings” are available to all cooks. 
But, brother, we don’t need to tell you that there are apple 
pies and then there are Apple Pies! 


” 


The difference between just ordinary water systems and 
Goulds Jet-O-Matic water systems is a “know how” born of 
almost a hundred years’ manufacturing experience in pumps. 
Even in wartime we have made nothing but pumps... an 
amazing array of pumps of all kinds which have added 
measurably to our skill and technical knowledge. 


Farmers, many with electricity newly installed, are eagerly 
awaiting the opportunity to buy new water systems. Get set 
right now to cash in on the newly prosperous farm market. 
Each water system sale will be the entering wedge, too, for 
the sale of many other items which you stock and sell. 


Before you tie up with a domestic water system manufac- 


oO ee 


turer, consult Goulds. We offer you the most popular jet LOWER LEFT 

type system on the market; a wide selection il eras and Goulds "Cid" Deep Well Pumping Unit. 
sizes to meet all conditions and a name that carries accept- center 

ance and prestige. Write for descriptive literature on Goulds Goulds “Cid” Shallow Well Pumping Unit. 
Jet-O-Matic or consult your nearest Goulds Distributor. iin eneue 


Goulds famous Jet-O-Matic Water System — 
one unit for shallow or deep well operation. 


Wy 
f 


GOULDS PUMPS, Inc. 


Ie Oe a oe ee, OS 


World’s Largest and Oldest Manufacturer of Pumps Exclusively 
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JOSEPH S. BENNITT 


Joseph S. Bennitt, 59, manager 
of the sporting goods division and 
head of the war contracts division 
of the Seamless Rubber Co., New 
Haven, Conn., passed away re- 
cently. Upon graduation from 
college he entered the engineer- 
ing profession and participated 
in the building of the first high- 
power line across the Rocky 
Mountains. In 1915 he joined 
his brother, Lawrence in the 
sporting goods business, and then 
in 1920 he became associated 
with the Winchester Repeating 
Arms Co., New Haven, Conn. 
From that year till 1925, he was 
successively in charge of sporting 
goods for Winchester retail 
stores, sales manager of the sport- 
ing goods buying section, and 
buyer of sporting goods. In 
1925 he served as eastern sales 
manager for the Schick Razor 
Co. 

In 1930, Mr. Bennitt became 
affiliated with the Seamless Rub- 
ber Co., and was named manager 
of the rubber sporting goods divi- 
sion. From 1942, till his passing 
he also headed the company’s war 
contracts division, handling all 
government contracts. He is 
survived by his widow, a son and 
two brothers. 


CHARLES A. SKILLMAN 


Charles A. Skillman, 74, a re- 
tired Jersey City and Cranford, 
N. J., retail hardware dealer, 
passed away recently of a heart 
ailment in Mamaroneck, N. Y., 
just as he prepared to go fishing. 
He was a member of the Cran- 
ford Rotary Club, and was a gov- 
ernment hardware inspector dur- 
ing the first World War. He is 
survived by his widow, two 
daughters, and a son. 





M. C. PETERSEN 


M. C. Petersen, founder of 
M. C, Petersen Hardware, Char- 
lotte, Towa, in 1898, passed away 
recently. In 1923. Mr. Petersen 
sold the store to Petersen & 
Soenksen, of Charlotte, Towa, 
who operated it wntil 1932, when 
they sold out. Mr. Petersen re- 
tired in 1923. . His son, Arthur 
F. Petersen, is now managing the 
company as Petersen’s Cash 
Hardware. 


JOHN W. HENDERSON 


John Wesley Henderson, 82, 
veteran hardware merchant of 
Ashland, Ky., passed away re- 
cently. He, with his late father, 
established a hardware business 
in 1883. He had long been ac- 





| of 25. 


affairs of his native city. Ash- 
land. He is survived by his 
widow, four sons and two daugh- 
ters. A fifth son, the youngest, 
Lt. Frank Henderson, an AAF 
pilot, was killed in action in the 
North African campaign in 1942. 





S. BRADLEY 


S. Vance Bradley, sales mana- 
ger for the Puritan Cordage 
Mills, Louisville 6, Ky., passed 





8S. VANCE BRADLEY 


away recently while returning to 
New York from a business trip. 
Prior to his association with 
Puritan in 1940, Mr. Bradley had 
been connected with the McCord 
Co., Louisville, Ky., for 15 years. 
He will be sadly missed by his 
many friends and business asso- 
ciates. Mr. Bradley is survived 
by his widow, a son, and daugh- 
ter, and two sisters. 





NORMAN L. MYERS 


Norman Louis Myers, 49, east- 
ern district manager of the elec- 
tric-appliance division of the 
Westinghouse Electric & Mfg. 
Co., passed away recently in a 
White Plains, N. Y., hospital. 
He had been with the company 
34 years, and was vice-president 
and a member of the board of 
governors of the Electrical & 
Gas Association of New York. 





JOHN REIS 


John Reis, 84, vice-president of 
the U. S. Steel Corp., until his 
retirement in 1926, passed away 
recently in his winter home at 
Summerville, S. C. Mr. Reis 
devoted his entire business ca- 
reer of 45 years to the iron and 
steel trade. He was appointed 
vice-president of the Gogebic 
Furnace Co., in Mich., at the age 
In 1888, he became gen- 


tive in business, church and civic | eral manager of the the Nash- 
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ville Iron Steel & Charcoal Co., 
and in 1893, he joined the Oliver 
Iron & Steel Co., Pittsburgh, Pa. 
When the National Steel Co., 
was organized, Mr. Reis super- 
vised the blast furnace opera- 
tions. After this concern was ab- 
sorbed by U. S. Steel, he joined 
the latter company. Mr. Reis was 
named assistant to William E. 
Corey, president of the corpora- 
tion, in 1905, and in 1911 was 
named vice president. He is 


survived by his widow, two 


daughters, and a son. 





THOMAS KERFUT 


Thomas Kerfut, assistant treas- 
urer of the National Lead Co., 
111 Broadway, New York City, 
passed away recently at the 
Beekman Hospital after a brief 
illness. Mr. Kerfut, who was a 
Mason, is survived by his widow, 
and two brothers. 








WPB APPOINTS SOCKET 
SCREW ADVISORY COMM. 


The Office of Industry Advi- 
sory Committees, War Produc- 
tion Board, has announced the 
formation of the Socket Screw 
Industry Advisory Committee. 
O. F. Fancy, Building Materials 
Division, is the government pre- 
siding officer. The membership 
is as follows: Lawrence G. Bean, 
The Bristol Co., Waterbury, 
Conn.; John S. Cochrane, Mac- 
It Parts Co., Lancaster, Pa.; 
Lewis T. Houillion, Brighton 
Screw and Mfg. Co., Cincinnati, 


Ohio; A. E. Overton, Safety 
Socket Screw Co., Chicago; 
J. Franklin Roberts, Standard 


Pressed Steel Co., Jenkintown, 
Pa.; Martin Slifka, Parker Kalon 
Corp., New York City; W. C. 
Stauble, The Holo-Krome Screw 
Co., Hartford, Conn., and W. C. 
Waldo, Allen Manufacturing Co., 
Hartford, Conn. 





WPB NAMES OUTBOARD 
MOTOR INDUSTRY COMM. 


The Office of Industry Ad- 
visory Committees, War Produc- 
tion Board, announced today the 
formation of the Outboard Mo- 
tor Industry Advisory Committee. 
John A. Deverey, automotive di- 
vision, has been appointed the 
Government presiding officer. 
The membership of this commit- 





tee is as follows: H. Biersach, 
Evinrude Motors, Milwaukee, 
Wis.; J. F. Furry, Gale Prod- 
ucts, Galesburg, Ill., A. C. 
Kieckhafer, Hartford, Divs., West 
Bend Aluminum Co., Hartford, 
Wis.; E. A. Longenecker, the 
Lauson Division, Hart-Carter Co., 
New Holstein, Wis.; C. E. Scott, 
Scott-Atwater Mfg. Co., Minne- 
apolis, Minn.; W. W. Spurgeon, 
Muncie Gear Co.; Muncie, Ind., 
and P. A. Tanner, Johnson Mo- 
tors, Waukegan, Il. 





LAWLOR’S PURCHASES 
ROBECK SUPPLY CO. 


Lawlor’s Sporting Goods, 1118 
O St., Lincoln, Neb., which was 
established in 1896, has recently 
purchased the Robeck Supply 
Co., 1517 O St., Lincoln, Neb., 
including the entire stock of 
hardware, supplies, and fixtures. 
The store will continue to 
operate under the management 
of Victor Otoupalik, who has 
been associated with Robecks for 
the past eight years. Eventually 
the Robeck hardware stock will 
be moved to the Lawlor’s Sport- 
ing Goods store to supply a com- 


plete selection of hardware, 
sporting goods, cameras, and 
wheel goods. The Robeck Sup- 


ply Co., which was owned by 
Mr. & Mrs. Joseph Robeck, had 
been in existence for over 25 
years. 








Copper Recovery Inventory Unit 
Moves Headquarters To Washington 


The Copper Division, War Pro- 
duction Board announced re- 
cently that its Copper Recovery 
Inventory Branch, now situated in 
New York City, will be moved to 
Washington, D. C., in the early 
part of June. This branch, since 
the inception of the various cop- 
per recovery programs, has ar- 
ranged for war use in their 
existing forms of approximately 
120,000,000 Ibs. of copper and 
copper base alloy materials from 
surplus and idle inventories. 

Anyone wishing and qualified to 
purchase such surplus material 
should now communicate with 
the nearest field office of the War 





Production Board for assistance 
in locating it, WPB said. If 
the desired Material is not avail- 
able within the region, the re- 
quest will be referred to Wash- 
ington. Those who have been 
accustomed to dealing directly 
with the Copper Recovery In- 
ventory Branch are urged to fol- 
low the above procedure, WPB 
added. 

Holders should continue to re- 
port their surplus copper and 
copper base alloy material to the 
field offices, which in turn will 
report it to Washington for in- 
clusion in the national inventory. 


HARDWARE AGE 














JUN 





BOSTON 
WOVEN 


HOSE 


& RUBBER CO. 


WORKS: CAMBRIDGE, MASS., U. S. A. 
P,0. BOX 1071, BOSTON 3, MASS,, U.S.A. 


JUNE 8, 1944 














Ration Order 9A Amendment 
Permits Increased Allowable 
Inventories in Some Sections 


Dealer and distributor allow- 
able inventories of rationed heat- 
ing and cooking stoves were 
again increased, effective May 
26, 1944, for most areas through- 
out the country, the Office of 
Price Administration announced 
May 22. 

The allowable inventories, 
varying in amount by types of 
stove, are increased district by 
district in the eight OPA regions 
covering the entire country. The 
increases are based on the ratio 
in each district between the pres- 
ent allowable inventories and the 
number of approved applications. 
Where this ratio is substantially 
lower than the national average, 
allowable inventories have been 
raised. 

The increases range from 50 
per cent to 150 per cent of the 
amount originally alloted to 
stove dealers and distributors at 





the beginning of rationing. Since 
then, however, they have been 
granted greater allowable inven- 
tories from time to time. Some 
districts now have been given 
larger increases than the 50-150 
per cent range because the de- 
mand for stoves has sharply risen. 

Most of the present increases 
are made in the three types of 
cooking stoves—oil, gas and par- 
ticularly coal or wood. In addi- 
tion, many districts are given in- 
creases in coal or wood heating 
stoves. 

Application for the increased 
inventories are to be made by 
stove dealers and distributors at 
their local OPA War Price and 
Rationing Boards. 

Amendment 8 to Supplement 1 
to Ration Order 9A—Stoves— 
effective May 26, 1944 provides 
for the increases in allowable in- 
ventories. : 








Work Glove Production, Sales 
Subject Preference Rating in M-375 


To meet requirements of essen- 
tial war industry workers and 
farmers for work gloves, WPB 
has placed controls on all pro- 
duction, sales. and distribution, 
by the recent issuance of Con- 
servation Order M-375. 

This order restricts manufac- 
ture to the types of gloves listed 
therein, and all manufacturers 
must file with WPB a list of the 
numbers of each style they will 
produce. A_ preference rating 
system is established, so that 
WPB may assign ratings, or al- 





locate delivery of work gloves, 
upon application on Form 541, 
to be filed at WPB field offices. 
However, in assigning a prefer- 
ence rating for work gloves, 
WPB may make the rating valid 
only to obtain delivery from a 
designated manufacturer or sup- 
plier, and that supplier will be 
under obligation to fill such 
otders. 

WPB also may establish min- 
imum quantities on specific types 
of gloves that each manufacturer 
shall be required to produce. 








To Make 100,000 Electric Fans 
— In 12 and 16 In. Diameters 


Production of 100,000 pro- 
peller type electric fans, 12 and 
16 inches diameter is to be per- 
mitted after assignment of pro- 
duction quotas to manufacturers 
able to produce them without 
interfering in any way with war 
production WPB has announced. 
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WPB has said that these will be 
sufficient only to meet most es- 
sential military, hospital, insti- 
tutional and industrial needs, 
with none available for home or 
office use. Controls over produc- 
tion and delivery of fans designed 
for desk, pedestal, wall bracket, 





ceiling, or portable window 
mounting, powered by a frac- 
tional horsepower motor drawing 
200 watts or less, are established 
in Limitation Order L-176, as 
amended May 24, 1944. 
Manufacturers found to qualify 
to make electric fans under this 
order will be granted permission 
to produce specified models and 
quantities of electric fans and in 
general will be permitted to 
make but one model of 12 inch 
and one of 16 inch diameter. 
Each manufacturer permitted to 
make electric fans will be given 
two quotas: 1—for military and 
export requirements other than 
“special orders,” and 2—another 
for other orders. “Special 
orders” are those placed by the 
Army, Navy, Maritime Commis- 
sion, or War Shipping Adminis- 








tration for marine fans conform. 
ing to Navy or Maritime Com- 
mission specifications for use on 
combat or marine vessels, no 
quota restrictions having been 
placed on production to fill such 
orders. Applications for release 
of fans from manufacturers’ 
stocks must be submitted directly 
to the manufacturers, who in 
turn will forward applications to 
WPB offices for processing. 
Only preference ratings car- 
ried by orders from Army, Navy, 
Maritime Commission, or War 
Shipping Administration are valid 
for delivery of electric fans. 
Other orders bearing preference 
ratings, including MRO ratings 
may be filled as unrated orders. 
Manufacturers inventory of parts 
are limited to a three month 


supply. 








Radio, Phonograph Pricing Now 
Under Revised Price Schedule 83 


In a technical change in the 
pricing order setting manufac- 
turers’ ceiling prices for new ra- 
dios and phonographs, the Office 
of Price Administration provided 
on May 18 that wholesale and 
retail prices may be set under 
the same orders which establish 
the manufacturers’ prices. 





At All Selling Levels 


Prior to this action wholesale 
and retail prices were determined 
only under the General Maxi- 
mum Price Regulation at high- 
est March, 1942 levels. This ac- 
tion was taken in Amendment 
No. 4 to Revised Price Schedule 
No. 83—Radio Receivers and 
Phonographs, effective May 23. 








157,100 More Electric 
Irons in Additional Quotas 


Additional production quotas 
for 157,100 electric irons, bring- 
ing the grand total of 1944 pro- 
duction authorized to date to 
926,438 irons, have been issued 
to seven more manufacturers, 
the War Production Board an- 
nounced on May 23. 

The manufacturers and the 
production quotas assigned to 
them are: American Electrical 
Heater Co., Detroit, Mich., 41,- 
000; Gilson Electric Mfg. Co., 
Chicago, IIl., 5,000; Manning- 
Bowman & Co., Meriden, Conn., 
38,500; National Stamping & 
Electric Works, Chicago, TIIl., 
8,800; The Nelson Machine & 
Mfg. Co., Cleveland, Ohio, 58,- 
000; Lawrence M. Stein Co., 





Chicago, IIl., 1,000; Waage Mfg. 
Co., Chicago, IIl., 4,800. 

According to information re- 
ceived from the seven manufac- 
turers, almost 99 per cent of the 
157,100 irons will be household 
models, and slightly more than 
one per cent will be commercial 
models. About 70 per cent of the 
household models will be auto- 
matic, and about 30 per cent non- 
automatic, WPB said. 

Quotas for the production of 
the remainder of the 2,000,000 
electric irom program set up for 
1944 will be assigned to addi- 
tional manufacturers, WPB of- 
ficials said, as their ability to 
produce irons without using 
labor of facilities needed for war 
production can be determined. 
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SPREADING ABILITY SY 
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CHARACTER OF FILM 
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‘-// 
Pa 
NEOCETA — the tested and proved painting medium 


PITTSBURGH 
PLATE GLASS COMPANY 


Branches in all principal cities 
Factory at Baltimore—29, Maryland 





Big Volume Sales in 
the Offing for THESE 


DEMPSTER PRODUCTS [> FOR FRANCHISE NOW! 


WINDMILLS WATER SYSTEMS Prepare now to profit from the certain post-war boom with 
PUMPS CENTRIFUGAL Dempster Water Supply Equipment. Dempster products are nationally 

famous. The Dempster COMPLETE LINE of Water Supply Equipment 
CYLINDERS PUMPS means more sales for you in competitive markets. Although we cannot 
now guarantee prompt deliveries of Dempster equipment due to govern- 































WATER SUPPLY mental restrictions—we hope within the near future to be able to do so. 
ay If you handle water supplies you will want the COMPLETE LINE... 
Dempster. Write now for particulars—the franchise for your territory may 
STEEL AND be available. 
m 
WOOD TANKS Outstanding for 63 Years 
PIPE With decades of experience in this field, Dempster offers you properly 
designed equipment with a wide range of capacities in both deep and 
FITTINGS shallow well pumps to meet every need. .It is delivered complete... 
ready to hook up. Automatically controlled with electric motor or 
VALVES emi tically controlled with gasoline engine. 
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ey DEMPSTER MILL MFG. CO. 8E4z8:¢5 
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when shod with 
Phoenix 
and Juniata 
horse and mule 
shoes 


Today’s “dawn to dusk” farmers realize the im- 
portance of good shoes to keep their work animals 
working . . . longer. 


And, when you recommend and sell them on 
Phoenix and Juniata horse and mule shoes, you 
sell these farmers the best . . . the shoe that’s 
made right ... wears longest ... and is priced right. 


Phoenix and Juniata shoes and calks have a 
year ’round market and a good margin of profit. 
They’re sold by leading jobbers through the reg- 


ular trade channels. 
This booklet explains fully the 


Free proper care of feet of horses and 
mules. It’s available to your customers 
FREE. Authoritative . . . concise . . . easy 
to understand . . . fully illustrated. Endorsed 
by leading horsemen and _ veterinarians. 
Write for your free copy and details of 
distribution. 





PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLINOIS 
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The War Food Administration 
has issued a temporary order ap- 
plying to distribution of farm 
machinery and equipment to be 
produced in the new machinery 
production year, which begins 
July 1, 1944. The farm ma- 
chinery distribution order, until 
amended, applied only to ma- 
chinery and equipment produced 
under authorizations for the cur- 
rent production year. 

The temporary order (Amend- 
ment 2 to Supplementary Order 
1, War Food Order 14—formerly 
FPO 14) provides principally 
that: 

1. Each manufacturer is au- 
thorized to distribute up to 70 
per cent of his scheduled produc- 
tion of Schedule I and II items— 
those for which there are both 
State and county quotas or State 





Farm Machinery Distribution 
Up to 70% On Sched. I, Il 
and Up to 100% On Sched. Ill 


quotas—and 100 per cent of 
Schedule III items. 


2. When any manufacturer has 
transferred 50 per cent of his 
scheduled production of Schedule 
I and II items, he shall notify 
the War Food Administration so 
that timely releases of additional 
quantities may be authorized. 

3. In order to reduce possibili- 
ties for concentrations of Sched- 
ule I equipment in some counties, 
a limit is placed on the amount 
of equipment which manufac- 
turers may transfer into any 
single county without approval of 
the State AAA Committee. 

4. To facilitate rationing, man- 
ufacturers will previde State 
AAA Committees with advance 
notice of shipments of Schedule 





I and II equipment. 








A procedure for distribution of 
tobacco flue sheets used in cur- 
ing tobacco, was announced by 
the War Production Board. 

Distributors of hot rolled car- 
bon steel sheets must accept 
orders for such tobacco flue 
sheets until June 30, 1944, if 
they can be filled from stock 
and if they bear the following 
certification: 

“The undersigned represents 
to the seller and to the War Pro- 
duction Board that the sheet 
steel specified on this purchase 
order is to be used only for the 


Set Distribution Procedure 
For Tobacco Flae Sheets 





manufacture of flues, used in the 
process of curing tobacco, and 
such sheets when fabricated will 
only be sold for such purpose. 
Gib d ERs ake (Signature) 
ee LSE F (Title) 
dascedhameses (Company) .” 
The rules governing this prod- 
uct, which are contained in Di- 
rection No. 2 to CMP Regulation 
No. 4, provide that sheets which 
are sold on this certification may 
not, under the provision of Order 
M-21-b-1, be replaced in stock by 
distributors, except as provided 
by special direction of WPB. 








LESS LEATHER FOR 
SHOE SOLES, SAYS WPB 


The percentage of manufac- 
turers’ bends to be set aside for 
the repair trade has been re- 
duced from 30 per cent to 25 per 
cent of a tanner’s production, the 
War Production Board announced 
today. 

The reduction is provided for 
in an amendment to General Di- 
rection No. 1 to Conservation 


‘| Order M-310. 








“Although the percentage of 


bends each manufacturer is re- 
quired to set aside has been re- 
duced there will be no reduction 
in the number of soles chan- 
neled to the shoe repair trade,” 
Harold Connett, director of the 
Leather and Shoe Division, ex- 
plained, “This is due to the in- 
creased production of sole 
leather tanners. The shoe repair 
trade will receive the same quan- 
tity of leather provided for under 
General Direction No. 1 as is 
sued originally on March 25, 
1944.” 
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M-6-b Amendments Release 


Nickel for Some Items 


WPB Order M-6-b has been 
amended to prohibit the use of 
nickel, except for operational 
purposes, in the following items: 
Transportation equipment; build- 
ing supplies, hardware, ornamen- 
tal metal work; plumbing, heat- 
ing and air conditioning sup- 
plies, and domestic and institu- 
tional appliances and equipment; 
commercial electrical appliances 
and domestic ranges. 

Clothing accessories; furnish- 
ings and furniture; commercial 
and industrial appliances and 
parts; jewelry, toilet articles, 
souvenirs, novelties, games, toys, 
art objects, musical instruments 
and plating. 





Containers of all types; brand- 
ing, marketing and labeling de- 
vices; fire-fighting apparatus; 
lighting equipment; non-oper- 
ating or decorative parts includ- 
ing frames, bases, standards and 


supports; photographic and art | 
equipment; sporting and pleasure | 


boat fittings; saddlery and _ har- 
ness hardware. 

Nickel may be used in the 
manufacture of articles omitted 
from this list only if authorized. 

Nickel scrap and second nickel 
may be used where not prohib- 
ited, but only to fill a purchase 
order to which a rating of 
AA-5 or higher has been as- 
signed. 








Portable Washers and Some Other Models 


Now Under GMPR:—Set Rental Prices | 


Sales of used portable or 
“baby” washing machines and 
other non-typical used models, to- 
gether with rental rates for wash- 
ing machines other than on a 
monthly basis to individual users 
and tagging of machines offered 
for sale or rent, are affected by 
changes announced May 16 by 
the Office of Price Administra- 
tion in the maximum price regu- 
lation covering used domestic 
washing machines, in Amend- 
ment 1 to Maximum Price Reg- 
ulation No. 372. 

Effective May 20, 1944, “baby” 
portable washers are placed un- 
der coverage of the General 
Maximum Price Regulation by 
which dealers use March, 1942 
prices. A “baby” portable wash- 
ing machine is one having a 
maximum operating capacity of 
six gallons of water or two 
pounds of dry clothes. These 
washers are excluded from spe- 
cific pricing under the used 
washing machine _ regulation 
(MPR 372). Persons who sell 
other non-typical machines, as, 
for example, an early model with 
a centrifugal dryer but without 
the usual automatic drain, will 
apply to the OPA in Washing- 
ton for a price. Such washers do 
not fall into any of the classes 
defined in the regulation and re- 
quire special pricing treatment. 

Weekly rentals are set spe- 
cifically at $1.50 for the first week 
and $1.00 for each week there- 
after by this action. Monthly 
rentals ($4.50 for the first 
month; $3.50 for each month 
thereafter) are already provided 
in the regulation. The new rates 
are consistent with the monthly 
rates based on March, 1942, price 
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levels. In the case of other 
rental periods and practices, and 
for situations where non-meter 
equipped washers are used by 
four or more families, authority 
was delegated to OPA field offices 
to set rates, 

This action also contains a pro- 
hibition against sales or rental 


tags being attached to the lid 
of a machine. 
Other changes made include 


clarifying the coverage of trans- 
actions under the regulation; in- 
serting the standard 
charge provisions; 
over-ceiling purchases in the 
course of trade or business; and 





credit | 
prohibiting | 


making clear when the ceiling | 


price for sales with a guarantee 
applies to consumer-to-consumer 
sales. 

Amendment 1 to 
Price Regulation No. 372 Used 
Domestic Washing Machines. 
effective May 20, 1944 contains 
these provisions. 





MAY USE COPPER 
IN BULK TUBING 


The War Production Board 
on May 5 amended Limitation 
Order L-158, dealing with the 
production and distribution of 
automotive replacement parts, by 
eliminating the words “other than 
copper” in paragraph (a) (11), 
item 20, bulk tubing for fuel, 
oil, brake and _ door-acuating 
lines. The use of copper in 
bulk tubing had previously been 


Maximum | 


prohibited by Limitation Order | 
L-106. This order was revoked | 


on Feb. 12, 


1944, and this | 


amendment merely conforms Or- | 


der L-158 to the existing situa- 
tion. 





Your New Water Heaters, too, 


I have Lorendalle 


A=P Thermostatic 
Oil Controls 












When new oil burning hot water heaters are ready 
for your display and sale, one of their important sell- 
ing features will be the A-P THERMOSTATIC Oil 
Control Valve. It will mean plenty of hot water, day 
and night, at constant temperature, without the in- 
convenience of manually adjusting the burner, 


The A-P model 240 WUR Control, illustrated, is gov- 
erned through the thermostatic bulb, which is secured 
against the inner wall of the tank. (Note that it does 
not require inserting into a hole in the tank — an 
advantage both in appearance and in leakproof serv- 
ice). Temperature of the water, transferred to the 
bulb, and, in turn, to the A-P Control, turns on or 
off the oil flow for high or low fire as required. Its 
“snap-action” principle of operation saves on fuel, too. 


Thus, the homeowner merely lights the burner, turns 
the control knob to the water temperature desired 
(adjustable from 120 to 155 degrees), and the A-P 
control does the rest — keeping the water at a steady 
temperature without further attention. 


The A-P Thermostatic Hot Water Heater Control is 
only one more example of the new developments of 
A-P designers and engineers . . . an example, too, of 
the skill, knowledge and ability being offered today to 
manufacturers of new heaters and heating appliances, 
for their post-war planning. 


AUTOMATIC PRODUCS COMPANY 


2442 NORTH 32nd STREET © MILWAUKEE 10, WISCONSIN 


DEPENDABLE 


OIL CONTROL VALVES 
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“Wire and more wire” is the call today 
from our fighting forces. Our duty lies in 
answering that call. As a result, even 
though producing infinitely greater quan- 
tities of wire and related products, very 
little of this production finds its way to 
the dealers’ shelves. 

Because of this condition, we as manu- 
facturers face a problem of future markets 
just as surely as the hardware merchant 
today faces serious merchandise shortages. 


We believe that today, more than ever, 
our reputation for fair business renee 
and a dependable product, rigidly guarde 

for the past 65 years, will come to our aid. 
We feel that the hardware trade will 3 
member the reliable Cortland Brands e 
wire products against the time when it 
will again be our privilege to serve them 


more fully. 
WICKWIRE BROTHERS, INC. 
CORTLAND, NEW YORK 


Wire - Screen Wire Cloth - Poultry Netting - Nal 
mas i 


















/ M-1-i, and alloy steel may be 


| Former restrictions on the use 
| of copper, nickel and tin remain 


| Freeing of frozen inventories of 
| certain listed copper-containing 
| items of plumbing and heating 
| equipment and building material 
was announced May 23 by the 
War Production Board. No war 
use for these products in their 
present form can be found and 
their reclamation for remelting 
purposes is impracticable, WPB 
said. In making the announce- 
ment, WPB officials emphasized 
that the use of copper and cop- 
| per base alloys in the manufac- 
| ture of these items remains pro- 
hibited. 

Amendment of Supplementary 
Conservation Order M-9-c-4 now 
permits use of inventories of 
finished items listed in Para- 
graph (a) (5) of the order, pre- 
viously frozen by its restrictions. 
Another change allows use of 


Some Copper Containing Heating, 
Plumbing Items Freed From Freeze 





building material, pipe or tubing 
when necessary to replace simi- 
lar items in or on a building, 
from stocks now in possession of 
the building owner. Previously, 
owners were permitted to use 
only material in their possession 
on June 23, 1943, in amounts not 
to exceed 25 Ibs. for each specific 








copper and copper base alloy 


repair. 

Earlier this year, M-9-c-4 was 
amended to permit water and gas 
utilities to use copper and copper 
base alloy pipe tubing and fit- 
tings in inventory on January 1, 
1944, in the installation of un- 
derground water and gas supply 
and distribution systems. By the 
new amendment, contracting 
plumbers making such installa- 
tions for utilities also are per- 
mitted to draw upon their Jan. 1 
inventories, 











WPB Eases Some Metals for Use 
In Making Safety Appliances 


WPB has announced the re- 
moval of restrictions on the use 
of aluminum, alloy steel, and cer- 
tain other materials from Order 
L-114, controlling the manufac- 
ture of safety equipment. This 
includes guards, goggles, shields, 
safety cans, safety clothing, respi- 
rators, inhalators, headgear and 
resuscitating apparatus. 

Aluminum may now be used to 
the extent permitted by Order 


used for any safety equipment. 


unchanged. Restrictions on 
asbestos cloth, plastics, and 
elastic fabrics are removed. 


Chromium is permitted in alloy 
steels and in plating of safety 
equipment where the plating has 
a functional purpose. 

By another action, amending 


chromium in the manufacture of 
fire protective, signal and alarm 
equipment have been similarly 
eased by WPB. This is in line 
with WPB policy of permitting 
a return to materials normally 
used if the supply situation war- 
rants and the change will result 
in a better product without in- 
creased use of manpower. 

Cadmium may be used to the 
extent permitted by M-65. Mer- 
cury and zinc are no longer re- 
stricted. Restrictions on the use 
of copper, tin, nickel, bismuth, 
Monel metal, asbestos and rub- 
ber remain unchanged. 

The amended order also 
specifically prohibits the manu- 
facture of soda-acid fire ex- 
tinguishers. Actually, however, 
previous prohibitions on the use 
of copper have been making it 





Order L-39, restrictions on the 
use of alloy steel, aluminum and 


impossible to manufacture this 
type of extinguisher. 








No Release of Materials for 
Normal Private Home Building 


A report that the War Produc- 
tion Board soon will issue prior- 
ities and release building mate- 
rials for a partial resumption of 
normal private housing construc- 
tion was denied by the War Pro- 
duction Board and the National 


Housing Agency on May 22. No 
such decision has been made, ac- 
cording to a statement by WPB 
and NHA, and construction is 
still limited to the war housing 
program in the same measure it 
has been in the past. 
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L-13-a Amendments Broaden Order 
Coverage On Metal Furniture, Fixtures 


The scope of Limitation Order 
L-13-a has been broadened to 
include a wider variety of metal 
furniture and fixtures, the War 
Production Board has announced. 
With certain exceptions, L-13-a as 
amended May 22, 1944, controls 
the production of any furniture 
and fixtures containing more than 
5 per cent of metal by weight, 
other than the minimum essential 
amount of iron and steel re- 
quired for nails, nuts, bolts, and 
other joining hardware, and other 
than casters and_ upholstery 
springs. Manufacture of items 
falling within this classification, 
except as noted below, is not 
permitted under the terms of 
L-13-a. 

In addition to the types of 
metal office and industrial fur- 
niture and fixtures previously 
controlled by the order, school 
furniture, theater seats, swivel 
chairs, as well as numerous other 
items not specifically listed in 
the order, are now controlled by 
L-13-a. 

Not controlled by the order 
are time card racks (subject to 





L-54-c), medical and surgical 


furniture and related equipment 
(as defined in L-214, Schedule 
III), dental equipment, labora- 
tory furniture, metal drafting 
tables, metal doors, metal door 
frames, and metal shutters (sub- 
ject to L-142), metal household 
furniture (subject to L-62), or 
graphic arts machinery (subject 
to L-326). 

The items previously permitted 
to be produced for general indus- 
trial, commercial, and office use 
are still permitted to be made 
for those purposes. The items 
are: wood filing cabinets con- 
taining not more than two pounds 
of essential operating steel hard- 
ware per drawer; wood typewriter 
desks containing metal type- 
writer mechanisms; steel seating 
equipment designed for use at a 
workbench or production ma- 


chine; steel work benches where | 
required for safety, steel fore- | 


men’s desks, shop boxes, stacking 
boxes, tool cases, and tool room 
shedving inserts. 

The previous provisions con- 
cerning production for preferred 
orders remain unchanged. 








L-41 Insulating Provisions Permit 
Insalation Only Of Existing Buildings 
Withoat Changing Use of Them Says WPB 


The exception made from 
Conservation Order L-41 for in- 
sulating buildings with certain 
materials applies only to the 
insulation of existing buildings 
without change in the use of 
these buildings, the War Produc- 
tion Board said on May 24. 

The ruling states that the ex- 
ception does not apply to the 
use of insulating materials in the 
original construction of a build- 
ing, to an alteration to a build- 
ing, or to a conversion from one 
purpose or use to another. 





For example, if an existing 
building is being converted from 
a store to a frozen food locker 
plant, the cost of the insulating 
materials installed must be in- 
cluded as part of the cost of con- 
version subject to the cost limi- 
tations of Order L-41 as these 
materials are being used to con- 
vert a store to a locker plant, not 
to insulate a store. 

This ruling is made in Inter- 
pretation 7 to Conservation Order 
L-41. The 
issued May 23, 1944. 








Ease U-1-c for Those 


Who Started 


Work Prior to Catback Order 


The War Production Board has 
announced a change in the order 
affecting rural electric line con- 
struction, designed to eliminate 
certain hardships resulting from 
an April 6 amendment cutting 
back the rural construction pro- 
gram. 

The change announced May 15, 
made by amendment of Supple- 
mentary Utilities Order 
permits farmers who had under- 
taken preliminary work, such as 
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farm wiring or the purchase of 
electrically driven machinery, be- 
fore the cutback was ordered, to 
qualify for service. 


War Utilities, in announcing the 
change, pointed out that its sole 
purpose is to relieve hardship 
cases and that the general re- 





U-1-c, | 


strictions adopted in April be- 
cause of the shortage of trans- 


| ° . 
be continued in 


| formers 


| effect. 


must 


interpretation was | 


Edward C. | 
Falck, Director of the Office of 














When Opportunity knocks on your door 
with the lifting of present restrictions on 
farming equipment, be ready with the right 
answer — feature Planet Jr. in your plans for 


the future ! 


It will pay any dealer to find out now just 
what this famous line of Garden Tractors and 
specialized Planting, Fertilizing, and Tillage 
Tools can mean to him in the way of profit 
and prestige. Write for the Planet Jr. Tractor 
Catalog and the Planet Jr. Implement Catalog. 


S. L. ALLEN & CO., INC. 
3425 N. Sth Street, Philadelphia 40, Pa. 


Planet Jr. 


FARM AND GARDEN TOOLS 


easier 


75 years making growers’ work 
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MAKE TIME 


with 


"YANKEE TOOLS! 


Do the tools you buy 
make your work easier, 
faster, more efficient? Do 
they save you time, 


money, trouble? Will 


they stand the pressure of hard work, earning 


their keep by long, dependable service? They will, 


indeed, if they are “Yankee” Fine Mechanics’ 


Tools, the choice of true craftsmen everywhere, 


for more than half a century. There’s only one 


trouble with “Yankee” Tools today, but that’s a 
y 


trouble that will be corrected quickly by Victory: 


Supply can’t keep up with demand .. . for 


“Yankee” Tools, you see, are at work for war. So 


remember the built-in ingenuity of “Yankee” 


Serew Drivers, Drills, Vises, Bit-Braces, and Tap 


Wrenches. They’ve been designed to make time! 


And making time, above, is “Yankee” Spiral 


Screw Driver No. 130A—a size for every purpose. 


Advertising of this kind in the Saturday Evening 


Post, Popular Mechanics, and Popular Science is 


safeguarding your “Yankee” Tool market of the 


future. 
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make good mechanics better 


North Bros 


Mfg. Co., Phila. 33, U.S. A 
Established 1880 





| erence rating to obtain main- 











Farther Tighten Control 


On Use of Silver for 


Manufacturing Purposes 


Exemption of small manufac- 
turers from restrictions on the 
manufacture of articles contain- 
ing silver have been tightened by 
WPB amendment to Order M-199, 
to eliminate some abuses of that 
order. 

Provisions applicable to “hand 
tool manufacturers” apply only 
to those who are engaged ex- 
clusively in the manufacture of 
silver products described in List 
B of the order. Only domestic 
silver is permitted for their use, 
and then only within quota limi- 
tations. Foreign silver and Trea- 
sury silver are not permitted. 
Such a manufacturer may pur- 
chase, accept and use in a calen- 
dar quarter, not over 25 per cent 
of the amount he used in 1941. 

Other changes include:— 

(a) Distributors, retailers, and 
consumers are debarred from 
selling, purchasing, delivering, 
or accepting delivery of any ar- 
ticles containing silver, if they 
have reason to believe that they 
were made in violation of Or- 


der M-199. 
(b) In the definition of “sil- 
ver” are included rolled-gold 


plate, gold-filled stock, and sim- 


ilar combinations for the sake of 
clarity. Finished silver products, 
including coins, if melted down 
or put to use different from that 
originally intended, still are “sil- 
ver,” and their delivery and use 
are restricted by the Order. 

(c) The use of foreign silver 
owned ‘by a manufacturer prior 
to July 29, 1943, in the manu- 
facture of “official articles,” such 
as military insignia and decora- 
tions, is prohibited. 

(d) A new List D, inserted in 
the Order, mentions a few minor 
but essential uses in which do- 
mestic newly-mined silver is 
without restriction, but the use 
of foreign silver is not permitted. 

(e) “Official articles” may now 
be sold only to the person from 
whom the manufacturer received 
the order for which they were 
made. 

(f) Identification neck chains 
manufactured under orders and 
contracts for the Navy Depart- 
ment or for Ship’s Service Stores, 
are recognized as a permitted use 
of Treasury silver. 

(g) Minor changes pertain to 
electroplating and to health sup- 





plies. 








Change MRO Ratings 


Persons engaged in the manu- 
facture of high tenacity tire 
type rayon yarn; cotton, rayon, 
and nylon tire cord; and tire 
fabrics may use the AA-1] pref- 


tenance, repair, or operating sup- 
plies (MRO) for the conduct of 
such business, the War Produc- 
tion Board announced today. 
Previously persons engaged in 
such business were allowed to 
use the lower AA-5 rating for 
this purpose. 

This action is taken by includ- 
ing this type of production in 
List 1 of Controlled Materials 
Plan Regulation No. 5, as 
amended May 18, 1944. 

At the same time, production 
of ornamental and novelty glass 
has been excluded from types of 
glass production eligible to use 
the AA-2 preference rating for 
MRO supplies. This means that 
manufacturers of such products 





will be eligible to use only the 


for 


Some Types of Plants 


AA-5 preference to obtain their 
MRO. 


COMMITTEE SEEKS 
ELEC. TEST EQUIP. 
PRODUCTION BOOST 


Plans for increasing the pro- 
duction of electrical test equip- 
ment by at least 50 per cent for 
the remainder of the year were 
discussed at a joint meeting of 
the Test Equipment and the Test 
Instrument Industry Advisory 
Committees, the War Production 
Board said on May 22. 

Employment of extra shifts of 
workers, overtime employment 
and sub-contracting of orders 
were considered by committee 
members as means of increasing 
production of test equipment and 
test instruments. The bringing 
of new companies into the indus- 
try is also being considered by 
WPB as necessary to boost pro- 
duction, the agency said. 
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Permit Limited Production Heavy 
Duty Floor Maintenance Machines 


(Washington Bureau 
of HarRDWARE AGE) 

WPB has announced that 
floor maintenance machines of 
the heavy-duty type currently 
required in war industries and 
by military claimants may again 
be produced in limited quanti- 
ties. A program for production 
of 750 such machines per quar- 
ter, or 3000 machines during the 
next year, beginning with the 
second quarter of 1944, has been 
approved in order to provide 
these labor saving devices for 
war plants and the armed ser- 
vices. 

The production is confined to 
portable electric hand blowers, 
industry vacuum cleaners, drum 
type floor finishing and floor 
maintenance machines making 
a 6-in. path or wider, and disk 





type floor finishing and floor 
maintenance machines making 
a 10-in. path or wider. Produc- 
tion of floor sanding machines 
and portable rug scrubbing ma- 
chines is still prohibited, but 
delivery of floor sanding ma- 
chines is no longer restricted. 

Applications for permission 
to purchase any of the restrict- 
ed machinery should be made 
to the WPB Service Equipment 
Division, Washington 25, D. C.: 
Ref. L-222, on Form WPB-1319. 

Manufacturers will apply for 
priorities assistance on Form 
CMP-4B, and in _ processing 
these applications WPB will be 
guided by the policy that the 
total production of the entire 
industry must not exceed the ap- 
proved program for these prod- 
ucts. 








Exempt Corrosion Inhibitor Service 
For Boilers, Heat Systems From 
Price Control As of May 27 


Fees and charges for corrosion 
inhibitor services for boilers and 
heating systems are exempt from 
price control, the Office of Price 
Administration announced May 
27. This service consists of a 
special analysis of the  cus- 
tomer’s need for a corrosion in- 
hibiter in his heating system by 
a person with the necessary tech- 
nical knowledge and the use of 
prescribed chemicals to retard 
the corrosive action. 

This action, effective May 27, 
1944, was taken because the tech- 





nical knowledge of the person 
giving the service, rather than 
the materials used, is the im- 
portant factor involved in re- 
tarding corrosion within a heat- 
ing system. Each boiler instal- 
presents individual _ re- 
which make price 
practically im- 


lation 
quirements, 
standardization 
possible. 





Amendment No. 49 to Revised | 


Supplementary Regulation Noe. 
11 to the General Maximum 
Price Regulation—effective May 
27, 1944, made these exemption 
provisions. 








3 Additional Types Armored Cable 
Now Subject to Rev. Price Sched. 82 


Three types of armored elec- 
trical cable, inadvertently omitted 
from the original listing, have 
been added to the list of manu- 
facturers’ dollars-and-cents ceil- 
ings, the Office of Price Adminis- 
tration has announced. 

The items added to the list, 
with prices varying according to 
size and shipping zones, are: 
Armored leaded cable, 150-ft. coil 





from $147.80 to $161.40. Bare 
armored ground wire (solid) 


250-ft. 
$66.90. Bare armored ground 
wire (stranded), 250-ft. coil 


from $35.20 to $73.81. 

Amendment No. 9 to Revised 
Price Schedule No. 82—Wire, 
Cable, and Cable Accessories, 
effective May 29, 1944, made 
these additions. 








CMP No. 1 Definition 


Amended On 


coil—from $32.12 to | 


Wire Rod, Wire, Wire Products | 


The definition of “wire rods, 
wire and wire products” con- 
tained in Schedule 1 of Con- 
trolled Materials Plan Regulation 
No. 1 has been modified to ex- 
clude chain link fence fabric 
from the controlled materials 
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| forms and shapes of carbon steel, 


the War Production Board an- 
nounced May 29. 

Schedule 1 of CMP Regulation 
No. 1 designates the forms and 
shapes of steel that 
trolled materials. 


are con- 
| 





Cad EN Fae 


NAIL HOLDING 
HAMMERS 


Cheney Nail Holding Hammers set the 
nail overhead and in other hard-to-get- 
at-places, quickly and easily. Carpenters 
often save ladder climbing with Cheney 
Nailers on many nailing jobs. Limited 
quantities for hardware merchants now 


available 








HENRY 


Sales Office: 217 Broadway, New York City 


CHENEY HAMMER CORP. 


Factory: Little Falls, N. Y. 
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Authorize 68,000 Electric 
Ranges for Civilians 
For 1944 Production 


Makers’ inventories of repair 
and replacement parts still lim- 
ited to three months’ supply. 


Production of a total of 88,000 
domestic electric ranges is ex- 
pected to be permitted in 1944, 
the War Production Board an- 
nounced on May 25. The terms 
under which production to this 
extent may be authorized are 
established in Limitation Order 
L-23-b, as amended May 25, 1944. 

Of the total number of ranges 
to be produced this year, about 
68,000 will be for the purpose of 
providing essential replacements 
for civilians and of meeting the 
requirements of new privately 
financed Federal Housing Admin- 
istration housing projects, and 
about 20,000 will be used to fill 
“special orders.” “Special 
orders,” are those placed by the 
Army, Navy, Maritime Commis- 
sion, War Shipping Administra- 
tion, Federal Public Housing Au- 
thority, the Home Owners’ Loan 
Corporation acting for the Na- 
tional Housing Administration, 
and export orders. 

Manufacturers will distribute 
the ranges that are available for 
replacement purposes equitably 
through the normal retail chan- 
nels, WPB said. The ranges will 
not be rationed, and preference 
ratings lower than AAA are no 
longer valid for electric ranges, 
but any person who wishes to buy 
an electric range for home use is 
to present to his dealer a signed, 
written certificate, stating as fol- 
lows: 

“T certify to the War Produc- 
tion Board and to the seller: 

own or occupy the residence 

PPV Coo as ocesece It has the 
inside and outside wiring needed 
for an electric range, and my 
electric company has told me 
that electric service for range 
operation will be supplied. I do 
not have any electric range for 
this residence which can be used 
or repaired.” 

Ranges for use in approved 
new war housing projects may be 
sold only if the purchaser en- 
dorses the following statement on 
his purchase order: 

“This order is placed pursuant 
to authority granted under Or- 
der P-55-c. I have been author- 
ized by the War Production 
Board or National Housing 
Agency to install these electric 
ranges in Project No. ......... 
DE ME ANecae sc ¢adicnnddcuun e 

WPB expects to direct manu- 
facturers to hold back a propor- 
tion of their ranges for use in 
such housing projects until they 


108 





receive actual orders from dealers. 

Only three-burner, apartment- 
house type electric ranges, al- 
ready in production under emer- 
gency procedures, are expected 


Copper, Copper Base Alloy 
Released for Some Uses 


Use of copper and copper base 
alloy as undercoating in the 
plating of reflectors and flat 
tableware and in lead plating 
now has been authorized, the War 
Production Board said May 26. 
Amendment of Conservation 
Order M-9-c effects this change. 
Use of copper as an undercoating 
will result in substantial saving 
in manhours, reduce rejects and 
materially increase the life of the 
products involved, WPB officials 
said. 

The amended order also per- 
mits the use of copper in the 
manufacture of radiator fin as- 
semblies for automotive heaters 


used in passenger carriers 
(buses) and for automotive ve- 
hicles used by United States 
military agencies; bushings for 
hospital bedsprings; floats for 
liquid level control; coaster 


brakes for bicycles (military use 
only) and as an undercoat in 
plating outside functional parts 
of fountain pens and mechanical, 
pencils. Copper and copper base 
alloy have been made available 
for the manufacture of these 
products for some time past, 
through the medium of appeals. 
Use of copper in the manufac- 
ture of certain working parts for 
blow torches and in parts for 
liquid fuel lanterns is permitted 
by the amendment. These 
changes are expected to save on 
manpower and to provide for 
more serviceable products. 
Copper will now be made 
available for the manufacture of 
insect screening for use _ by 


United States military agencies, 
when authorized in writing by 











to be available before the latter 
part of the year. Manufacturers 
who may be authorized to make 
standard four-burner models be- 
ginning in the third quarter of 
this year will require between 90 
and 120 days to get into priduc- 
tion. Standard four-burner 
models therefore are not expected 
to be ready for distribution until 
the fourth quarter. 

All quotas assigned for civilian 
production will specify not only 
the number of ranges permitted 
to be produced, but also the 
models to be made. In general, 
no single manufacturer will be 
authorized to produce more than 
one standard four-burner model 








and one three-burner, apartment- 
house type electric range for 
other than special orders. 
Except for inventory restric- 
tions, the previous limitations on 
the production of repair and re- 
placement parts have been re- 


moved. Under the amended 
order, each manufacturer’s in- 
ventory of parts (including repair 
and replacement parts) is limited 
to a three months’ supply. Pro- 
duction of parts which would 
bring his inventory beyond that 
point is prohibited, except that 
no manufacturer is required to 
make less than a minimum prac- 
tical run of any parts. 








the War Production Board. The 
Copper Division stated that 40,- 
000,000 square feet of fabricated 
insect screening, reported by dis- 
tributors to the Copper Recovery 
Corporation, has been diverted 
into military and other essential 
uses permitted by the terms of 
the order. 


USED MACHINE TOOL 
ORDER CORRECTED 


Several changes and minor 
corrections in the listed equiva- 
lents, and information as to serial 
numbers of several obsolete ma- 
chine tools described in the regu- 
lation governing prices of second- 
hand machine tools, were an- 
nounced recently by the Office of 





Price Administration. 

These changes and corrections 
will make it easier to establish 
applicable ceilings for the ma- 
chine tools and extras that are 
not listed with March 1, 1941, 
prices in the regulation. In 
cases where the tool or extra be- 
ing priced is not listed in the 
regulation, specified percentages 
are applied to the price of the 
nearest equivalent new machine 
tool or extra listed. 

Also, to clarify the original in- 
tent of the regulation, provisions 
dealing with rentals have been 
changed to state clearly that they 
apply only to second-hand ma- 
chine tools, attachments, and 
extras. 

Amendment No. 5 to Maximum 
Price Regulation No. 1—Second- 
Hand Machine Tools—effective 
May 31, 1944, makes these pro- 
visions, 








Urge Expediting Deliveries 
of Repair Parts for Air 
Conditioning, Refrigeration 


Inventories of repair parts for 
refrigeration and air conditioning 
equipment are dangerously low at 
present, the General Refrigera- 
tion and Air Conditioning Indus- 
try Advisory Committee reported 
at a recent meeting held in 
Washington with representatives 
of the Refrigeration and Air Con- 
ditioning Section of the War Pro- 
duction Board, WPB announced 
recently. 





To correct this situation, the 
committee recommended (1) that 
WPB make every effort possible 
to expedite processing of Form 
WPB-547 (formerly PD-1X), (2) 
that a higher rating be made 
available to the industry for ob- 
taining production materials 
with which to make the neces- 
sary repair parts, (3) that in- 
ventory provisions of Order L-63, 
distributors’ inventory limitation 
order, be relaxed to take care of 
seasonal demands for repair parts 
for refrigeration and air, con- 
ditioning equipment, and (4) 
that all other possible steps be 
taken to speed deliveries of re- 
pair parts to replenish diminish- 
ing inventories. 
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UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
Rive first call to the war effort, and 
whateveravailable hardware is allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is comin’, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 

We suppest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
STERLING - - - ILLINOIS 











SIZE MAR/KED 


PUMP LEATHERS 


Short of Clerks? 


The sharp, clear size-markings on all 
Simplex pump leathers speed up sales and 
prevent mistakes and exchanges. 


Solve your sales clerk problem with 


quickly sold Simplex pump leathers. They | 


help both dealer and customer. 


Ask your jobber or write 
us for price list. 


MANUF ACT Pee 


Aus 0 8. | 
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Washington News Reel 


(Continued from page 83) 


expense of important war programs, 


WPB said. 


WPB officials stated that the advis- | 


ability of establishing a program for 
sterling silverware production would be 
studied by WPB, in accordance with an 
industry advisory committee recommen- 
dation. 


x & 


A PROPOSED REVISION to 
Order L-182 was discussed at a recent 
meeting of the Commercial Cooking 


| Equipment Industry Advisory Com- 
| mittee with WPB. The revised order 


would establish a blanket production 


quota for the industry as a whole and | 
provide for allocation of material to 


individual manufacturers each quarter 
on the basis of their capacity to produce 


| and the need for the type of equipment 
| each produces. 


r ** . . ! 
Under the proposed revision, indi- | 


vidual manufacturers’ quotas for badly 


needed items could be increased and | 
| quotas for less needed equipment could 
| be decreased, it was explained. The | 


present order provides that a manufac- 
turer can apply for enough material to 


manufacture for civilian requirements | 
| 61% per cent of his base year production. 


If the applicant is not able to use all of 
the material entitled to use because of 
contracts with the Armed Services, all 


| or part of this quota is lost since it 


cannot be taken over by another manu- 
facturer. The proposed revision to the 
order would allow WPB to make use of 


that material which would otherwise | 
not be used for production of com- | 


mercial cooking and food and plate 
warming equipment. 


Committee members agreed that the | 


proposed change was a practical plan 
for full use of the established quota and 
that it would make it possible for more 


| essential items to be produced. 


xk 


THE SUPPLY OF TUNGSTEN 


and. molybdenum. for. imeandescent. and. 


fluorescent lamps is about the same as 
it was a month ago, at the time of the 
previous meeting of the Incandescent 
and Fluorescent Lamp Industry Com- 
mittee. Total allotments of tungsten, to 
the members of the industry for use in 
May and June average slightly more 
than 5100 kiligrams per month. Allot- 
ments of molybdenum for the same two 
months average around 2300 kilograms. 
Unless military demands for tungsten 
and molybdenum increase unexpectedly, 
tungsten and molybdenum will continue 
to be allocated to the lamp industry of 
approximately the same rate during the 
remaining months of this year. 

The industry’s total production and 
shipments of fluorescent and incandes- 
cent lamps are well in line with essen- 
tial military and civilian requirements. 


WPB officials said. IAC members esti- 


STEVENS WALDEN, 
466 SHREWSBURY STREET 


WORCESTER, MASSACHUSETTS 


AIRPLANE 
TOOLS 


KEEP THEM 
FIT TO FIGHT 


| Gate caked a4-0 Moto bect ol-hamne 

civilian flying a 

success in the skies depends on 
the last minute inspection be- 
fore taking off. ... 


ALDEN WORCESTER 
TOOLS 
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E-JECT-O OFFERS YOU 





FITS 


THE YEAR 
AROUND 





E-JECT-O heats, agitates, dissolves 
obstructions in drain pipes. It’s the 
“‘quick-action”’ drain opener. A 
fast seller that brings quick profits! 


Order from Your Jobber or Direct 


UNITED GILSONITE LABORATORIES 











SCRANTON, PA. 





REFLECT 0 


Sells 


Every sign sold is 
another display for you 


REFLECTO LETTERS CO. 


ie 112 W. 27th ST. NEW YORK LN Y 





LEATHER 
AND 
SADDLE SOAP 


Sells readily for many uses. 
Cleans and preserves ALL kinds 
of leather, and imitation leather, 
except suede. Imparts a soft 
fine finish. In 6 oz. and 12 oz. 

















cans. 


ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn, N. Y. 
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mated that requirements for fluorescent 
lamps for 1944 would be around 40,000,- 
000. WPB officials said that this esti- 
mate corresponds very closely to the 
present production program as deter- 
mined by WPB. 


At the previous meeting, industry 
members had said that back orders for 
lumiline lamps were accumulating. 
Manufacturers of these lamps have been 
directed to distribute them equitable 





among consumers on unrated orders. A 
small proportion will be set aside to 
take care of important rated orders. 

WPB has received a few complaints 
from doctors and dentists because of 
inability to buy P-25 (100-watt) spot- 
lights, Industry members were told. 
Steps will be taken by WPB and the 
industry to determine the reason for 
these local shortages, and an attempt 
will be made to equalize distribution of 
the available supply. 





Arkansas 


NAME & PLACE — Arkansas 
Retail Hardware and Implement As- 
sociation, 44th annual convention, 
April 5, 1944, at the Marion Hotel, 
Little Rock, Ark. 


NEW OFFICERS—President W. 
A. Smith, McGehee, succeeding 
George R. Lindahl, Malvern, who 
became chairman of the board of di- 
rectors; vice-president, Frank Ru- 
dolph, Gurdon; secretary-treasurer, 
George L. Turner, Little Rock. 


ADDRESSES — Luther R. Stein, 
vice-president and sales director of 
the Belknap Hardware & Mfg. Co., 
Louisville, Ky., contended that 
American business is headed for the 
greatest period of confusion in its 
history. “We all favor avoiding in- 
flation, but the retail dealer has been 


Convention 


the most badly used under OPA of 
any group in the country,” he stated. 

Paul M. Mulliken, executive secre- 
tary of the National Retail Farm 
Equipment Association, St. Louis, 
Mo., did not agree with this state- 
ment and said that “WPB is doing a 
splendid job and we have nothing 
against OPA.” 

A. W. Kirby, WPB analyst at St. 
Louis, Mo., declared, “The armed 
forces still come first. Our mounting 
stockpiles of steel, aluminum, cop- 
per and other critical materials will 
be required when the _ invasion 
starts.” 

Other speakers included W. R. 
Bumpers, Charleston, Ark.; Hobart 
Thomas, N.R.H.A., Indianapolis, 
Ind., and W. M. Shepherd, Arkansas 
Power & Light Co., Pine Bluff, Ark. 





Summer Toys and Books Keep Children 
In Store While Mothers Shop 


HEN summer comes, the Wm. 

Wolf & Son Hardware, Madi- 
son, Wis., does not pack its toys and 
books away to await the next Christ- 
mas season. Part of the stock is 
moved to the front of the store in an 
area hard to utilize for other pur- 


poses and a number of the items are 
put on display. 

This display serves several pur- 
poses. Not only does it attract the 


children and thus bring many small 
sales to the store, but it also serves 
to keep most children occupied. 





This book and toy display keeps the children occupied at all times. 
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Where to Set the Ejector Assembly 
For Ejector Pumps and Water Systems 


QUESTION quite frequently 

asked regarding ejector pumps 
and water systems is, “Does the 
water level in the well or the loca- 
tion of the ejector assembly deter- 
mine the capacity?” The pumping 
level rather than the location of the 
ejector assembly is the determining 
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Illustrating the methods used in 
strong wells and in weak wells. 


factor. Manufacturers’ performance 
tables accurately record the tested 
capacity of the pump and water sys- 
tem at given well lifts, which means 
the distance to water level when 
pumping. 

If the ejector assembly is 25 ft. 
or more below the pumping level, or 
a tail pipe is used, there may be a 
small loss in capacity because of the 
increased pipe friction. However, if 
the ejector assembly were placed 
over 15 ft. above the water level, the 
atmospheric pressure would not be 
great enough to provide full capac- 
ity. On weak wells the ejector as- 
sembly is sometimes located far 
beneath the pumping level so as to 
utilize the storage capacity of the 
well. In such installations, the de- 
livery will drop off gradually as the 
water level recedes. If pumping is 
continued long enough, the water 
level may drop below the ejector as- 
sembly and admit air. To prevent 
this, the delivery should be reduced 
by increasing the discharge pressure 
at the regulator valve. 
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For. weak well conditions, most 
pump men prefer to set the ejector 
about 10 ft. below the water level 
and add a 35-ft. length of tail pipe. 
As the water level recedes during 
operation, atmospheric pressure de- 
creases until delivery equalizes with 
the flow of the well. This latter ar- 
rangement would be _ impossible, 
however, without 45 or more feet of 
standing water in the well. In all 
cases, it is preferable to use a 35-ft. 
length of tail pipe on weak wells, 
even though the ejector assembly 
stands above the water level. Other- 
wise air may enter the ejector. 

If the indication is that the flow 
of the well is equal to or greater 
than the pumps’ rated delivery, the 
ejector assembly should be set about 
10 ft. below the water level, dis- 
pensing with the tail pipe. If, how- 
ever, the ground water level is 
gradually receding, a lower setting 
is recommended. 


Attracts Attention to 
Rustic Furniture 
With Eye-Catching Ad 
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An attractive ad, stressing the fact 
that rustic furniture gives one a 
summer resort at home, was fea- 
tured by Wolff, Kubly & Hirsig Co., 
Madison, Wis. The ad measured 
three columns in width by 11%, in. 
in height, contained several illus- 
trations and emphasized a non- 
critical material to replace metal 
lawn furniture. 
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ARMSTRUNG BROS. 





Threads of Lathe-cut 
Smoothness 


Machined from special oil-tem- 
pered Chrome-Vanadium Tool 
Steel, with hob-cut teeth “backed- 
off" from their ground cutting 
points; with accurately figured 
cutting angles and chaser rakes 
and ample chip clearance, these 
finer dies produce threads of lathe 
cut smoothness. They cut freely, 
faster, without drag and spin off 
the pipe without tearing or jam- 
ming. 

Hardened, drawn, tempered and 


tested, they hold their kneeness 
cnd free-cutting qualities. 

They fit all standard make Stocks 
or Threaders—"Adjustable," "Re- 
ceding" or "Solid'"—come in all 
pipe sizes from |/4" to 2". 
ARMSTRONG BROS. Stock and 
Receding Threaders are improved 
in design, accurately balanced 
and machined inside and out. 


Write for Catalog 


ne BROS. wel CO. 


The Te Holide Peog 


314 N FRANCISCO AVE. « CHICAGO, 1 
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Eastern Sales Office: 199 Lafayette St, N. Y. 
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Conversion and Remodeling Bring 


300 Per Cent Increase in Volume 
(Continued from page 70) 


short shifts and changed from a 
dark, gloomy storage space to at- 
tractive, well-lighted display 
rooms, where stoves and electrical 
appliances were displayed. Wall 
shelving was built to hold stocks 
of farm and household supplies, 
canning equipment, dishes, glass- 
ware, crocks, etc. Toys were 
added and set up on the basement 
shelves. 

In the meantime, Mr. Holsman 
tore out his front two tool cases, 
moved the tools back and installed 
open shelves for stationery, and 
school supplies. Then he developed 
a little “Sports Shop” and added 
tennis and baseball equipment and 
fishing tackle. 

Paint was set up on the front 
pyramid display table and pottery 
was introduced on the front sec- 
tion of open shelving. Dishes and 
glassware came next, and the final 
reserved for aluminum, 
cast-iron, and_ stainless 
copper kitchenware, 


section 
chrome, 
steel and 


gradually absorbed through war- 
time shortages a complete line of 
glass cooking and baking ware. 

Customer interest is maintained 
most effectively by alternating 
linoleum and toys annually in the 
back display room. This is the 
year for linoleum to be upstairs 
on the first floor, and toys in the 
basement. The store is pushing 
linoleum heavily, for this is a big 
linoleum year. 

Since buying the store, Mr. 
Holsman has changed his lighting 
system three times. The canopied 
open shelves are now illuminated 
by fluorescent lighting, and there 
are also overhead and wall fix- 
tures for indirect lighting. The 
Holsmans insist upon the attention- 
getting value of good display, set 
off by good lighting, and think it 
is an inexpensive way to advertise. 
The various remodeling projects, 
some achieved for as little as $50, 
have proven to be the store’s most 
effective advertising medium. 
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SERVI NG Long p 


In these strenuous days, Indestro Tools are 
serving, not only extra hours, and extra 
days— but extra years! This never-say- 
die endurance is building up good 
will for Indestro Tools that will 
result in greatly increased [ey 
demand, when the vic- 
tory has been won. 


Indestro Manufacturing Corp. 7 
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“Converting” gradually has 
built up stocks in all lines, result- 
ing in a 300 per cent volume in- 
crease in the past few years. Al- 
though the war has stopped most 
of his remodeling, Mr. Holsman 
is still adding new lines, and re- 
cently expanded his line of farm 
tools and equipment with bale ties, 
fence, and electric fence supplies. 

It is the custom to develop one 
timely theme and correlate the dis- 
play to highlighting one idea such 
as: a garden seed and garden 
tool window for Victory Garden 
promotion; a housecleaning win- 
dow with all housecleaning neces- 
sities and accessories, even to a 
stepladder; a paint window; a 
toy window; a _ going-back-to- 
school window; a summer fun 
window; a farm tool window; a 
canning window; a furniture and 
linoleum window; a_ hardware 
tool window—and so on. Then to 
keep from going stale on special- 
ization a “free-for-all” window is 
featured with splash display of 
mixed and matched household, 
farm, and hardware needs. 

Here are some of the merchan- 
dising principles that have proved 
so effective in the operation of the 
store. 

1. Keep all stock on open dis- 
play. 

Sight sells! 

2. Move hardware stock, tools, 
etc., to the back. Everyone knows 
you sell hardware, but they won’t 
know you sell V-mail stationery, 
playing cards, lamp-shades, and 
African violets unless they see 
them. 

3. Keep customer coming back. 
Repeat business is what counts! 
Holsmans uses orange wrapping 
paper, imprinted with 10-cent 
coupons. Twelve of these coupons 
rate a free 10-cent purchase. Make 
your store headquarters for com- 
munity and civic projects—to 
keep traffic coming in. Holsman’s 
reserve seats for school plays and 
serves as central depot for scrap 
and salvage campaigns. 

4. Play up to the younger gen- 





Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 100 
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eration. Today’s children are to- 
morrow’ customers. Holsmans 
stock a wide range of toys. Toys 
are always displayed in the three 
little basement windows, directly 
beneath the large display window. 

5. Always push timely merchan- 
dise in advance. Have something 
to push every month as special 
and timely and get it going 
early. 

6. Advertise consistently and 
take the customers into your con- 
fidence. The firm has been follow- 
ing a series of personal comments 
on the current situation as applied 
to the hardware business. When 
the Dallas Center weekly folded, 
Mr. Holsman carried through 
his informal advertising by pop- 
ular request, in the weekly county 
paper. 

7. Understand your community 
and make your ideas match the 
standards of your townspeople. 
People of Dallas Center have a 
weakness for “sales.” Once a 
year the store promotes a special 
sale that brings in heavy traffic 
and stimulates sales in all depart- 
ments. 

8. Keep the interest in your 
store high at all times. Never fool 
your public, but keep the people 
talking! Keep stock and display 
new and varied and fresh at all 
times. If you can’t achieve new 
merchandise, juggle the old stock 
around until it captures new in- 
terest. 

9. And if all these suggestions 
fail—get out the hammer, saw and 
paintbrush, and make 
changes! 


some 


Builds Good Will 
By Handling Small 
Appliance Repairs 
(Continued from page 61) 


for repair in the presence of the 
customer. And it has always been 
the custom where charges are 
made to be sure that such charges 
will yield a profit, a particularly 
important point these days since 
the work is handled primarily in 
odd moments. From 10 to 12 small 
appliances are repaired in the 
course of a week and from six to 
10 cord repair or replacement jobs 
are handled in a like period. Un- 
less a job is one requiring ship- 
ment to a factory, repairs are us- 
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ually promised in from three to 
four days. 

When an appliance is to be re- 
paired the cord is first tested for 
breaks. Then the terminals are 
checked to see if they are securely 


fastened. The most frequent 
troubles with small appliances are 
in the terminal, element, ther- 
mostat or cord. 

Another interesting service ac- 
tivity of the store is the sharpen- 
ing of cow clipper blades, at 50 
cents a pair, with a 10-cent extra 
charge if they are to be mailed. 
Several years ago Mr. Aikman 
purchased an outfit from Chicago 
Flexible Shaft Co., for sharpen- 
ing cow clipper blades. The peak 
in this type of service is usually 
in the latter part of November and 
December. About 180 pairs were 
sharpened in 1942 and about the 
same number in 1943. 

Farm wiring equipment is an- 
other profit maker for the store, 
although no installation work is 
handled by Aikman’s. When de- 
sired, three different and qualified 
and reliable electricians are re- 





commended to customers by the 
store. Arthur S. Evans, another 
of Mr. Aikman’s associates, sold 
from 10 to 15 complete setups for 
farm wiring last year—some di- 
rect to the electricians and others 
to farmers who then asked the 
name of qualified installation men. 
Electricians figure the wire, boxes, 
ceiling fixtures and outlets of all 
types needed for such jobs and 
the sale is made through Aik- 
man’s. These orders run as high 
as $160, although most of them 
will run from $100 to $125. 

Mr. Evans tells farmers just 
what authorizations and priorities 
are required and how they may 
be obtained. This necessitates con- 
stant study of U. S. Department of 
Agriculture and WPB regulations 
concerning such equipment so 
that Mr. Evans can give accurate 
and complete data to the farmer 
at all times. After all require- 
ments have been carried through 
the farmer picks up the materials 
at the Aikman store and unless he 
has a charge account pays cash at 
that time. 
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Sell Low-Cost 
WEATHER PROTECTION 


clad 


Roof Coating 


The unusual wearing quality of CAREYCLAD is a 
story of scientific research—a basic CAREY dis- 
covery in the asphalt roof coating.field. 


CAREYCLAD forms a continuous one-piece coat- 
ing on entire roof surface . 
hair cracking, alligatoring, pinhole formation, slip- 


ping or sliding. CAREYCLAD also is satisfactorily 


used on metal roofs. 
Years of actual roof service have proved conclu- 


sively that CAREYCLAD wears 100%, or more, 
longer than’standard quality coatings. Promptly 
available through Carey Branches and Distributors 
everywhere. Write for details, address Dept. 66. 


THE PHILIP CAREY MFG. COMPANY 


Dependable Products Since 1873 
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Imported watch prices—It has 
been recently ruled that maximum 
prices for importers of new model im- 
ported watches, or for sales of such 
watches by importers to any new 
“class” of purchaser, must be estab- 
lished by OPA approval, upon applica- 
tion by the seller. 

- * e 

Prices on rubber heels — Re- 
tail ceiling prices ranging from 15 to 
30 cents per pair for higher quality 
rubber heels sold in the home replace- 
ment trade have been established by 
OPA. For the same higher quality 
rubber heels, manufacturers have been 
given ceiling limits, ranging from 90 
cents to $1.65 per dozen pairs, and 
wholesalers’ ceilings were established 
at $1.20 to $2.20 per dozen pairs. 

* * * 

Rubber or plastic soles—As a 
result of the government’s release of 
certain amounts of scrap rubber, a freer 
supply of vinyl plastic scrap, and in- 
creased productive facilities of rubber 
sole manufacturers, it is expected that 
rubber and plastic soles will be in freer 
supply during the third and fourth 
quarters of 1944, WPB states. Now, of 
course, all shoes with rubber soles are 
rationed, and there are certain restric- 
tions on styling of shoes made with 
rubber and plastic soles. Consideration 
is being given to the possibility of re- 
moving styling, or even rationing, 
restrictions on footwear using these 
soles, but no decision has been made to 
this effect. 

7 * e 

Oileloth supplies—Despite an 
improved supply of linseed oil, one of 
the principal manufacturing constituents 
‘WPB has warned that housewives must 
continue to get along with short sup- 
plies of oilcloth for some time to come. 
In the first quarter of this year, the in- 
dustry was unable to obtain the full 
qjuantity of sheeting needed to utilize its 
linseed oil quota, the deficiency rang- 
ing between 15 and 20 per cent. In 
terms of yardage, the shortage probable 
during this year is estimated at about 
2.000 000 yards per quarter. 
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Pen and pencil quotas—Mem- 
bers of the WPB industry advisory 
committee have recommended that 
whenever additional materials become 
available for fountain pens and me- 
chanical pencils, WPB try to bring the 
production and delivery quotas for pen- 
cils in line with those for pens, to per- 
mit pens and pencils to be matched in 
sets more readily. Interestingly, WPB 
says that military requirements for 
fountain pens are expected to total 
more than 2,000,000 per quarter in 
1944, 

* * * 

Aluminum paint eased — In 
view of mounting stocks of aluminum 
foil and powder scrap, WPB has pro- 
vided for their wider use by liberalizing 
order M-l-g, regulating distribution and 
use of aluminum paint. To provide for 
freer flow of aluminum paint and pig- 
ment, distributors are now permitted to 
fill unrated orders or orders rated lower 
than AA-5, from inventories in their 
possession on March 15. Paint manu- 
facturers also may now deliver alumi- 
num paint to their distributors in the 
period from May 15 to June 30, on un- 
rated or low-rated orders. Permitt +d 
consumer uses of alyminum paint or 
pigment have been raised from seven to 
eighteen. 

7 * * 

Razor biade allocations—For 
civilian purposes, exclusive of the Red 
Cross, in 1944, each razor blade manu- 
facturer is being allocated, under the 
controlled materials plan, enough ma- 
terial to make 73.28 per cent as many 
razor blades as he shipped for domestic 
consumption on an average yearly basis, 
in 1940 and 1941. The industry has in- 
formed WPB that it expects production 
and shipments, for all essential pur- 
poses—army, navy, lend-lease, export, 
and civilian, wil] reach an all-time high 
of 3,500,000,000 blades in 1944. 


* * * 


This season’s farm ma- 
chinery—-WPB Chairman Nelson says 
that farm machinery production is “ex- 
pected to approach 90 per cent of 


scheduled output” by June 30, the end- 
date of the current twelve-month pro- 
gram. Explaining the failure to 
achieve the full goal, he reminded that 
farm machinery manufacture “cuts 
squarely across the most important mili- 
tary programs” and that there had been 
difficulty in getting steady acceleration 
from the extreme low production levels 
of 1943. From February, when over-all 
production was 23 per cent behind 
schedule, the lag was cut to 17 per cent 
by the end of March and to 13 per 
cent by the end of April. If the pro- 
duction of repair parts and the produc- 
tion of new machinery were to be con- 
sidered together, the farm machinery 
industry is producing at a rate higher 
than in any peace-time year. Among 
the more deficient programs—at the 
end of March, haying equipment was 37 
per cent behind schedule and harvest- 
ing equipment 33 per cent, and general 
repair parts were lagging 17 per cent 
from the scheduled production. 
* = hl 

Tightening on refrigerators 
—WPB prophesises tighter restrictions 
on the release of mechanical refrigera- 
tors, both to civilians and to the armed 
forces, citing the dwindling refrigerator 
stockpile, now only 15 per cent of its 
original size early in 1942. Releases are 
already very strictly limited to the most 
essential needs—serving the largest pos- 
pible number of persons, and then only 
if ice refrigeration cannot be used. Con- 
sideration now is only given to written 
applications (on form WPB-882) for 
household mechanical refrigerators for 
army and navy, ships’ service stores; for 
institutional, or industrial use in the 
storage of vaccines, serums, biologicals, 
and blood plasma; for research labora- 
tories developing critical materials or 
products to be used in connection with 
the war program, for the storage of ma- 
terials which cannot be preserved at 
normal atmospheric temperatures; and 
for similar essential uses. Applications 
also from owners or operators of certain 
warehousing projects are given consid- 
eration. 

a e * 

Machine tools — Reflecting in- 

creased demand for machine tools as 
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The difference between victory and defeat is often 
measured in 10,000ths of an inch. The weapons that 
stand up in combat are the ones that were held within 
the designers’ tolerance limits. 


Making sure that the weapons are right before they 
leave the factory is a job that has been increasingly 
assigned to Millers Falls Precision Tools. Hundreds of 
thousands of these fine instruments are at work in the 
arsenals of Democracy today. 


After Victory, Millers Falls Precision Tools will 
enjoy the continued acceptance of the American metal- 
working industry. For they have proved themselves to 
be worthy representatives of the Millers Falls line, 
embodying quality and value in equal proportions. 


The picture shows a few of the precision tools in the 
Millers Falls wartime line. Details are available upon 
request. 
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Victory is Spelled P-R-E-C-I-S-I-O-N 








Calipers and Dividers e Feeler Gages 
Surface Gages e« Micrometers 
Depth Gages e Combination Sets 
Steel Rules e« Center Gages 


Screw Pitch Gages 


MILLERS FALLS 





MILLERS FALLS COMPANY 
GREENFIELD, MASS., U.’S. A. 
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Dead center on the 





homemakers’ needs. 


“Little Doc’ Window Cleaner Concentrate 
makes 3 full gallons of window cleaner that 
really does a job. Once used, it means repeat 


sales, expanded sales. 


Its quality gets talked 


about. 





Four other “Little Doc” dime _ getters: 


Paint Brush Cleaner, Rug and Up- 
holstery Cleaner Concentrate, Re- 
\ frigerator Cleaner and 10-Minute 


Car Wash. Details await your 


¥ inquiry. 
a 


Write Today 


*) GUS J. SCHAFFNER CO 


534 Coliforma Ave 
Avalon. Dittsburgh. 2. Po 














Every 
Hardware Dealer 


Should Handle 
PLANTABBS 


Make This Good Profit 


More Fulton’s Plantabbs are being sold 
than ever before. Customers are being 
led to the hardware dealer for their 
supply of Plantabbs by our continuous 


advertising. You make a hig mistake 
if you don’t grab this easy profit. 


Victory Gardeners used millions of 
Plantabbs last year and will buy more 
this year. 


An extra discount is offered right now 
by 


Most All Wholesalers or 


PLANTABBS COMPANY 


Baltimore 1, Maryland 
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the result of recent new military pro- 
grams, the total of new orders received 
by firms in April exceeded monthly 
shipments of machine tools for the first 
time since August, 1942, according to 
a preliminary report for April issued 
May 18 by the Tools Division of the 
War Production Board. Machine tool 
shipments in April were valued at $42,- 
149,000, a decrease of 18.6 per cent from 
the March total of $51,780,000, the re- 
port said. Orders received totaled $56,- 
591,000, an increase of 33.9 per cent 
over March orders of $42,264,000. Can- 
cellations were $2,351,000 in April, an 
increase of 46.3 per cent over March. 
Net new orders (total orders-less can- 
cellations) in April were $54,240,000. 
The backlog of unfilled orders for ma- 
chine tools at the end of April was 
valued at $166,867,000, an increase of 
8.8 per cent over the total of $153,370,- 
000 at the end of March, according to 
the preliminary report. The total of 
machine tool orders received has in- 
creased steadily in the last three 
months, the Tools Division said. Gross 
orders in February were 18.2 per cent 
over January, 1944, and in March were 
20.3 per cent over February. 


. . *. 


Planning for gas appliances 

The postwar planning committee of 
the American Gas Association, in a re- 
port just released, estimates a demand 
for about 8,000,000 modern gas ranges 
to replace old equipment now in use. 
Suggesting methods for making the in- 


postwar markets, the report said: “At 
least 650,000 ranges a year must be sold 
to the estimated new home market 
which replaces old structures, just to 
keep even. Five million automatic gas 
water heaters are needed and there 
is a market for 2,000,000 gas refrigera- 
tors among existing customers.” 


* . od 


Warm air furnaces—Furnace 
production for the second quarter of 
1944 probably will remain about the 
same, or perhaps will drop below, the 
number manufactured during the first 
quarter, industry representatives said at 
a recent meeting with WPB officials in 
Washington. Earlier estimates sub- 
mitted by all furnace manufacturers 
indicated somewhat above the first 
quarter’s output, but loss of manpower 
in the foundries has upset these expec- 
tations. ‘Relatively few manufacturers 
are producing the smaller size furnaces, 
and WPB asked that the industry dis- 
tribute more equitably among all manu- 
facturers the burden of producing this 
type of furnace. 


* * . 


Mason jars, etc.—Shortage of 
fiberboard shipping cartons and paper 
wrapping materials were emphasized to 
WPB, as their prime problem, by the 
#glass containers industry advisory com- 
mittee. With the spring output of pulp 
greatly reduced by record rains in the 
southern pulpwood areas, and with 50 
per cent of all kraft pulp going over- 
seas in the form of military containers 























Bureau of the Census 
a Less than 0.5 per cent. 








dustry an aggressive competitor in 
Wholesale Hardware Sales 
By Geographic Regions, for April, 1944 

| ’ SALES REPORTED | SALES-YEAR-TO-DATE 

} —— > —— an Ghee eee Rea 
| Per cent Change | 
REGION | April 1944—-|| ~—- Thousands of Dollars 

| from Percent | Four Four 
i oe ee See ee ee Change | Months | Months 

Number | | | | from 1944 1943 

of April | March | April | Apri! | March | 4mos. | (Add (Add 

Firms | 1943 | 1944 | 1944 | 1943 | 1944 | 1943 000) 000) 
heew England... 23 | -14| —7 | $926) $1,072} $992} —9 | $3,907) $4,274 
Middle Atlantic. . 101 —-9 | —6 | 7,177] 7,895| 7,596] — 3 28,638 | 29,456 
East North Central....| 55 —5 | —6 | 5714] 6.018| 6,087 a 21,871| 21,866 
West North Central... | 34 | +1 | —3 5,496| 5,419| 5,665) + 5 21,409 | 20,375 
South Atlantic........| 49 tt on | oo 3,331| 3,644, +2 14,421| 14,119 
East South Centrai....| 20 oe) a4 2.576| 2439) 2615) +11 10,356| 9,339 
West South Central...| 23 | —2 | —8 | 3,831! 3,929| 4,158; +5 17,602 | 16,763 
Mountain... 8 24 a 813 877| +4 2,943| 2,823 
Pacific 25 -144 | —6 | 7,528) 8774] 8050) —7 34,026 | 36,414 
U. S. TOTAL. 339 | -6 | — 6 | 37,337| 39,690 | 39,684 a | 155,533 | 155,429 

- : | 

















Current Statistical Service 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 


Middle Atlantic—(N. J., N. Y., P: 


‘a.) 
East North Central—(Ill., Ind., ich., Ohio, Wisc.) 


West North Central—(lowa, Kan., Minn., Mo., 
South Atlantic—(Del., D. C., Fla., Ga., Md., 


Neb, N. D., S. D.) 
N. C., 8. C., Va., W. Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wye.) 


Pacific—(Calif., Ore., Wash ) 
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Wholesale Hardware Inventories 


By Geographic Regions, for April, 1944 





| | 





| END-OF-MONTH INVENTORIES (Cost) | STOCK-SALES RATIOS 


| Per cent a | 





REGION April 1944 | 
from | 
| Number | | 
| of April March | 

Firms | 1943 | 1944 
New England. ; 32 | -7 +2 
Middle Atiantic. 66 +4 +2 
East North Central. . 37 | -8 +1 
West North Central. . 23 | +12 —2 
South Atlantic 206m} «+9=|C«CU+2 
East South Central. 10 | b | b | 
West South Centra! Ws} —7 | +1 
Mountain. . . 6 —1 | b | 
ren a aes ces 
U.S. TOTALa....| 217 +2 b 


i ' ' 


| 
| 
| 
| 


‘ie 


| 


Thousands cf Dollars 


| 


| 
April April | March April April March 
1944 1944 1943 1944 








1944 1943 
360 | $1,459 $1,332 221 188 204 
705; 6,419| 6,573 146 126 133 
540; 7,102; 6,472 155 160 148 
640 7,736, 8,833 179 162 176 
180 1,993 | 2,138 142 135 131 
649 1,653 1,657 120 128 124 

2,961 3,192 | 2,937 174 177 182 
791 796 794; 238 253 234 

7,121 6,883 | 7,063; 178 150 171 











38,929 | 38,144 38,740 164 181 | S156 





Bureau of the Census 


a Includes data for 16 firms not allocated to geographic regions. 


b Less than 0.5 per cent. 





Stock-sales are percentages obtained by dividing the cost value of stocks by sales for an 


identical group of firms. 





—the makers of glass jars and bottles 
were told they must expect a 20 per 
cent shortage of packing materials dur- 
ing the coming third quarter. 

* . + 

Radio receiving sets — Con- 
trary to published reports, WPB says 
it has not authorized the production of 
any new radio receiving sets for civilians 
and there is no prospect of such author- 
ization this year. Production of radio 
receiving sets for civilians has been 
prohibited by WPB since April, 1942. 
As to the future—Philco’s Chairman 
Gubb estimates that by the end of 
1944 there will be a pentup demand for 
between 20,000,000 and 25,000,000 radio 
receiving sets, compared with the indus- 
try’s production of 13,000,000 units in 
1941. He further commented: “The 
radio-electronic industry should be ex- 
tremely busy for some years to come, 
catching up on deferred demands, de- 
veloping the great new market that FM 
is opening, and beginning to make 
television available to 135,000,000 
Americans.” 

* * * 

Tight twine situation—One 
maker recently bulletined their cus- 
tomers: “It is with extreme regret that 
we are obliged to notify you of our with- 
drawal from the market on twine items, 
including Jute, Yucatan, Mill Cord, 
Blue Grass, and Paper Package Cord. 
“The acute manpower shortage and the 
recent WPB order restricting the con- 
sumption of Istle Fiber to less than 50 
per cent has reduced our production 
to such an extent that we can take no 
additional orders at this time.” 

* * + 

Restrict kapok sales — Fur- 
ther restrictions have been placed by 
WPB on the sales and use of kapok, 
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the WPB has announced. By recent 
amendments to conservation order M-35, 
all sales or purchases of kapok, except 
by the Defense Supplies Corporation 
or with specific WPB authorization, are 
forbidden. 
+ * * 

Paint materials—A proposed 
WPB order, establishing uniform pro- 
cedure in connection with allocated 
raw materials required in the production 
of protective coatings, has met with the 
unanimous approval of the paint, var- 
nish and lacquer industry advisory com- 
mittee. Despite the general improve- 
ment in the drying oil situation, a 
majority of the committee recommended 
to WPB the continuance of order M-332 
(which limits the use and delivery of 
oil for protective coatings) so long as 
war food order No. 42, governing dry- 
ing oils, also remains in effect. 


* * * 


Wire for lamp shades - 
Amending order L-33, WPB has pro- 
vided that iron or steel obtainable with- 
out priority assistance may be used to 
produce wire-frame lamp shades for 
portable electric lamps for civilians. 

* * . 


Metal lath, etc. 
governing the use of metal plastering 
bases, and metal plastering accessories, 
have been removed from order L-59-b, 
by recent WPB amendment. 

* ~ * 





Provisions 


Weather stripping, ete. — 
Anticipating a new demand by citizens 
for weather stripping, storm windows, 
asphalt roofing and insulating ma- 
terials generally because of an expected 
fuel deficit next winter, the War Pro- 
duction Board recently listed the avail- 
ability of such materials as follows: 


Immediate 
Delivetes 


SUN BRAND 


SLEEPING BAGS 


vy, dry waterproofed duck; 
cial lined; 100% all se 
wool lined. Large head a 
Zippers down the side ." 
across bottom. Pocket vl 
air mattress. Six SiZcs; popula’ 


prices. 


WATER BAGS 


Made of imported flax 

duck, especially ma + 
for water bags. Wel 

sewed. Strong carrying 
strap of heavy webbing. 
Aluminum mouthpiece. 
Popular two gallon 
size. 


DUFFLE BAGS 


Heavy olive drab Army 
duck “Waterproot! ; dust- 
proof. Double seams 
throughout. Handles at 
bottom and side. Large 
inside flap with tic 
tapes keeps out dust. 
Heavy metal eee 
with sturdy braide 
rope. Round bottoms. 


Six s$1z¢s. 


FRUIT PICKING 
BAGS 


aches, pears, 
Bag for cA heavy white 


duck. Flat steel frame at top. 


apples. Gra 


ry 2” webbing, adjust- 
wa shoulder straps. 
Empty by releasing 
braided cord from fasten- 
ers on sides of frame. 
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SUN TENT-LUEBBERT CO. 


363 Sixth St..e San Francisco 3, Calif. 
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No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


en A SURE CURE 


@ This sensational plastic 
eork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a_ moisture-proof, 
insulation type coating impervious to 
acid and alkali. 





Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
44” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
vour Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 
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Wholesale Hardware Collections 
on Accounts Receivable 


By Geographic Regions, for April, 1944 


Per cent Change | 





ACCOUNTS RECEIVABLE 





Collection Percentage 


| = sing 
| | 


! 
| | 





REGION April 1944 Thousands of Dollars | | 
| from } | 
aiceate een eS | 
Number | | | | 
| of April | Merch | April April | March | Aoprii | April | March 
} Firms 1943 1944 1944 | 1943 1944 | 1944 | 1943 | 1944 
rs eT eos met SF? as eer eRe 3 
New England | 2t —~11 | +12 | $893| $1,009) $794; 92 | 87 | 9 
Middle Atlantic } 119 —10 | +5 | 7,372 8,189 7,011 87 86 90 
East North Central ; §3 —10 +6 | 5,865 6,485 5,517 98 | 93 102 
West North Cer.tral 34 —12 +14 | 4,878 5,522 4,230 106 89 115 
South Atlantic 33 —6 | —1 | 2787; 2,983 2,816 96 84 97 
East South Central ; 19 +12 | +4 2,012 1,793 1,943 | 88 87 | 94 
West South Certral 16 —-3 | b | 2,128; 2,199 2,121; #115 | 109 118 
Mountain... . 5 —12 | +8 328| 374 305; 84 75 89 
Pacific |} 2 | —4 +10 | 8,728 10,135 7,909 8 83 90 
| | 
| 312 0 | +7 35,848 | 39,796 | 33,452 93 88 98 
| } 


U.S. TOTAL a 


Bureau of the Census 


Current Statistical Service 


a Includes data for 16 firms not allocated to geographic regions. 


b Less than 0.5 per cent. 








Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 





Weather stripping: Felt will be in good 
supply and there should be no trouble 
obtaining it at retail stores. Wood also 
is available. A fair amount of zinc 
will be available, and should be ob- 
tainable little difficulty. 
Zine can be used on double hung win- 


with or no 
dows, but cannot be used on swing 
(French) windows and doors where 
some give is required. Production is 
now at 60 per cent of 1941 production, 
when demand was unusually high. Rub- 
ber and copper weather stripping are 
not available for the individual con- 
sumer. Storm windows: Enough storm 
windows are expected to be available to 
meet demand where climatic conditions 
make the use of storm windows neces- 
and advisable. Insulating ma- 
terials: There is an ample supply of 
mineral wool, but a shortage of labor 
and applicators for “stuffing” the wool; 
hence home owners and other users 
would find it advantageous to get insu- 
lation this summer, before the fall rush. 
Asphalt roofing: Should be bought and 
used now, since seasonal peak use is in 
fall. Since wood shingles are scarce, 
90 per cent of all roofing used is now 
asphalt roofing, which comes in rolls 
and simulated shingles. 


sary 


* * * 


Wood fence posts — A 
price regulation covering fence posts 
produced in several Western States has 
been issued by OPA, in recognition of 
pricing and marketing practices pecu- 
liar to that area. The new order, No. 
536, effective May 29, will control 
listed species of western red cedar and 


new 


California redwood fence posts, at all 
levels of distribution, in 13 Western 
states and parts of two others. 


a * * 

Building supplies — A WPB 
directive which delegates authority 
to the National Housing Agency 
for housing construction, has been 


amended to permit NHA to issue ap- 
provals, in the name of WPB, on the 
form required by any L, M, or P order 
for the purchase of products and ma- 
terials for such housing projects as 
now come under the jurisdiction of 
NHA. Approvals may be issued only 
for products or materials whose use is 
authorized by the “war housing critical 
list” and the war housing standards 
under preference order P-55-c. 


* * * 


Wall paper—Because of supply 
of pulp available for the production of 
wall paper has not increased, the Wall 
Paper Industry Advisory Committee 
recommended that no changes be made 
in War Production Board Limitation 
Order L-177, which limits specifications 
and paper consumption in that indus- 
try, Robert D. Ross, of the Commercial 
Printing Section of WPB’s Printing 
and Publishing Division, said recently. 
The advisory committee met in Wash- 
ington recently to discuss possible 
changes in Order L-177, Mr. Ross, who 
was Government presiding officer, re- 
ported. After being informed of the 
gravity of the paper situation by David 
Graham, chief of the WPB Pulp Allo- 
cation Office, and William J. Ward, 
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chief of the Groundwood Paper Section 
of the Paper Division, the committee 
recommended that there be: No relaxa- 
tion or liberalization of present restric- 
tions on new wall paper designs under 
L-177. No liberalization of sample book 
restrictions. No reduction in the 
present 60 per cent paper consumption 
quota. No other changes in L-177. 


Retail prices steady — The 
Fairchild publications retail price index 
as of May 1 held unchanged from the 
preceding month, but rose 0.2 per cent 
above the May, 1943 level. All prices 
of the major groups of commodities in 
the index remained unchanged. Such 
fluctuations as were reported were on 
some luxury items. 








SALES OF 1,203 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


April, 1944. Comparisons 





SUMMARY 
Apr.’44 Apr. 44 
No. Stores vs. vs. Apr. °44 Apr.’43 Mar. 44 
Apr. 43 Mar. 44 
Total 1,203 +4 +9 $8,888,414 $8,576,363 $8,157,532 





First four mos., 1944 showed 5 per cent gain from 1943 
1944, $32,440,781; 1943, $30,844,720 





Per Cent Change 











Number Apr. 44 Apr. °44 Dollar 
States by Regions of firms vs. vs. Sales 
reporting Apr. 43 Mar.’44 Apr.’44 
New England 76 +5 +21 622,551 
Maine : eee er: +22 +34 75,573 
Vermont & N. H...... 12 + 4 +13 156,658 
Massachusetts ........... 38 + 6 +21 278,725 
Rhode Island ............ % as Sachi ms, 
Connecticut is 14 — § +23 82,054 
Middle Atlantic .... 122 —4 +10 860,015 
Pennsylvania 122 —4 +10 860,015 
East North Central ...... 371 +] +18 2,559,284 
Ohio . : 108 + 6 +13 949,492 
Indiana ; 55 + 7 +21 335,291 
Illinois 91. —4 +18 567,076 
Michigan setae: 39 + 1 +35 267,075 
Wisconsin 78 —4 +19 440,350 
West North Central 152 — 1 +15 620,432 
Iowa 49 + 3 +22 251,980 
Missouri 35 — 4 + 9 128,021 
Nebraska 32 —9 +12 93,032 
Kansas P 36 — 1 +13 147,399 
South Atlantic 47 +9 — 6 366,961 
South Carolina 1] +5 —l1 94,874 
Georgia 22 +16 — § 162,270 
Florida . 14 +2 —2 109,817 
East South Central 13 —10 —18 99,681 
Alabama 4 , 13 —10 —18 99,681 
West South Central 109 +10 t 747,184 
Arkansas re 18 + 6 bi 136,204 
Oklahoma 38 +7 + 2 204,757 
Texas a 53 +13 —1 406,223 
Mountain 84 —2 +5 856,212 
Montana 19 + 2 +23 149,420 
EE cic ies aicse ASi,h 15 — 5 +20 105,516 
Wyoming Sa eect ae * 
Colorado . 26 — 3 +7 148,440 
New Mexico sf 7 —4 — 5 173,211 
Arizona 6 + 3 — 2 200,480 
Utah . 
Nevada 2, arwh id 
Pacific : oo e +11 + 3 2,156,094 
Washington Ci 36 —1 + 8 328,694 
Oregon 28 +15 +10 345,951 
California 165 +14 +1 1,481,449 
Chicago, Il. 20 —16 + 1 76,363 
Los Angeles, Cal. 22 +20 —2 291,325 
Portland, Ore. 8 +10 + 2 56,703 
San Francisco, Cal. 22 +19 + 1 179,247 
Seattle, Wash. 9 —12 + 3 50,783 





* Note while stores in these states are included in grand total, figures for 
these states are not shown in this chart, because of insufficient data. For states 
marked # the change was less thar 0.5 per cent. Compiled by Bureau of the 


Census, U. S Department of Commerce. 
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Call Ryerson when 


you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 


to quick shipment of steel. 


Principal Products incivu= 


Bars + Shapes « Structurals « Plates + Sheets 

Floor Plates « Alloy Steels « Stainless Steel 

Shafting + Screw Stock » Wire » Mechanical 

Tubing « Boiler Tubes + Reinforcing Steels 

Tool Steels » Babbitt » Nuts « Bolts . Rivets 
Welding Rod « Etc 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 








Widely Advertised 


To create consumer demand for 
RAYFLEX BLADES in your community, 
we are advertising our product right now 
in the following Magazines: 


American Home 
House Beautiful 
House & Garden 
Horticulture 
Flower Grower 
Gardeners’ Chronicle 
Home Gardening for the South 
American Cemetery 
Several Million Lawn Mower Owners are 


reading this message. 


Your customer can't buy a new lawn mower 
for the duration but he CAN buy a RAYFLEX 
BLADE which will increase the efficiency of 
his present mower by 50% and assure a clean, 
even shear. No mechanical skill is required 
to insert a RAYFLEX BLADE. 


Attractive Display Cards and Circulars 


Speak to your Jobber— 
or write us today 


FLEX-BLADE WORKS 


324 West 70th St., 
New York 23, N. Y. 
Dept. H 
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And Still Available for Hardware Distribution 


Two Games; Pokerou, 
Jack Pot Gin Rummy 


Five of the most popular versions of 
poker are combined with the suspense 
and auction of Roulette. Every player 





has five chances to win on every deal 
of the cards. Competition is keen and 
the game is fun. Pokerou is imprinted 
on 27 by 27 in. leatherette, packed in 
an attractive white display box with 
red and black streamers. Packed in 
72 boxes to the case, and the weight 





is 41 lbs. to a case. Jack-Pot Gin 
Rummy is the same size, with 72 boxes 
to a case. It is an exciting game with 
wide appeal, and may be played by 
any one who can play regular rummy. 
Especially good for servicemen. Hal 
Hull Specialties, 316 N. Michigan Ave.. 
Chicago 1, Ill. 


Asbestos-Cement Board 
For Farm Construction 


Specially designed and fabricated for 
repair, maintenance and new construc- 
tion of farm buildings. Known as 
“Coverall” board it is for both interior 
and exterior construction, for barns, 
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silos, feed bins, hog houses, etc. Fabri- 
cated of durable, rock-like asbestos and 
cement, this board is weather proof and 
wear proof, impervious to moisture, 
rust, rats, and vermin, and it is non- 
inflammable, according to the maker. 
Board is smooth surfaced and attractive 
in appearance. Can be sawed and 
nailed, and will not warp, shrink, crack, 
nor crumble. Available in sheets 4 ft. 
wide by 8 ft. high, and does not re- 
quire a priority. The Philip Carey Mfg. 
Co., Cincinnati, Ohio. 





O-Cedar Perma-Moth 
Moth Protection 


Penetrating solution for protection 
against moths, that goes deeply into the 
fabric necessitating only one applica- 
tion. Liquid may be used for clothes, 
blankets, upholstery, and rugs, and it 
is not affected by dry cleaning. Solu- 
tion is odorless, stainless, and non-in- 
flammable, and it may be applied with 
either a sponge or spray. Available in 
1 qt., % gal., and gal. sizes. O-Cedar 
Corp., 2246 West 49th St., Chicago, Ill. 


Sunday Golf Bag 


Well-constructed, low-priced bag for 
the golfer who carries his own clubs. 
Made of double filled khaki with a 
2-in. web carrying strap. Trimmed 
with Pyroxlin leather. Bottom is re- 
inforced with % in. plywood. Heavy 
brass stud at the base is 5 in. in 
diameter. M.-D. Mfg. Co., 609-11 South 
8th St., Cambridge, Ohio. 





Greenlee Calculator 


Designed to help the home crafts- 
man solve the man puzzling problems 
which turn up, this Calculator is filled 
with valuable data. Merely adjust the 






GREENLEE ~: 
Sao” 


"HANDY CALCULATOR 
i s, 3 


dial and it will convert linear to board 
ft., determine slope per foot in degrees, 
find comparative hardness, weights, 
shrinkage, warping, and ease of work- 
ing of various woods. Also included on 
this Calculator are bit sizes for head, 
body and thread of standard screws, 
nail specification, tips on tool sharpen- 
ing and also an accurate protractor. 
Constructed of heavy varnished card- 
board, made to be soil-proof, this tool 
is 6 in. in diameter, and will fit most 
any tool kit. Available for ten cents 
as long as supply lasts. Greenlee Tool 
Co., Rockford. Ill. 


Composition 
Floor Runner 


Designed with a ribbed, non-skid 
surface, this composition floor runner 
is waterproof and washable. Requires 
no priority. as it contains no rubber. 
Lays flat and maintains its position 
under traffic. Recommended for general 
industrial use in machine shops, proc- 
essing and production plants, as well 
as offices, stores, basements, and the 
like. Made in rolls 36 in. wide by 30 
ft. long. So-Lo Works, Inc., Loveland, 
Ohio. 
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“Handy-Andy” 
Clinker Tongs 


Designed for removing clinkers from 
any furnace quickly, and it operates 
easily. Can not burn your hands. 


‘y 4) 


Weighs less than 2 lbs., is sturdily built, 
and has powerful grip. Made with 
spring action, it will grasp and hold 
large or small clinker. Standard length 
is 48 in. Ideal Coal Burner Co., 4402 
Third Ave., Detroit, Mich. 


Landers, Frary & Clark 
Booklet on Distribution 


A complete text for distributors ap- 
propriately entitled “U Plan for V Day 
Distributor Procedure & Reference 
Guide,” is now available. This 30-page 
book is designed to inform the dis- 
tributor fully on the manner of initiat- 
ing and carrying out the “U” Plan for 
“Vv” Day plan in respect to dealer pro- 
motion to reap the fullest benefits now 
and after the war. It gives an explicit 
account of existing conditions in the 
electrical appliance field and explains 
why it is necessary to have a plan for 
postwar merchandising. Outlines 
methods of organizing a planned pro- 
gram and the steps to be taken by the 
distributor in promoting the plan to 
dealers. It is divided in three parts. 
Part 1 deals with the analysis, prob- 
lems, benefits and results of the plan 
and part 2 deals with the organizing, 
and setting up of. dealers and. local 
promotion. Part 3 contains dealer sur- 
veys, distributor mailing announcement 
to dealers, typical dealer meeting out- 
line, invitation letter, dealer consumer 
mailing plan, distributor-dealer informa- 
tion check sheet, suggested distributor 
dealer check sheet, and consumer ad- 
vertising schedule and trade advertising 
schedule. Landers, Frary & Clark, New 
Britain, Conn. 








Du Pont Booklet 
Making Over Furniture 
With Paint 


Unique booklet of practical ideas for 
transforming old outmoded furniture 
into attractive pieces with paint and a 
little artistry. Entitled “Transformatic,” 
it presents the 1944 creations of Peter 
Hunt. Many illustrations are included 
with before and after descriptions of 
the furniture. Most of the pictures are 
in color. Welsh cabinets, chairs, old 
desks, wardrobes, are among the many 
different pieces which are contained in 
the booklet. Contains 60 pages, and 
step-by-step instructions on preparing 
the surface of items for painting as 
described in the booklet. Instructions 
are also provided for the artistry work 
which is done to finish the piece at- 
tractively. Finishes Division, E. I. du 
Pont de Nemours & Co., Wilmington 
98, Del. 
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CLEVELAND 


makes them of greater 
strength and accuracy 
by the Kaufman Process. 


Sigh B6% 7 


CLEVELAND | 






FASTENERS 








As American indus- 
try looks confidently 
to the future, we 
take’ deep satisfac- 
tion in reporting that 
marked advances in 
the production of 
Music Wire, the wire 
of a thousand uses, 
have been made, and that we stand ready to 


supply this high quality product in adequate 
volume. 


In convenient red and silver packages in units of 
1/s Ib., 1/2 Ib., and 1 Ib., also 5 lb. packages. Wire 
sizes from .003” to .200” dia. 


Stocks in Worcester, Akron, Atlanta, 
Chicago, Los Angeles 


ON STEEL & WIRE CO. INC. 


AN A 
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VL LL | 
“RED END” RULES 


> 





WOU .. . AN OUT- 


STANDING RULE FOR YOUR CUSTOMERS 


SAGINAW, MICHIGAN . New York City 


TAPES . RULES . PRECISION TOOLS 











MORE DRILL 
for the Money 


The last word in 2” capacity drills with every ad- 
vanced feature. Powerful specially designed Universal 
Motor pours power thru triple reduction hardened 
Steel gears. Forced air cooling prevents overheating. 
Housing is sturdy, light weight die casting.  Self- 
aligning porous bronze bearings soak up oil like a 
sponge; release it slowly as ing temperatures 
change. New type ‘‘in line’ rear grip makes it 
natural to drill straight holes. One handle removable 
for elese quarter drilling. Light weight (only 10% 
ibs.) means easy handling, yet it is so powerful that 
it will drill a 2” hole in irom with 500 Ibs. weight 
on the bit. Jac key operated chuck. This is not 
a heavy duty production line tool, but it will give 
exceptional service te the garage man, maintenance 
man, contractor or installer. 


SPEEDWAY MANUFACTURING CO. 
1836 S. 52nd Avenue Cicero, Ilinois 

















Argosheen 
For Cleaning 


-Argosheen solution, one part 6f Argo- 
sheen with three parts of hot water, 


is designed for use on _ upholstery, 
lamp shades, luggage, silverware, floors, 
mirrors, automobiles, washable wall- 
paper, white shoes, etc. For furniture 
clean a small space at a time with the 
rinsed-out cloth following up immedi- 
ately with a dry cloth. The rinsed-out 
cloth in the jar is treated in the solu- 
tion rinsed in a cup of clean water and 
squeezed dry in a towel. Woodwork 
is most satisfactorily cleaned by the 
solution. Wipe woodwork with the cloth 
and when it becomes dirty rinse it in 
clean water and squeeze dry. Then 
wipe surfaces cleaned until a wax-like 
finish is obtained. Rugs may be cleaned 
by making a solution of one tablespoon 
of the Argosheen to a quart of hot 
water. Wet a mop in this solution, 
squeeze it dry, and sweep the rug in 
the direction the pile lies. Rinsed-out 
cloth may be used to freshen the gar- 
ments which are only to be dry cleaned. 
Argo & Co., 326 Lundel St., Memphis, 
Tenn. 


Leaflet on Vaculator 
Coffee Brewers 


Entitled, “To Wives in the Dog- 
house” this booklet features the new 
Vaculator four and six-cup vacuum 
glass coffee brewers. Colorfully de- 
signed this leaflet fully describes and 
points out the features of this Vacula- 
tor. Hill-Shaw Co., 311 N. Despleines 
St., Chicago 6, Tl. 


History of Turner 
Brass Works 


Booklet devoted to the development 
of The Turner Brass Works, Sycamore, 
Ill., which traces its history from 1929, 
when its president John Slezak, now 
on leave of absence and serving as a 
colonel in the U. S. Army, joined the 
company. At that time there were about 
35 employees utilizing approximately 
20,000 sq. ft. of floor space. Gradu- 
ally the active plant area was increased 
to over 75,000 sq. ft. and in 1906, the 
plant was moved from Chicago to Syca- 
more. Organized in 1871, this com- 
pany has advanced through wars and 
depressions adapting its methods to the 
increasing tempo of modern business. 
The booklet devotes a page to those 
who have gone into the country’s ser- 
vice and to the presentation of the 
Army Navy “E” for excellence in pro- 
duction of war materiel. In peace time 
this concern manufactures plumbing 
supplies, but is now devoting its pro- 
duction to such items as the Turner 
leak detector, camp stove, water heat- 
ers, instruction plates for anti-aircraft 
guns, and the equipment which inflates 
the rubber boats. Copy of the booklet 
may be obtained from the company. 






















Stich \ 
dri-kleen 


for 
QUICK 
SALES 
& 
GREATER 
PROFITS 














Large Economy size retails for 
$1.00. Makes 25 gallons. Im- 
proved, scientific, soluble-crys- 
tal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
®@ Simple to use. ¢ Odorless, non-inflammable, 
non-explosive, ¢ Contains no soap, animal fat, 
acid or other harmful ingredients. ¢ Harms noth- 
ing which cold water will not harm. © Restores 
original sparkle and brilliance to colors. © Keeps 
hands smooth and soft. ¢e Amazingly economical 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN’S HOME 
COMPANION - BETTER HOMES & GARDENS 


















ALERS! JOBBERS! 
Write Todey For 

Full Details, 
Discounts, Ele. 


THE DRI-KLEEN COMPANY 
325 West Huron Street, Chicago 10, Illinois 











PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %”" to %” x 4” including all 
intermediate sizes. Standard, special or 

export packing to Army and Navy or your 
individual requirements. 


ORDFR SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


| 395 Fourth Avenue, New York 16, N. Y. 
| 
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WHATS NEW 





AND STiLL AVAILABLE FOR HARDWARE DISTRIBUTION 





Monarch Coal- 
Wood Circulator 


This circular heater may be converted 
to a radiant type heater by opening the 
two front doors. With low fire, the 
hot blast from the front and rear of the 





firebrick operate efficiently. When the 
magazine is filled to capacity, the Du- 
plex Hot Blasts above add oxygen at 
the top of the fuel bed. Heater burns 
the gases with any type of solid fuel. 
It is fed from the front and has a smoke 
apron which reduces the escape of 
smoke when firing. Has a reinforced 
cast iron top and the 16-gage steel body 
has a rust resisting Mirco process finish. 
Heater designed to hold fire from 24 to 
26 hours with bituminous or anthracite 
coal. Reversible grate enables the wood 
to burn efficiently and the large feed 
door enables economical use of wood. 
This heater is equipped with an in- 
direct flue on the interior, with a cast 
elbow with a check damper at the rear. 
Company furnishes an automatic draft 
control to be used in the stove pipe. A 
display poster illustrating features of 
heater is offered. Malleable Iron Range 
Co., Beaver Dam, Wis. 





Toolmakers’ Dividers 


Replaceable alloy steel needle points 
used in these toolmakers’ dividers, are 
designed to eliminate grinding. Dulled 
points are easily replaced with the aid 
of pliers. Spring is thick and stiff to 
prevent wobble and torsion when the 
legs are spread to their maximum ex- 
tent. Spool is tapered to automatically 
compensate for wear. Legs are round, 
machined from solid steel, and highly 
polished. Screw and adjusting nut are 
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accurately threaded and the grip is 
provided with a precision knurl. Nork 
Products Co., 5897 S. Main St., Los 
Angeles 3, Cal. 


Manual on Conservation 
Of Ind. Adhesive Tapes 


Contains an important message on 
conservation for all users of pressure- 
sensitive industrial adhesive tapes. Has 
suggestions for storing, handling, and 
using tapes in order to effect the great- 
est economies, and to conserve supplies 
of this critical material. Material is ar- 
ranged departmentally so that depart- 
ment heads, storeroom personnel, and 
the users of tape can learn how to do 
their special parts in the job of con- 
servation. Sheets are detachable and 
complete in themselves for posting on 
bulletin boards or for distribution to 
particularly interested departments of 
the business. Copies of the manual in 
booklet form or additional copies of 
any sheets or section may be obtained 
from Bauer & Black, Industrial Tape 
Division, 2500 South Dearborn St., Chi- 
cago 16, Nl. 


Four-Leaf Clover 
Key Chain 


Charm is a round flat-faced trans- 
parent plastic with a genuine good luck 
four leaf clover securely protected be- 
tween the two faces of the charm, vis- 
able from both sides. 
diameter. Charm is attached to a strong 
durable bead chain with a simple clasp. 
Packed 100 to a colorful display box. 
Tag is attached to each key chain giv- 
ing a short history of the genuine four 
leaf clover. Emeloid Mfg. Co., 573 Elm 
St., Arlington, N. J. 


G.E. Announces 
Frozen Foods Booklet 


Containing 23 pages, this booklet is 
designed to present in a simple form 
the essential information on the selec- 
tion, preparation, packaging, storage, 
and use of foods frozen in locker plants, 
or in the homes. First page lists 10 
things you need to know before you 
start. A chart is included stating the 
main vegetables, the best variety suited 
for freezing, maturity desired, method 
of preparation, and the length of the 
scalding period. A similar chart is in- 
cluded for fruit, meat, poultry, and 
dairy products. The proper procedure 
for cooking frozen foods is another 
feature of this valuable booklet. General 
Electric Co., Consumers Institute, 
Rridgeport, Conn. 


It is 1% in. in. 
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that Recommend 
saliiaitlics and Manufacturer 


For over half a century HYDE products have 
enjoyed respected leadership among craftsmen. 
We believe that there is no sales-appeal which 
can compete with finest quality as a business- 
builder for you. 

Among our hardware items are Putty knives 
Rollers, and 
Roofing and Linoleum knives. 


and Scrapers, Wallpaper knives, 


Trimmers, Shoe, 





= 
© 
—S “ng J 
UNTIL VICTORY. Buy as many 


War Bonds as you can. Order only 
those HYDE products you NEED. 
Our plant is engaged in essential 
war work. 


DATOM’S TRIPLE-UTILITY 
GLASS ROASTER 








* Multi-Purpose Cover 


Makes fine warming dish or serv- 
ing platter. 


* Modern and Timely 


Of heat-resistant, 
glass. 


* Higher Profits — Rapid Turnover 


Best seller for the duration—and 
after. 


non-priority 


Capacity: 6 Ib. roast 
Size: 13/2" xBY4"x5%4” 
Pacned: 6 to carton 
Weight: 40 Ibs. 


The DATOM CO. 


Write for fur- 
ther information 
and price. 


200 Fifth Ave. 
New York 
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OXFORD 


GUARANTEED 2 FOR | 
FORGED 


Siam BEARING SCRAPERS 


op 420) ie miele) Mige). i 7.1. bf 


G. G. CAMPBELL, Pres 
1633 N. 2nd Street Philadelphia, Pa. 



















NU-WAY 
Calf & Cow | 
WEANER 


SELLS ON SIGHT 


BECAUSE THE PRINCIPLE IS RIGHT | 
Thousands of satisfied users from const te const 
Jabs the Anima! Weans Them the 
4 the Seciies . Humane Wa) 
as 


gh 
AUSTIN MFG. CO. ROUND GROVE, ILL. 


sees) \ Locksmithing 
NOW MADE 
EASY! 


New course 
for prac- 
tical men, 
mechanics, 
carpenters, 
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MADE IN U.S A 


ASK YOUR JGB8868 
POR OUR EXTRA VALUES 
SEWEO PIECE CHAMOIS 
HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 


KEY BLANKS 


from 
“America’s Largest Exclusive 
Locksmith Supply” 


in — use any stand 
ard manufacturer's number 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 





















COOK’S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, “'Clip- 
Rite,” "Gem" and "Gem, 
Jr." Finger Nail Clippers 
are _ unavoilable. Until 
conditions permit their 
sale, remember the name: 
COOK! 

THE H. C. COOK CO. 
27 Beaver St.. Ansonia, Cone. 





fix-it shops, ete. Learn to fit keys, pick locks, de- | 
code, make masterkeys. It pays. Send name for 
FREE details. No obligation—write today! 


NELSON CO. 
321 S. Wabash, Dept. G-712, Chicago 


SUNSHINE 
cHAMDI 15 
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Kol Gas Heaters 


Kol-Gas Heater Co., Nashville, Tenn., 
is producing four new cabinet models 
of its Kol-Gas magazine type heater. 
Two are equipped with the heat booster 
unit, and the other two are built with 


- 








the round heating unit. Cabinets are 
finished in walnut enamel, and are 
streamlined in design. Heating capacity 
of the two smaller units is from 6,000 
to 9,000 cu. ft., and of the larger units, 
9,000 to 13,000 cu. ft. Heat booster ex- 
tension feature is said to provide longer 
fire travel, and additional radiating sur- 
face, thereby providing increased heat- 
ing efficiency, and lower fuel consump- 
tion. 


Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on paze 383) 


—Answer—Endorsements are made; 
(1) to transfer negotiable instruments, 
and (2) to lend one’s credit (an ac- 
commodation endorsement.) 


2—Answer—Sales after the adjust- 
ment in price to meet competition 
would show a margin on the selling 
price of 28.3 per cent. The regular mar- 
gin on the line was 33.3 per cent. 


3—Answer—Endorsement in full is 
as follows: Pay to the order of John 
Smith, signed John Doe. Endorsement 
in blank does not show name of per- 
son to whom paper is transferred. It is 
simply signed (endorsed) by John Doe 
to whose order the paper was made. 


4—Answer—Accounts receivable are 
40 per cent of total current assets in 
this business. 


5—Answer—If your business is sub- 
ject to this order, certain reports must 
be filed not later than 25 days after 
the beginning of the second quarterly 
period of 1944 with WPB if your in- 
ventory is greater than your “Inventory 
Limit.” The merchant must also re- 
strict his receipts during that quarterly 
period if this situation exists. 







A COMPLETE LINE 


76 Years’ Ryoulaliors YOUR 
ie ey JOBBER 


AMERICAN SHEARER MFG. CO., nasnua, wn. 








AVAILABLE 
from STOCK 


ate = 


ec 
Worite 
for New Catalog 


HALL LEVEL & MANUFACTURING WORKS 


611 BROADWAY, NEW YORK 12, NEW YORK 







WITHOUT 


PRIORITY 














FOR PROFITS IN [---------- cae 
RAT- 
PEST KILLERS eee 
The Fast-Selling eenen-uets 
NOTT LINE MOUSE-NOTS 
KILMICE 





ANT-X JELLY BAIT 


Write for catalog 
: “Their Last Meal’’ 


and discounts 


NOTT MANUFACTURINGCOMPANY 


Mount Vernon, N. Y. 








THEY 5Y PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 
sereens, gardo furniture, frames, ete. 

ORDER NOW FROM YOUR JOBBER 


SUPERIOR FASTENER CORPORATION 


2949 Elston Ave Chicago (18) Ill. 











AGAIN AVAILABLE! 
A Much Wanted Item— 
To Drain: Cellars, 
Pools, Washing Ma- 
ichines, CENTRO- 
DRAIN and FILLER 
Retails $1.50 


Write for details. 
Mention your jobber. 


CENTRAL RUBBER PRODUCTS CO., INC. 
821 Broadway New York 3, N. Y. 

















Manufacturers 


Locksets 


A Dependable Product 
PROMPT SHIPMENTS 


MFG. CO. 


SKILLMAN 


) BUILDERS HARDWARE 


Cast Shelf Hardware 


SKILLMAN HARDWARE 











Trenton 4, N. J., U.S.A 





HARDWARE AGE 
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The Chicago “V’’-Belt 
Palley Display 


will help 
You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


tisk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 
All pulleys are for “A” belts 
and come in 14” and 5%” bores. 
The Display Board is finished 
in red, white and blue-and has 
space in the rear for additional 


sizes. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St., CHGO. 12, ILL. 














LET'S ALL BACK 


THE ATTACK... 


WITH WAR BONDS! 
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Coming Conventions 
and Events 


Corrected According to 
Latest Data 


| 


American Hardware Manufac- | 


turers 
with the National Wholesale Hardware 


Association meeting jointly | 


Association, Oct. 16-19, 1944, at The | 


Marlborough-Bleinheim, Atlantic City, 


N. J. Charles F. Rockwell, 342 Madi- | 


son Ave., New York 17, N. Y., is sec- 
retary-treasurer of the manufacturers’ 
association and George A. Fernley, 505 
Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the wholesalers. 


Housewares Show. July 24-28, 
1944, inclusive, in the ballrooms of the 
Hotel Pennsylvania, New York City, to 
be held under the personal supervision 
of Mrs. Flo English, Hotel Pennsylvania. 


Louisiana Retail Hardware Associa- 
tion, Inc., annual conventions, June 14, 
1944, at the Heidelberg Hotel, Baton 
Rouge, and June 16, 1944, at the Vir- 
ginia Hotel, Monroe, David O. Mans- 


field, P. O. Box 1696, Jackson, Miss., is | 


acting secretary. 


Mississippi Retail Hardware and 
Implement Association, annual conven- 
tion, June 12, 1944, Jackson, Miss. 
Headquarters and sessions at the Hei- 
delberg Hotel, David O. 
P. O. Box 1696, Jackson, Miss., is act- 
ing secretary. 


National Retail Farm Equipment 
Association, National Food Produc- 


ing Equipment Conference, Oct. 10-12, | 


1944, at the Knickerbocker Hotel, Chi- 
cago, Ill. Paul C. Mulliken, 207 Hotel 
De Soto Bldg., St. Louis, Mo., is execu- 


tive secretary, 


National Retail Hardware Asso- 
ciation, Congress, July 25-27, 1944, at 
the Sherman Hotel, Chicago, Ill. Riv- 


| ers Peterson, 333 N. Pennsylvania St., 
| Indianapolis 4, Ind., is managing di- 


| Marlborough-Blenheim, 


rector. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 16-19, 1944, at The 
Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 


Philadelphia 6, Pa., is secretary-treas- | 


urer of the wholesalers. 
Rockwell, 342 Madison Ave., New 
York 17, N. Y., is secretary-treasurer 
of the manufacturers’ association. 


Texas Wholesale Hardware Asso- 
ciation, annual convention, June 21-22, 
1944, at Galveston, Tex. Meetings and 
headquarters at Buccaneer Hotel. Nat 
M. Johnson, P. O. Box 367, Pearsall, 


| Tex., is secretary-treasurer. 


Charles F. | 


Mansfield, | 
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Larger sales volume of Clemson prod- 
ucts assures an increase in profits. 
STAR merchandising helps are fo- 
cused on that goal. Tie in with the 
manufacturer of STAR High-Speed 
Steel “MOLY”* Type hand and power 
blades, the Unbreakable Special Flex- 
ible blade, STAR frames, flexible back 
metal cutting band saws. 


service with STAR 


STAR Catalog No. 43-S not only gives com- 
plete and detailed information about all 
Clemson products, but includes many valu- 
able hints on their proper use which will 
help you assist your customers. {p> 


STAR “Metal Cutting” book- 
let is a miniature textbook 
on the selection and use 
of hack saw blades. 


STAR Advertising, reaching thousands of pos- 
sible customers in leading industrial and 
trade papers, keeps saw users constantly re- 
minded of the features that stimulate the 
demand for Clemson products. 


CLEMSON BROS., INC. 


MIDDLETOWN * NEW YORK 


~~  *T.M. Reg. — Blades bearing the 
\, same “MOLY” are made only by 

\ Clemson Bros., Inc., and affiliated 

— companies. 


ped CLEMSON 
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[ Chamibied Adwentinimg Rater 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 


ae | aang set solid, maximum, 
GEE ccdcnccasecacscsdccscce $1.00 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
One IED cccccccccccccesccecceccecs $6.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply on Position Wanted Advertise- 


ments. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 deys 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 

















Essential Workers Need Release 


Statements 

















anemia 


The man wanted should have been 
a successful merchandiser in the 
household specialty, household ap- 
pliance, paint or some other field 
where the average dealer must com- 
pete with the mail order chains. 


He should be thoroughly 
familiar with both the inde- 
pendent and chain method of 
distribution, with a complete 
knowledge of, not only how to” 
sell, but how to train others 
how to sell—how to conduct 
sales training programs for our 
sales force and the dealers’ 
salesmen. He should under- 
stand how advertising works 
and know its value. 

























SALES MANAGER WANTED 


A client of ours who manufactures a line of products distributed 
through hardware, department stores and chain stores has 
} an exceptional opening for a sales executive of top ability. 


The salary offered is high, even 
in these times, and the oppor- 
tunity to increase income is rather 
exceptional. 


This client has been manu- 
facturing quality products for 
55 years. The organization is 
familiar with their efforts to 
secure this executive. Location 
—northern New Jersey. 

Write us giving age and a 
complete history of experience 
and achievements as a sales 
executive. Do NOT TELEPHONE 
oR CALL! Your reply will be 
held in strict confidence. State- 
ment of Availability Required. 








CAMPBELL-EWALD COMPANY, INC. 
10 Rockefeller Plaza, New York 20, N. Y. 








MANUFACTURERS AGENTS 


Calling on paint and hardware steres in 
Florida, Virginia and New England. 
Paint Manufacturer, seeking additional 
business now and in post-war era, has 
modern line with interesting specialties 
and labels and color cards that sell. 
Commission basis. Can deliver most items 
promptly. 100% protection to salesman 
in any territory agreed on. In reply state 
territory now covered. Statement of 
availabiilty required. 


Address Box H-448, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SHOP FOREMAN 


Penna. factory, 125 miles from New 
York City, employing less than 50 peo- 
ple, with annual sales over $300,000, is 
looking for a shop foreman with a 
diversified manufacturing background, 
who can supervise and do own set-up 
work on millers, grinders, punch presses, 
and other metal working equipment. 
The man we are looking for is not afraid 
to get his hands dirty but also wears 
a white collar since work also involves 
coordinating and supervising sub-con- | 
tractors and occasional contact with our 
customers. Post-war future. Remuner- 
ation to be arranged. Release required. 
Send full particulars to 

Box H-445, care of HARDWARE AGE, 

100 East 42nd St., New York 17, N. Y. 








WE NEED ONE ADDITIONAL LINE 


for Jobbers, Chains and Department 

Stores for Missouri, Iowa, [Illinois, 

Nebraska, Kansas and Oklahoma. 
Herman “one & Associates, 


rest, 
St. Lovis 19, Mo. 











MANUFACTURERS WANTED 


to make items suitable for Furniture, House- 
furnishing and Department Stores; to be sold 
on drop shipment basis. We are ready to con- 
tract for large quantities or entire output of 
suitable items. Advise what you can make 
for us. 
Address Box H-442, care of HARDWARE oes 
100 East 42nd St., New York {7, WN. 





BOLT AND NUT SALESMAN 


To travel Northern Ohio and Michigan. 
Man with previous experience given 
preference, not necessarily same line. 
No commission man. Statement of 
availability required. 


Address Box H-431, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 

















WANTED TO BUY 


Small or medium sized business with 
product suitable for national distribu- 
tion. Will also consider new product 
which can be manufactured now. 


Write Vice-President 
Box 51, Norwood, Ohio 
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| Chansihted Opportumilien Seckion... 








Essential Workers Need Release Statements 








important. 


HARDWARE AND TOOL BUYER 


Needed by a long established and well financed mid- 
dle west chain store organization of over 500 stores. An 
expansion of lines into this field affords an excellent 
opportunity for a thoroughly experienced chain store 
hardware buyer both now and atter the war. Knowl- 
edge of and acquaintanceship with quality sources 
Position requires residence in a middle 
west city and traveling to principal markets as fre- 
quently as circumstances suggest. 
including salary desired, in strict confidence to 


BOX H-444, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


Statement of availability required. 


Write full details, 








HAKDWARE MANUFACTURERS 


Uo your Post. War Sales plans include the States 
of Missouri, Illinois, Indiana, Kentucky and Ohio? 
My Agency regularly covers Hardware Trade in 
these States. Well known, experienced hardware 
men can produce results for reputable Manufacturers— 
Commission. 


T. C. Thompson and Associates 
722 Chestnut Street. St. Louis {, Missouri 








SALESMEN 


Manufacturer and distributor desries salesmen to 
carry line as a side line to be sold to hardware and 
mill supply dealers and jobbers. Excellent possi- 
bilities. Well known nationally advertised product. 
Write, stating territory covered. Letter will be held 
in strict confidence. Our men know of 
Statement of availability required. 
Address Box H-438, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


this ad. 











SALESMEN—WELL-ESTABLISHED EAST- 
ERN HARDWARE JOBBER desires salesmen 
to contact Retail Hardware, Housefurnishing 
Stores and Lumber Yards; also those with ex- 
perience calling on Industrials throughout Metro- 
politan Area. Splendid opportunity to join an 
established and progressive organization. Sub- 
stantial drawing account against a commission 
hasis. Reply giving experience. Statement of 
wailability required. Address Box Hi-441, care 
of Harpware Ace, 100 East 42nd St., New York 
17, MZ 





DISTRIBUTOR—Interested in acting as dis 
tributor or manufacturer’s representative for Nev 
York City and any parts of the eastern seaboard 
Have numerous contacts with department stores. 
hardware dealers and jobbers and with public 
utilities and various. manufacturing plants. If 
unable to make deliveries at present, interested in 


discussing post war representation. Address— 
Melville 1.. Wolff, 420 Lexington Ave., New York 
7. B: F. 


BUYER WANTED BY GROWING WHOLE- 
SALE hardware firm in Mid-west. Will consider 
competent hardware buyer with either wholesale 
x retail hackcround. For the man who really 
knows the hardware husiness this is an outstand- 
ing opportunity. Statement of availability re- 
aquired. Address Box H-437, care of Harpware 
Ace. 100 East 42nd St... New York 17, N. Y. 











GULF STATES, WEST OF ALA.—I want 
one manufactured line sold to hardware, mill 
supply, chandlers and oil field supply stores to go 
with one “old line” product. Have sold 14 years 
this territory. Address Box H-422, care of 
Harpware Ace, 100 East 42nd St.. New York 
wh -F 





SALESMEN WANTED—SELL 100% PURE 
SHELLAC on Commission Basis, full line or 
side line. No priority required. Write giving 
full details as to territory you now cover, expe 
rience, etc. Statement of availability required 
Address Box H-429. care of Harnware Acr 
100 East 42nd St., New York 17, N. ¥ 
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ELECTRICAL MANUFACTURERS’ REP- 
RESENTATIVE COVERING ELECTRICAL’ 
Distributors in New York Metropolitan Area, de- 
sires additional line for this trade. Now repre- 
sents nationally known firms. Excellent connec- 
tions: established. Would be willing to invest if 
item was of interest, legitimate and bear investi- 
gation. Address Box H-449, care of HARDWARE 
Acr, 100 East 42nd St., New York 17, N 


WANTED ESTABLISHED HARIYWARE 
IN Small Town, Pennsylvania, New 
York, New Jersey. Connecticut or Massachusetts. 
Terms required. Supply inventory data, etc. Ad- 
dress Box H-439, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. ‘ 


2000 DOZ. RECONDITIONED FILES, 
best makes, sorted, wrapped in % dozens accord- 
ing to type, size, cut. 8” Mill Bastard 75¢ per 
doz. Other prices on same scale, American, Swiss 
Pattern. Write for catalog. Also wanted com 
mission salesmen various States to take this <'” 
line. Statement of availability required. Write 


File Reconditioning Co., 43 Hall Avenue, Wall- 
inzford, Conn. 

FACTORY SALESMEN, WITH PROVEN 
SUCCESSFUI. RECORD, established following 


from the retail hardware dealers in two leading 
Southern States wants connection with reliahle 
manufacturer. Write for complete details. Ref- 
erences furnished. Address Box H-447, care of 
Harnware Ace, 100 East 42nd St., New York 
7 HK. ¥. 





REAL OPPORTUNITY FOR EXPERT- 
ENCED. canable. hardware men. Must he fa- 
miliar with hardware, paints, and house furnish- 
ings and he willing workers. Write fully stating 
age. experience and references. Statement of 
availability reauired. Charles Lihrett Hardware. 
184 Huguenot Street. New Rochelle. N. Y. 


Distribution — Present and Postwar 
Established — Reliable —- Aggressive 
Selling Agents 
ANCO CORPORATION 
Pittsburgh, Penna. 

Branch Offices 


New York — _ Philadelphia — Detroit 
Chicago _ Cleveland a Louisville 
Covering all classes of jobbers. We will 


carry the accounts or you ean bill direct. 
Write for further information and 


references. 














BUILDERS’ HARDWARE SALESMAN 
LOCATED IN Portland, Oregon, would like to 
secure agencies for Specialty items and patented 
articles to sell to Builders’ Hardware accounts. 
Or good line of Builders’ Hardware now or 
after the War. Address Box H-440, care of 
Harpware Ace, 100 East 42nd St.. New York 
17, : a 


LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE BY oat 


DUN & BRADSTREET RATED 

FOR POST WAR NOW. ADDRESS PERKINS 
SALES CO., 610 NEWBURY STREET, 
ROSTON 15, MASS. 


SALESMAN FOR SOUTHEASTERN TER 
RITORY AVAILABLE. Well acquainted with 
southern hardware wholesalers’ selling and buying 
staffs. Was jobbers salesman and sales manager 
Now represents nationally known manufacturer. 
Prefers line sold through wholesalers, specialized 
in cutlery tools, could handle any lines sold 
through hardware channels. Address Box H-404, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 


MERCHANDISER AND ADVERTISING 
MAN—WANTED for a chain of aggressive 
hardware stores. Should be able to take full 
charge of advertising and merchandising ads for 
these stores and must be familiar with printing 
methods, including preparation and writing of 
copy, layouts, etc. The right man will have a 
good future with this organization. Statement of 
availability required. Address Box H-426, care 


of Harpware Ace, 100 East 42nd St.. New York 
HF: 
DISTRIBUTORS OR SALES FIRM 


WANTED New York and in all States by man 
ufacturer of high-grade glue powder approved for 
years. Address Box H-443, care of = % ARE 
Acr. 100 East 42nd St., New York 17, Y 


HARDWARE—TO A MAN WHO has proven 
his ability to organize and operate a firm to deal 
in heavy hardware for contractors and builders, 
we offer a great opportunity. This man must be 
an executive; know the line; he able to create 
an efficient organization and know all phases of 
the business. Give details 1st letter. Our em- 
ployees know of this advertisement. Statement 
of availability required. Address Box H-446, care 
of Harnware Ace, 100 East 42nd St., New York 
7. 
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PYREX 


GAUGE GLASSES 


30,000 DOZENS 





RED LINE GAUGE GLASSES. 
Machine facilities available for s 


cator Glasses, etc. 


T LUBRICATOR CO. 


Keep this PRroFit-PICTURE 
¢ in your mind 


P CHORE Girt will be back again 
Z —when copper is available for 

4 cleaning use. In the meantime, 
don't forget her. Your customers 

won't. After the war, housewives 


will appreciate this famous 
* H 0 R F G | RL little cleanser more than ever. 
METAL TEXTILE CORPORATION 
Orange, N. J. 
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TIRE & RUBBER CO. 
MANSFIELD, OHIO 

Distributed Thru Wholesalers Only 


MANSFIELD 
UNITED 


Genuin® DOMES & SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
40c SET - {0c SET-10c SET | SAVE FURNITURE 


| ) & FLOORS - CREATE QUIET 
, Look for name 

“Domes of Silence” 
=» s Domes of Sil I 


_- lated Cushion Glides 











4 
TOA 
SET 








For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Jobber. If he is not ed write f 


35 Pearl St. N.Y. f 


Ask your 


DOMES of SILENCE Inc 
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A complete stock for immediate delivery of 
CORNING STANDARD, PYREX HIGH PRES- 
SURE, PYREX RED LINE and PYREX BROAD 


cial lengths. 
Also Glass Cylinders, Oil Cup Glasses, Lubri- 
Write, wire, or phone. 


y 
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A dwenrtinerna 





A 
Ackermann-Steffan & Co. ........ 


40 
_ _. i” eee 25 
Allen & Co., Inc., S. L. ........ 105 
Allen Mfg. Co., Nashville, Tenn. 89 
Aluminum Cooking Utensil Co... 22 
American Chain & Cable Co., Inc. 52 
American Chain Div. ............ 52 
American Pad & Textile Co..... 90 
American Shearer Mfg. Co. .... 124 
American Steel & Wire Co....... 13 
Anderson Mfg. Co., Ben H. .... 87 
Armstrong Bros. Tool Co. ...... it 
Asco Chemical Co. ............. 110 
Assoc. of Gas Appliance & 
PORE IIE TOF 23 
rr fk SS F Serre 129 
Austin Mfg. Co. ic acini 124 
Automatic Products Co. ...... 103 
B 
a ee 26 
Behr-Manning Corp. inks canoes” ae 
Bennett Co., The (Fireplace Div.) 38 
Blackstone Corp. Seb Pe Pt 24 
Blaisdel! Pencil Co. ............. 130 
Boston Woven Hose & Rubber Co. 99 
Briddell, Inc., Chas. D. ...... 28 
Briggs & Stratton Corp. .......... 
Burgess Battery Co. (Handicraft 
Div.) ... : ¥ 32 
Carborundum Co. ................ 30 
Carey Mfg. Co., The Philip . 
Carnegie-lilinois Steel Corp. .... 13 
Central Rubber Products Co., Inc. 124 
EE WE GN, cadacceecepecss 40 
Cheney Hammer Corp., Henry.... 107 
= =P 71 
Chicago Die Casting Mfg. Co... 125 
Clemson Brothers, Inc. .......... 125 
Cleveland Cap Screw Co. ........ 121 
Cleveland Chain & Mfg. Co. ... 69 
Columbia Steel Co. ............ 13 
Columbian Rope Co. ....... . 2 
Columbus-McKinnon Chain Corp.. 86 
. fe: See 
Corning Glass Works (Consumer 
CURES BU) 2c ccccceee ‘ 
Datom Co., The 123 
Dearborn Stove Co. 129 
Dempster Mill Mfg. Co. 101 
Detroit Lubricator Co. ............ 4% 
Disston & Sons, Inc., Henry ......44-45 
Domes of Silence ........ 128 
Dri-Kleen Co. seeihnnhin amie 122 
Duo Therm Div. of Motor Wheel 
Corp. rr saicae 36 
Duro Metal Products Co. . 27 
E 
Economics Laboratory, Inc. ... 75 
Edlund Co. a 130 
Electro-Line Fence Co. 80 
Englishtown Cutlery, Ltd. 19 
F 
Farm Journal cal 44 
Farrell-Cheek Steel Co. .. 38 
Flex Blade Works Wg 
Flex-O-Glass Co. ! 
EY deans xadences ne 9 
G 
Gas Appliance & Equip. Mfg. 
Assoc. .. Reaesaghvchaneke sat 23 
General Electric Co. 
Appliance & Merchandising Div. 6-7 
oS’ Sera ; 82 
Gillette Safety Razor Co. ........ 4 
Gits Molding Corp. .............. 35 
Goulds Pumps, Inc. .... ee 
Great Neck Saw Manufacturers, 
nc. ; namie be ddecewn 74 
rm Gk, GA. WE. .n.. ccccsccccdcce 43 
H 
Hall Level & Mfg. Works - 124 
Hamlin Metal Products Co. 81 
Heller & Co., W. C. .... 48 
Hollywood Athletic Co. (Plastic 
8 RRR ere 93 
Hoyt & Worthen Tanning Corp... 124 
Hyde Mfg. Co. .......... 123 
I 
Independent Lock Co. 55 
Indestro Mfg. Corp. ........ 112 
Indiana Steel & Wire Co. 118 
Ingersoll Steel & Disc. Div. Borg- 
Warner Corp. ....... ‘ 129 
Interchemical Corp. (Trade Sales 
MD “i dvivetice cckechs : 31 
J 
Johnson Steel & Wire Co., Inc. 12! 


K 
Katzinger Co., Edward ......... 5 
Kaul Importing Agency, Inc., Leo /8 
DEE cscccceudnesbaccwsenes 38 


Keystone Steel & Wire Co. .... 14 
Klein & Sons, Mathias .......... 4! 
Knapp-Monarch Co. ............. ll 
L 
Lamson & Sessions Co. ........ 26, 32 
Landers, Frary & Clark .......... 21 
Leyse Aluminum Co. ............ 28 
Libbey-Owens-Ford-Glass Co..... 4% 
Lincoln Engineering Co. ......... 79 


Lufkin Rule Co., The . 


M 
Macklanburg-Duncan Sie 
Mansfield Tire & Rubber C 
Metal Textile Corp. ......... 
Midwest Stove Co. ... 
Miller, Inc., Robert E. 
Millers Falls Co. ....... 
Moore Push Pin Co. .. 
Morteli Co., J. W. ..... 
Myers & Bro. Co., F. E. 





N 
National Mfg. Co. .............. 10% 
NT sion wk 64 bn 50 4ceede.as 124 
Michelsen File Co. ......cccccsce 50 
North Bros. Mfg. Co. ............ 106 
Nott Mfg. Co. ... bana paadese: ae 
° 
Oxford Tool Co. ... dace 124 
Park Metalware Co., Inc. ...... 40 
Pennsylvania Salt Mfg. Co. ..... 48 
Phoenix M 102 


fg: Co. ean anew hdaaced 
Pittsburgh late Glass Co., Brush 


i Re bree 101 
NE OE. “Siva ts dcocanscstecse 116 
a ere 16-17 
Reflecto Letter Co. ethnic 110 
Remington Arms Co., Inc. ........ 65 
Rex Cutlery Corp. ............... 10 
Rich Ladder & Mfg. Co., The .... 130 
SSS 94 
Riegel Textile Corp. .......... 48 
Rockford Brass Works ........... 32 


Rogers Isinglass & Glue Co. .... 130 
Russell, Burdsall & Ward Bolt & 


IG Satcbenemmcns oiacs 47 
Rusticide Products Co. .......... 88 
Ryerson & Son, Inc., Jos. T....... 119 

s 
Savogran Co., The ............ 129 


Schaffner Co., Gus J. ........ . 16 





Shapleigh Hardware Co. ....... 132 
Sheffield Bronze Powder & Stencil 
MES, csadacdesueccntbiagens WO 
Shuler Co. hip dpiibeitndicle Mekiaaees 91 
Silex Co., The uinekenes 29 
Simonds Saw & Steel Co. ........ 7% 
Simplex Mfg. Co. Leaeaamoets 109 
Skillman Hardware Mfg. Co. .... 124 
Smith, Inc., Landon P. ..)....... 13] 
Socony-Vacuum Oil Co., Inc. ae 
Solo Products Corp. .......... 122 
SS Serra ye 129 
South Bend Toy Mfg. Co. ..... 7% 
Speedway Mfg. Co. ............ 122 
cn ciutpedeawens 8 
Stevens Walden, Inc. ............ 109 
Sun Tent-Luebbert Co. ....... 117 
Superior Fastener Corp. , 124 
"Swift'’ Lubricator Co. .......... 128 
T 
Tennessee Coal, Iron & Railroad 
MR. satessauanatineksce de basbee 13 
SPEED .Savecnetedsscceseces 67 
Union Hardware Co. .......... 
United Gilsonite Laboratories 110 
United States Steel Corp. as 13 
Vv 
Vaughan Novelty Mfg. Co. 48 
w 
Whitlock Supply Co. .... 124 
Wickwire Brothers, Inc. 104 
Will & Baumer Candle Co. 8 
Winchester Repeating Arms Co. 39 
Wooster Brush Co. ...... ; 2 
Wright Steel & Wire Co., G. F. 32 
Wrought Washer Mfg. Co. 26 
| Y 
| Yale & Towne Mfg. Co. .... 3 
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Ask Your Jobber! 


THE SAVOGRAN CO. y 
india Wharf, Boston,Mass. “——: f toe 
il 










} Dy 
See 





PAINT & VARNISH 
REMOVER 


THAT MEETS 


U.S. GOVERNMENT 
| ee R-251 














Your cust s will d d SOSS 
INVISIBLE HINGES because of the 
flush, streamlined effect these hinges 
provide for doors, panels and cabinet 
work of all kinds. Nationally adver- 
tised in the Saturday Evening Post 
and Architectural Journals. It pays 
to stock them. Write for information. 


SOSS MANUFACTURING COMPANY 
21779 Hoover Road + Detroii 13, Michigan 





















Handsaws 4 * iN 
Crosscut Saws 







Hacksaws 
Keyhole Saws 








“72, Circular Saws 





All Other Types 




















Edges Won't 
Curl nor Split 


—because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 





It is cross-rolled to give an in- 
terlocking, mesh-grain structure, 
and heat-treated to hold edge 
keenness and to resist curling 
and splitting. Write for prices on 


INGERSOLL SHOVELS 
“4 Borg-Warner Product” 
Address Dept. H.A. 
INGERSOLL STEEL & DISC DIVISION 
Borg-Warner Corporation, New Castle, Ind. 











MOORE pusn-pms 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 






Well-known since 1900 for every 
pin-up or hang-up need. Two top 
quality products that bring repeat 
sales and satisfied customers. 


N COMPANY :- Since 19 
y Street, Phila. 44, Pa 








MOORE PU 
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DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


Increase your profits. Join the swing 
to Dearborn, the complete line of vented 
and unvented heaters offering out- 
standing Safety and Convenience fea- 
tures plus Matchless Performance. 
It’s the Quality line that leads in sales 
from coast to coast. 


FEATURES THAT SELL 


Ultra-smart Appearance—Alir Insulated 
Cabinets—Hi Crown Burners—Auto- 
matic Lighting—Syphonaire Chassis— 
Super Glo Radiants—A.G.A. Ap- 
proval. These are features that make 
Dearborn heaters truly Outstanding. 
They Offer a Jalkable—Visable and 
Saleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Pakety 


Air Insulated Cabinets end the fire hazard. The cabinet never gets hot. Yes, you 
can install it against the wall—tight. No blistered woodwork. No scorched cur- 
tains. No seared fingers. No burned furniture. The syphonaire chassis is the 
secret. It’s patented. Dearborn’s famous cool cabinet feature is a major contribu- 
tion to safety. 


NAT. BUT. 
MFG. PRO. 
MIX. GAS. 





FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 


ALL Dearborn Heaters have this costlier but definitely superior Hi-Crown Burner 
and Blue Flame Pilot Light. You get unequalled burner performance plus the 
convenience and safety of Automatic Lighting. 


DEARBORN STOVE COMPANY 


3256 Milwaukee Ave., Chicago, Ill. 3625 S. Grand Ave., Los Angeles, Callf. 
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As FAST as wartime limita- 
tion orders are modified, 
current production oF home 

[mi ; ; eds will be stepped up—to 
Limited Materials Cartail needs will be stepped wp-—to 


e £ Edlund C re} 
Production to Several Models wad Terr thedasex seus your 
FOR IMMEDIATE 


Jobbers, proportionate to pre- 
NEEDS CONTACT 


vious sales. 
YOUR JOBBER 













EDLUND 
Kitchen Tools 


RELIABLE 


A good reliable ex- 
tension ladder with 
creosoted rung ends, 
automatie hooks and 
roller guide. 


DUREX 


A good light- 
weight household 
ladder with non- 
skid steps. 


The RICH LADDER 


& MANUFACTURING Co. 
1000-1028 DEPOT STREET 


CINCINNATI 4, OHIO 




















RICH 
RELIABLE 

















| HowAbo 





ERS Glue 
tic Times 





In These 





Q. Can you get merchandise? 

A. Yes—Can't serve new customers but we re taking care 
of our old customer 

Q. Is the supply of Rogers Glue limited? 

A. Yes, to a certain extent, for the duration, but we've 
worked out a fair plan of distribution on back orders to | 9 


assure Hardware Trade a steady flow 
What about prices? 


. Weare not advancing our prices 





And “Rogers” quality ? 


2» OFO 


Rogers Glue is by far the strongest on test—no change 
in quality. 





The versatile Blaisdell China and Glass Mark- 
ing Pencil marks smoothly and clearly on all 
polished surfaces — china, glass or metal. The 
original, patented Nick and Pull* string re- 
pointing feature saves time — saves points. 
Ask your dealer for Blaisdell today. Made in 
12 colers. 


Rogers Carries On With Exclusive Hardware Jobber Policy | 


Phone Your Jobber for Free Project Policy 
USE ROGERS LIQUID FISH GLUE 


*To Sharpen — 


—~ 


(U.S. Pot. No. 1,756,953) 


_ BLAISDELL’ pEncits 


Blaisdell PENCIL COMPANY. PHILADELPHIA, PA 


(re : ; 141-T Light Blue —:168-T Blue 170-T Yellow 
otilla |” | NICK with string, 164-T White 168!4-T Midnight Blue —-171-T Green 
cain 165-T Crimson Red 169-1 Orange Red 172-T Purple 
PULL the paper. —166-T Brown 169',-T Vermillion Red 173-T Thick Black 
163-T Thin Black  795-T Thick Black 792-T Thin Black 
| 


ROGERS 


GLOUCESTER, MASS. 
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BUILT FOR SPEED AND COMFORT 


RED DEVIL WOOD SCRAPERS 


with double edge, quickly replace- 
able blades. Complete price range. 
Made to fit the hand. Speedy. 


RED DEVIL has kept faith 
with its customers. Every 
tool has been designed to 

give speed in operation 


while permitting the user 


























RED DEVIL 
the enjoyment of a com- GLASS CUTTERS 
Well balanced, 
properly shaped 
handle. Exclusive 
Red Devil Wheel 


4 a makes clean, hair- 


line cuts without 


fortable, effortless job. 
At no time have these 


qualities been sacrificed by 


pressure. 
substitutions. The war time 
RED DEVIL tools will give 
9 ! DIAMOND 

equal accuracy and per- POINT DRIVER 

é drives points into hard- 

formance fe) the pre-Pearl ls est wood at machine- 

< gun speed. Speeds up 

lalelaete; production. the glazing of new sash 


and repair jobs, back- 

ing up mirrors, pictures, 

‘etc. Holds 100 points. 

RED DEVIL LANDON P. SMITH, INc. Operatesinany position. 
IRVINGTON, N. J., U.S.A. 


TRIANGLE POINTS 


Available in 6 sizes from 
3/8" to 9/16" high. 
Handy packages. 


RED DEVIL DIAMOND POINTS 


Available in convenient packages. Each 
stick contains 100 points 3/8" and 1/2" long 
for No. | and No. 2 Diamond Point Driver. 











‘The Universal Satisfaction They Have Given 
Insures a Continuing Demand For 


Articles Bearing These... 
TRADE MARKS 





These Dependable Knives, .\ 


As well as the other Fine Tools \ 
and Cutlery identified by the 
DIAMOND EDGE and KEEN KUTTER 
Trade Marks, will again become 
available in adequate quantities. 


Now Quantities are limited 
by War Needs 


SHAPLEIGH HARDWARE pa 


S1.LOUSS 














